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What’s Behind The Door? 


In a few days the door will swing open and we shall also the night.’ Thus buttressed, the optimist may 
enter into a new year. No invitation from Father Time exult: “The sky is brightening!’’ But the pessimist, 
to “Come In!” will be needed, for upon the last stroke with equal justification, retorts: “Yes, but it will darken 
of twelve on the final night of the old year we shall again!” Both, however, forget that the watchman 
added the cryptic injunction: “If ye will inquire, 
inquire ye.” 

So, in the spirit of inquiry, rather than of prophecy, 
let us very briefly examine some of the elements that 
go to make up the bewildering picture which flashes 
upon the screen as the old year fades. Some of the 
major factors in what we loosely term the ‘business sit- 
uation” are distinctly encouraging. It is not necessary 
here to enlarge upon the marked upward trend in 
building; the increased farm purchasing power; the 
growing volume of production (and of consumption) in 
many lines, most notably the automobile industry; the 
rejuvenation, if not the resurrection, of the railroads, 
and the phenomenal rise of the aeronautical industry- 
an infant destined soon to become a giant. These de- 
velopments, and many others equally significant, are 
familiar to every reader of the newspapers. 

The growing volume of public works, in the various 
categories, alphabetical and otherwise, merits at least 
this word—that materials in large and growing volume 
are being bought by governmental agencies; and that 
increased numbers of men are receiving wages, creat- 
ing new purchasing power that helps trade in many 
lines. Remember, we are now speaking of the imme- 
diate, not the ultimate, results. 

Of those results, an increasing burden of taxation, 
already felt, of course is the most obvious. Contem- 
plation of that ogre conjures up a flock of others: Rad- 
ical legislation; tariff and monetary tinkering and the 
concomitant economic maladjustments; international 
unrest; and, of course, the quadrennial bugaboo, the 
presidential election. Viewed in the mass these spec- 
ters may well arouse apprehension. But when was the 
national horizon clear of menacing clouds? In years 
past many equally disturbing visions have been 
all suddenly and miraculously find ourselves on the quickly dissipated by the rising sun of sanity. So 
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other side of the door. may it be once more in the (we trust) good year of 
That much we know. What we do not know is what 1936. 
will confront us during the twelve-months’ journey then The unseen hand of Destiny is upon the latch, the 


and there begun. None is wise enough to forecast qoor moves softly upon its hinges, and soon will begin 
with certainty—but all may speculate; and he who ihe revelation of that which lies behind it. 
most accurately weighs existing factors, and most pre- For each reader of the AMERICAN LUMBERMAN, his 


cisely projects into the future the trends of the present, family and his business, may 1936 indeed be 
will come nearest to the truth. 


“Watch _ what of the night?” is an age-old ques- 
tion. “Kad the ite stil ~ The snide cometh, and A HAPPY NEW YEAR! 
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for a better NEW YEAR 


We'll appreciate an opportunity to work wiih you, to 
help you make 1936 a brighter—more successful—more 
profitable year—with our wide assortment of Quality 
lumber products—our long experience and thorough 
understanding of your needs—our close co-operation and 
proven policies that have helped other dealers—our 
prompt, dependable service that executes every order 
with a sincere effort to satisfy you and your customers. 
















IDAHO WHITE PINE e PONDEROSA PINE 
WHITE SPRUCE ®@ DOUGLAS FIR 
WESTERN HEMLOCK 
RED CEDAR SIDING AND SHINGLES 





WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba. Oregon — Somers Lumber Company, Somers, Montana. 
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of Yard 
— and Shed 

Stock — 

Flooring 

Ceiling 

Finish 
All the users of over 700 Moore Cross- — 
Circulation Fan kilns don’t kiln-dry “ 
timbers. But some of them do! ALL Sills, Studs A Complete 
of them could! Joists 

Rafters Long Leaf 
It’s every-day practice at the large Timbers + 
Weyerhaeuser mill where this picture Etc. Service eee 


was made. Moore Cross-Circulation 
Fan Kilns have taken the “kinks” out 


Write for free copy of of this difficult drying job. 
new issue of “Moore 


Facts” Bulletin 3511— 


We can supply everything you'll need in Long Leaf—from small 
mouldings to big timbers—and carry tree-length logs to enable 


hat aff the esece. They’ll take the “kinks” out of your quick action on special sawing bills. We have two big, modern 
drying problem, too. Give you better mills on which to draw—and a unified, energetic sales force, 
quality drying and larger capacity. that knows Long Leaf—understands all your requirements—and 
Write tedag fer complete information sees that you get right on time, the kind of stock you must 
—no obligation. have to satisfy your customers. It'll pay you well to Sell Crow- 





ell's Long Leaf Where Long Leaf Excels. 


The Crowell & Spencer Lumber Co. Ltd. 


Moorr DRYKILNCOMPAN 





AND 
Meridian Lumber Company, Ltd. 
Ver arges anufac ers of Dry Kilns an Equipment 
Werld's Largest Manufacturers of Dry and Equis General Sales Office: LONG LEAF, LA. 
JACKSONVILLE, FLORIDA E. H. Willi Cc 
NORTH PORTLAND, ORE . H. Williamson, General Sales Manager 
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It’s what. goes on inside of them that counts... because 


AMERICAN LUMBERMAN 
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our particular method of using them has a lot to do with 
how Bradley Oak Flooring earned its good reputation. 


First, of course, there's our essential 
air-seasoning. In the yard, our rough 
flooring oak is stacked on rigid found- 
ations of concrete and railroad iron 
... properly sloped for drainage. No 
sagging ... each course lies flat... 
free from waves or kinks. Frequent, 
accurate sticking between courses... 
ample “chimneys”... plenty of space 
between stacks... free circulation of 
air around every piece... in other 
words, even drying on all four sides. 


When charges for the kiln are loaded, 
each unit is made up of this air- 
seasoned lumber, selected for uniform 
thickness and moisture content. So, 
while the charge is in the kiln, the 
drying process acts similarly upon 
each piece, which spells uniform text- 
ure and specified moisture content in 
the finished flooring stock. On top 


of that, we go the kilns themselves one 
better, extending our drying schedules 
to provide an ample humidity period 
before each charge leaves its com- 
partment for the cooling sheds. For 
our policy is “dry each unit of lumber 
strictly on its own merit, and dry it 
properly ...no matter what length 
of time's required”. 


And that's our idea of craftsmanship 
... the kind it takes to produce 
the kind of Oak Flooring which 
“Bradley Brand” is... the Top. Remem- 
ber, too, every other step in Bradley's 
manufacture is taken with the same 
care. ..with nothing taken for granted. 


So, when you're ready to order good 
Oak Flooring ... red or white... in 
straight cars or mixed...call Bradley's 
nearest representative or tell us what, 
direct. 


" SS Sure They re S yalendid Kilns... 


SS Rut Wait «a Minute! 
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MIXED CARS 


Standard Flooring in Oak, 
Beech and Pine 


“Corner-Lock” Block Design 
Flooring in Oak and Beech 
“Nail-Seated’’* Flooring in Oak 
«++ Beech ... Yellow Pine 
Oak, Pine and Gum “Uni- 
Trim’** for doors and windows 
in packaged sets 
Trim and Mouldings in Red and 
Sap Gum, Oak and Yellow Pine 


Oak Treads and Risers. . 
Ocak Door Sills and Thresholds 


Cedar Closet Lining 


Oak, Gum and Yellow Pine 
Glued-up Counter Tops 
or Panels up to 16’ 
FILL OUT THE CAR WITH COM. 
MON YELLOW PINE BOARDS 
AND DIMENSIONS 


*Patent 1936028 **TrimPak Patented 


BRADLEY LUMBER SALES COMPANY 


WARREN, 


ARKANSAS 
DEALING IN THE PRODUCTS OF 





BRADLEY LUMBER COMPANY of @rkhansas 
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* (Cash-in onthe End-Matched Trend So 
With Sustained Mumby Quality 





"=... 


YA 
: 


° . ‘ Wii 
There's a definite trend in construction towards the wider use of End-Matched Lumber. It has ea 
been a fast-selling, profitable item for dealers during the current year—a strong factor in closing 


sales for new building, modernizing and repairing jobs because it meets the popular demand for 
better construction with lower costs for labor and material. 








Wed 


The volume and activity in the building field will be more than doubled next year—that's a con- Sy , 
Syvz We PLIUT 


servative forecast—and it means greatly increased opportunities for sales of Mumby's End- 


Matched Lumber which delivers sound value to the buyers. ect 


K If you haven't been cashing in on this trend towards End-Matched Lumber, you've been 





S WHE MAS 


passing up a good thing—and this is a good time to start introducing Sustained Mumby Qual- 
ity to your trade. 


SS 
; 


AAAS ANANSI WY 





. . . H My MIL, 
For information about Mumby stock or service You can buy just what you need ST 


write phone, or wire our nearest representative: of End-Matched stock ina Mumby 1 


ILLINOIS: Chicago Territory: Fraser- COLORADO & WYOMING: _ Henshaw, Mixed Car—Flooring, Ceiling, Sid- MMW BALL 
DeSale Lor. Co., 11 So. La Salle St., Eilwanger. MeCaddon. 1301 Wazee St., ing 1” and 2” Commo te eT I 
Chicago; P. Paddock, Springfield; A. W. yenver, Colo. ' nin Fir or 
Pearsall, Peoria. TEXAS: S. H. Marks, Dallas, Guy M. i tT te" 

SOUTHERN ILLINOIS and St. Louis Chisoim, Amarillo, Northwest Texas and Hemlock Special Tite" Grade, gin (oi! 

Territory: Hopkins Lumber Co., 7823 Eastern New Mexico. with the wide range of Mumby i  —— 
NORTRWRUTERS SOWA cnt Bicur City  'NDUANA: C. G. Gene, Indlanepetis products in Douglas Fir, Weste Uys * A 
‘ “4. and = Jily - - - . Whe " wy 

Territory: Thos. Mould Lor. Co.. Sioux © NORTHERN INDIANA: Claude G. Wi- : ~~ 


a rick Lor. Co., 402 Hanselman Bide. Red Cedar, West Coast Hemlock — 
: <alamazoo, Mic . 

MICHIGAN: Claude G. Wirick Lumber ’ ; and R 

Co., 402 Hanselman Bldg., Kalamazoo; NEBRASKA: Prestegaard Lumber Co., ed Cedar Shingles. 

Lloyd Milliken, 1191 Burlingame Ave., Lincoln. 


Detroit. IOWA, MISSOURI, KANSAS, OKLA- 
MINNESOTA: P. H. Betzer, 300 Wilmac HOMA: Gunter Lumber Co., Kansas 


en Bai MUMBY LUMBER & SHINGLE CO 
NORTH DAKOTA and Northwestern Min- z. p 
nesste: Mere & Frese, FF wees: A. F. Krapfel, Madison; + 


argo. . A. Schneider, Plankinton Bldg., . 
SO. DAKOTA: L. W. Armin, Sioux Milwaukee; Ben Nuzum Lumber Co., General Sales Office : BORDEAUX, WASH. 
Falls. Tomah. Mitt A Bordeaux, Wash. Milt 8 -Malone, Wash 
: 3 








put LUMBER Why Shop Around? 


ov White River Has It! 


Let us demonstrate the kind of stock and service we can give you 
on Fir, Spruce, Hemlock and Red Cedar items. We've been taking 
care of the needs of Retail Lumber Dealers for forty years and 
know we can satisfy you. We have choice, old-growth timber 
for present and future needs—a complete modern plant—and an 


alert, fast-working organization that’s ready and able to deliver 
just what you need in: 


YARD AND SHED STOCK, FIR TIMBERS, BEVEL 
SIDING, LATH. MOULDINGS, SHINGLES, ETC. 





The unexpected cost of using “cheap” paint causes 
the victim to nurse a grudge against paint ...and 
surfaces that require painting 


Don’t let ‘‘cheap’”’ paint start a trend away from 
lumber. Every time you sell an order toa , 
customer recommend painting with Dutch /* 
Boy White-Lead. Its durability protects 
lumber and also protects the lumber business. 


NATIONAL LEAD COMPANY 
WHITE RIVER LUMBER COMPANY 
DUTCH BOY Clon WHITE-LEAD ENUMCLAW, WASHINGTON 


LINSEED O1L... LEAD MIXING OIL...LIQUID DRIER...WALL PRIMER ... COLORS-IN-OIL a 
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ings—and 
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Q Perry Christmas and 
, ac . ~~ is the season for Holiday Greet- 
, a the boys here at Kinzua sem 
their “Best” to all of you. 


We hope every on 


no f 


Happy Hew 


orgotten 


sharing of Yuletide joy 


We belli 


ine old-time 
ber Busines 
Santa claus. 

In helping 
we have to a 


s—even 


lenty of 
Spirit in the Lum- 
if there isn’t any 


dispel that ancient illusion 
damit that it was a good story 


—and some folks still seem to fancy jt. 


They ve h 
where for @ 
He just is 


unted and searched every 
Santa Claus. 
n’t in the 


gs that the 


In lumber, 
don’t get som 
Kinzua’s t 
what you or 

“Quality Guara 
Ponderosa Pi 
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ical 


do we del 


PINE 


Metropolitan Lumber Co. 


as in everything else, 


ne is Kinzua’s 
Lumber 


you 
ething for nothing—but 


he place where you always get 
der—and what you pay for. 


nteed” 100% Kiln Dried 
year-around 


Dealers who realize 


it in any myth- 
he North Pole—nor 


+s always 


stain—tresh and 
as if it were 


as attractive 
“just off the Christmas 


tree.” 

We manufacture it skil- 
fully with our good equip- 
ment so it’s always as per- 


fect as the pest toy in any- 


pody’s sock. 
We keep it 
cover 80 it 
pright as 
out of Santa’s pack. 


MILLS © 


4010 W. Madison St. 


tion on 
lined” Mixed Car Service saves time and 


money 
loaded with special care so as 


100% under 
remains as 
if it were right 


Pear from KINZUA 


real teamwork with Ac- 


We show you 
“Stream- 


every order—Kinzua’s 


you—and Kinzua’s cars are 
to reach 
fect condition with your 
Selects, Common, 
«“Architect- 

Siding, 
Trim, 
Furni- 


for 


in per 


Mouldings, Satin Finish Interior 
Casing, Base, Lath, Los Siding, 
ture Specialties, etc. 

Hope you ll let Kinzua help you to 
make 1936 a pigger, prighter and more 
successful New Year. 
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There's Profit in Paneling 
ard wood 
e of the 
e of these in- 
g Knotty pine 
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Rural Buying Power Soars 
It’s reported that rural retail purchases 
are showing @ gain of about 20% as con 
trasted with the 5% increase in city 
sales. Don’t overlook the farm lumber 


puyers. 


., with a 2x 6, 

on t r imprinting. 

It’s published py the Western pine Ass’ 
of which We are members. A limited 
number of copies are available for the 
asking and would be suitable for distri- 
pution to gome of your larger and better 


contractor and puilder customers. 
MAIN OFFICE AND MILLS: 


O., KINZUA, 


NEW YORK OFFICE: 70 East 45th St. 
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Regular or "Special" Stock 
On Short Notice... . 


The excellent quality of our timber—our modern manutfac- 
turing and drying facilities enable us to furnish anything you 
may need in California Pine Lumber. 

We manufacture all regular items and can quickly run stock 
to any special patterns or cut to any size you require. We also 
have special resaw equipment for making stock for high grade 
boxes and specialties, the finished product having practically 
the same appearance as surfaced lumber. We are able to 
quote unusually attractive prices on this class of work because 
of our complete equipment for fine resawing. and inquiries 
should be sent direct to our Loyalton Office. 

Dealers are invited to get in touch with us or our representa- 
tives in connection with their needs in Yard and Shed Stock. 


Shop and Factory Buyers will find that Clover Valley lumber 
has unsurpassed cutting qualities. 


CLOVER VALLEY LUMBER C0., sais‘crice: LOYALTON, CAL. 


CHICAGO REPRESENTATIVE: M. L. Hansen, 308 W. Washington St., Chicago, III. 
NEW YORK REPRESENTATIVE: F. T. Staats, 1240 Chrysler Bidg., New York City 


v aeBe 


waa SVE ae 


OG. win 


write 


* 
pei, ait 


ahs rw 
~~ 


pie, esa” 























J) 


PONDEROSA 


VINE 


That Will 


Please Your 
Customers 








Successful 
Dealers Sell It 


Grown at high altitude under favorable climatic 
conditions “Moyie” Super Spruce is extremely 
soft, straight grained and even textured. 


Graded like White Pine, “Moyie” Super Spruce 
is being specified today for uses where old-time 
White Pine reigned in years past. 


It's a great wood this “Moyie” 
Super Spruce. Get acquainted with 
it. It'll make money for you and 
make satisfied customers, too. 











When you order from 
Anaconda you get reli- 
able quality, soft-textured, 
easy-working stock 
— carefully milled 
and accurately 
graded — real value 
to pass on to your 
customers. We Mix Cars, load carefully and ship 
promptly. 


LUMBER — LATH — MOULDINGS — BOX SHOOKS: 


Anaconda Copper Mining C- 


‘BC SPRUCE MILLS LTD. 
LUMBERTON.B. C. 


SAMUEL L.BOVYD AMERICAN SALES REP: 
828 PLYMOUTH BLDG.MINNEAPOLIS.MINN. 


LUMBER DEPARTMENT, 
Bonner, MONTANA. 
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Paul Bunyan sends you Christmas Greetings. 





THE RED RIVER LUMBER COMPANY WESTWOOD, CALIFORNIA 
MINNEAPOLIS CHICAGO SAN FRANCISCO LOS ANGELES RENO 








8 AMERICAN LUMBERMAN December 21, 193; 


mde SOUTHERN PINES] 1: :HARDWOODS 
vice & RK ) PINE MILL Af 






















MELT (‘S , 


set 


Angelina Wishes You A Happy Holiday Season 


Our sincere wish for every member of the lumber industry is—a Very Merry Christmas—and 
a Bright and Successful New Year. 
We are grateful for the loyal support of our many good friends during the past season. We've 
tried to give tangible evidence of our appreciation by our policy of executing every order with 
an honest effort to satisfy and please our trade with dependable lumber products, fair treatment 
and prompt shipments. Results have proven the soundness of this policy which 
Anything you want, right really has been the cornerstone of our business for almost half a century. 
when you need it in: Throughout the year to come, we'll exert even greater effort to cooperate with 
Yer Steck, Timber, Moulé- our customers—to anticipate their needs—to supply all their wants with Angelina 


ings, Red Fence, Wagon and Quality—and “SUDDEN SERVICE" 
Dimension Oak, etc. All bright, " 
Angelina County Lumber Company, Keltys, Texas 


dry, straight lumber—one and 

two inch items, No. 3 and Bet- 
KURTH LUMBER MFG. CO., Clarksville, Texas. ANGELINA HARDWOOD CO., Keltys, Texas. ; 
CONROE LUMBER CORPORATION, Conroe, Texas. TROUT CREEK LUMBER CO., Kirbyville, Tease. ae 
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ter, Steam Kiln Dried. 
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PORT, OREORD 


Our Low Prices on Pra CEDAR 
MIXED CARS) [ew \ \ SPECIAL (STS 


FROM ST. LOUIS STOCK SR a 
; —.__._ Lie se 
Will Surprise You 2047 Bogkos, 
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Smart Business Today ene) SED BLIND, PUT IL 












Complete Stocks of Wants Our a ay 
YELLOW PINE, FIR, Port Orford Cedar URE Y 


REDWOOD, PONDOSA 
PINE and HARDWOODS 


FIR and YELLOW PINE TIMBERS and LONG JOISTS 
CLEAR FIR SQUARES UP TO 12x12-26’ 
PLYWOOD, PANEL STOCK, MILLWORK 
WOLMANIZED YELLOW PINE 


“LUMBER FOR EVERY PURPOSE” 


Picture Frames, Curtain Rods, THUAED Ck 


Curtain Slats, Chesterfield Frames. RETAIL YARD ITEMS 
Archery Arrows, Yard Sticks, Vene- DOUGLAS F/R 


tian Blind Siats and Rails, Closet SVTKA SPRUCE 


Lining. House Doors, Interior Fin- 
ish and Trim, Table Legs. White gves7 COAST HEMLOCK 


; : WE ULIMG AY OA OllR 
Furniture Turnings. Porch Floors, . PORT ORFORD 
Sills, Joists, Chemical Cases, Vats. A CEDAR TEINS 
Boat Decking and Hulls, etc. SS _ 


BECAUSE 


No other soft wood has a better 
combination of rot, insect, acid and 
wear resisting qualities. Why not 
write for prices today and go after 
some of this profitable business? 


RALPH L. SMITH 




























Hill. Behan Lumber Company 
6500 Page Ave. 








St. Louis, Missouri LUMBER CO. 
519 City Bank Bidg. 
Phone, Park View 1000 KANSAS CITY, MO. 


One Board ora Trainload 
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That Miracle Market 


You, the Lumber Dealer, with cooperating contractors, 
and the Weyerhaeuser 4-SQUARE PLANS, repaired 
and remodeled more neglected homes in this country in 
1935 than in any previous year. 


# This proved to be a Miracle Market. Much of this 
one-time selling will produce ten-time results. The 
brightening effects of modernization in a neighborhood 
are almost contagious. 


= Home owners have been made keenly home im- 
provement conscious. As good times continue, they 
will contract for more repairs and remodeling. This 
business is a steady, profitable and seldom competitive 
market and wide-awake lumber dealers should continue 
to actively cultivate it. 





= Sales records prove the great part that Weyerhaeuser 
4-SQUARE Lumber played in the repair and remodeling 
field. This precision made 4-SQUARE lumber, cut to 
exact lengths, properly seasoned, with smooth ends, and 
ready for use, increases profits in a way that can be 
directly traced. 4-SQUARE Lumber will, therefore, be 


an even greater factor in the new construction market. 


WEYERHAEUSER SALES COMPANY 


FIRST NATIONAL BANK BUILDING e SAINT PAUL, MINNESOTA 


WEYERHAEUSER 
“SQUARE 


LUMBER 
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I SUPER MIXED CAR SERVICE ili 
THREE SAWMILLS SiSyRees 


CUTTING = 
PONDEROSA and | 
IDAHO WHITE PINE 


Here's a Mixed Car Service that's complete, prompt and 


satisfying because it includes every facility for supplying your 
needs. 


rey 





It's backed by three big sawmills, planing mill, modern frame 
and trim factory, up-to-date dry kiln equipment, etc., plus an 
unequalled stand of choice timber for present and future needs. 


That's why Long Lake can offer you this truly Super Service 
on: 


LUMBER K. D. FRAMES LATH 
MOULDINGS CUT STOCK TRIM 
WEATHERTITE SPOKANE PINE PRECISION FRAMES 


All Lumber is double-end trimmed and end-stamped. Buyers a: ee — 
of Industrial Lumber and Cut Stock are invited to get in touch a — i 
with us. sti " 


| | LONG LAKE LUMBER CO. oKANE, | 
|L SPOKANE PINE PRODUCTS Co:S? wast. 
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NOW ... 


you can give your customers REAL 
Termite and Decay Protection with 


Crosby’s Treated Lumber 


Decay causes heavy annual losses that can be avoided. Termite invasion, which is similarly devas- 
tating, has already reached each State excepting North Dakota. Home owners, contractors and 
bankers financing home construction appreciate the wisdom of guarding against decay and termite 
damage by building adequate protection into the original structure. Such foresight is far cheaper 
than speculation with inevitable premature repairs and replacements resulting from the use of un- 
treated lumber. 





Dealers can render invaluable assistance and better their own opportunities by recommending and 
furnishing lumber that is pressure treated with Grasselli Chromated Zinc Chloride as supplied by Crosby. 


Crosby's Treated Lumber can be recommended with complete confidence. The treating reagent 
used—Grasselli Chromated Zinc Chloride—is an improved form of Zinc Chloride, the standard salt 
treating reagent of the wood preserving industry for many decades. It may be depended upon to 
furnish many years of uninterrupted service and complete freedom from premature repairs. 


| | Crosby's Lumber treated with Chromated Zinc Chloride is: 


1—Termite Resistant. 4—Clean. 

2—Decay Resistant. * 5—Odorless. 

3—Fire Resistant. * 6—Dry. 
7—As adaptable to painting as untreated lumber. 
8—Free from poisons imposing health hazards. 


9—No more corrosive to nails and hardware than untreated 
lumber exposed under similar conditions of use. 


10—Non- proprietary. This improved wood preservative is 
basically Zinc Chloride, the effectiveness of which is sup- 
ported by long established service records covering varied 
commercial uses involving both Decay and Termite resist- 
ance. 


11—Available at low cost. 


*Of salts possessing both preservative and fire retardent value, 
Chromated Zinc Chloride ranks first. 


Your customers can build for permanence by using Crosby's Chromated Zinc Chloride treated 
Southern Yellow Pine for sills, joists, bridging and sub-flooring. Also for siding, outbuildings, bridge 
superstructures, fences, posts, sidewalks, lattice work and wherever there is exposure to Termites and 
Decay. 





We can ship in straight carloads or mixed with our untreated boards, dimension, finish, etc., and 
solicit your requests for information and prices. No inquiries are too large, too small or too difficult 
for us. All will receive prompt attention. It will certainly pay you to prepare to serve the rapidly 
growing market for Treated Lumber. Write for information—or better yet, order a trial shipment 


TODAY. 


ee CROSBY ete 


crossy, mss. LUMBER & MANUFACTURING CO. ) Prcavone, miss 
CROSBY, MISSISSIPPI 


Manufacturers of Original Growth Soft-Textured Rosemary Pine, Timbers, Yard and Shed Stock, 
Creosoted and Chromated Zinc Chloride Treated Material, Furniture Stock, Handles, etc. 
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CROSSETT 


LIFE-LONG POSTS LAST... 
THEYRE WOLMANIZED. 


Pressure treated with Wolman Salts these Posts endure because... 





ee, 


TERMITE & DECAY RESISTANT — FIRE RETARDENT 
HOLD PAINT=NO BLEEDING 
STAPLES AND METAL FASTENINGS DO NOT CORRODE 


Treatment is clean, dry and odorless. Posts can be shipped and 
stored with lumber items. 


Ask our Representative or address 


FORDYCE-CROSSETT SALES CO. 


80 East Jackson Chicago, Illinois 
SOUTHERN SALES OFFICE: Fordyce, Arkansas 


A CROSSETT WATZEK GATES INDUSTRY 
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WEN 
<7, wh) y CHRISTMAS 
a: 7\\ GREETINGS 


To All 
The Trade 


And May the New Year Bring a Gen- 
erous Measure of Happiness and Pros- 


perity for All. 


As in the past, dependable quality and reliable serv- 
ice will at all times be available in mixed cars of 


The woman with a smooth velvety skin. white and clear, z= O 
free from spots and blemishes, has the advantage of her 


sisters, for the more velvety smooth the skin, the more beauti- 
ful the finished facial. 
“NEARWHITE” has this same advantage over competitors, a e . * e 
for it is this same smooth, silken, unblemished surface of M pie, Birch and Wisconsin Red Oak Flooring— 
Finish and Trim. with its ight uniiorm color. its oubdued grain. Hemlock Lumber—Northern Hardwood Lumber—Posts 
that permits perfect painting wi e light pastel shades, ‘ é 
tie even as a beautiful woman's face is and Lath—White Cedar Shingles. 
made more enticing with cosmetics. 

You can get this smooth, easy 

to paint pine in all patterns of 


Cosng: Base, Trims Door Tombs uo) Xk, HOLT HARDWOOD CO. 
Tour peter end Saber Can tol + HOLT LUMBER CO. 


you that it does have a face that’s 
“Easy to paint.” and that he can OCONTO, wis. 
do a “smooth job” on this smooth 
pine. ' 
‘ MEMBERS OF: 

Satisfy your more exacting trade ——_——_A_— - _ ou 

P we oo tienal ‘dwood Lum! Asn. Wi 
with “NEARWHITE. \vaarusT & Hardwood Assn. National Lumber 
Maple Fleoring Mfrs. Assn. 












































FROST PINE 
DIMENSION 


ELECTED from timber most suitable for 

structural purposes —kiln dried and 
pre-shrunk — eased edges, ends trimmed 
smooth, reasonably close grain—it stays 
put. 


Frost knows from long and intimate asso- 


ciation with the trade—55-years’ service to 
American Lumber Dealers—just what you 
want and need in Long Leaf, Short Leaf and 
Arkansas Soft FROST PINE—FROSTBRAND 
Oak Flooring — Cypress — Southern Hard- 
woods, etc.—Wolman Salts Treated Lumber 
—Creosoted Timbers and Dimension. 


FROST maintains the most complete lum- 
ber service in the country — plants and 
equipments for every service—many years’ 


timber supply to make this service depend- 
able—SPECIFY FROST PINE. 


Frost Lumber Industries, Inc. 


General Sales Office: 
SHREVEPORT, LOUISIANA. 


District Offices: ST. LOUIS, MO. and NEW YORK CITY 
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Packaged 
Trin 














Packaged to Protect You 


Here’s the modern and the profitable way for you to order 
your Interior Trim. It’s always clean, bright and salable— 
there's no grief at inventory time with soiled, depreciated stock 
—and it’s easier to order, handle, store and deliver. 


“OK” Trim is high class stock because we have all the essen- 
tials to make it so—Okanogan timber that’s famous for its soft 


texture—modern dry kilns and precision manufacturing equip- 
ment. 


Biles-Coleman Mixed Cars enable you to order your Interior 
Trim along with “OK” Frames, random or cut-to-length Mould- 
ings, Casing. Base, High Grade Finish Lumber, etc. 


Just let us know your needs — we have 
everything necessary to serve you well. 








Riles-Qoleman 
Lumber Company. 














OMAK, WASH. 
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The Gift Only You Can Give! 


The new beautiful edition of 
and its companion volume, 


“The Heart Content’’ 


now in its sixth edition 
“Come On Home’’ = 


Wm Cass 
Both Books by AND THE cass! 
DOUGLAS MALLOCH 


Following annual custom, Mr. Malloch will, on request, autograph Business men with steamship pasters, European, Asia and 
for the lumber trade any copies of his works ordered before January 1 


Africa stickers on hard-worn luggage! They know of The 
for use as Christmas or New Year's gifts. Stevens, greatest hotel in the world... perhaps better than 
Chicago knows of it. 





One of the sights of Chicago, if you stop to watch them! 


It is the gift unique—that will not be duplicated by anyone else— 
one that will be highly prized and long remembered—a new edition 


of a popular book, personally inscribed by the author. Debutantes Dainty! The Dinner Crowd and the Top Hatters, 


to whom life spells whirl and twirl. 
These are the latest books of ‘‘the lumberman poet.’’ You know his f 
happy philosophy. Share it with others. You will want them for Your mood is here... flashing in the dining room, 
your friends and business associates—and your own home. banquet hall, or with white turned-back sleepy bed in a 
The books are beautifully bound, stamped in gold, with jackets in high place of quiet! 
colors. They will delight both the eye and the mind. Nothing else 
you could give will give so much pleasure. 


THE 


Just Say “Autograph” ST EVE RS 


when ordering, and as many autographed copies as you desire, of 


either or both books, will be sent postpaid, for $1.50 each. CHICAGO 


WORLD'S LARGEST HOTEL 
AMERICAN LUMBERMAN 
431 South Dearborn St., CHICAGO, ILL. ROOK WITH BATH FROM 2.56 
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use more birch.... 


North America's premier all-purpose hardwood—at its best as produced in Northern Wisconsin and 
Michigan. This birch is unsurpassed for finest furniture, doors, interior trim, paneling, cabinet work, 
flooring, etc..—it machines perfectly and finishes as beautifully as higher-priced domestic or foreign hard- 
woods—and there's an ample supply available at all times in all grades of unselected—selected red and 


curly grain stock, from the following manufacturers: 


Northwestern Cooperage & Lbr. Co., Gladstone, Mich. 
Northern Hardwood & Hemlock Lumber; “Peerless"’ Rock 
Maple Flooring; Rotary Veneers; Plywood; Box Shooks, etc. 

Thunder Lake Lumber Co., . . Rhinelander, Wis. 
Air and Kiln Dried Hard and Soft Woods; cut-to-size Hard- 
wood Dimension; Piling, Cedar Posts, Poles. 

Robbins Flooring Company, . . . Rhinelander, Wis. 
Newberry, Mich.—Maple, Birch, Beech, Oak Strip Flooring; 
Block Flooring, unit, single slat, parquetry; Heavy Duty Flooring. 

Stange Lbr. Co., Kinzel Lbr. Co., . . Merrill, Wis. 
Also Wisconsin-Michigan Lumber Co., Eagle River, Wis., all 
mfrs. Northern Hardwoods, Hemlock and Pine Lumber. 

Menominee Bay Shore Lumber Co., . Soperton, Wis. 
Ash, Basswood, Birch, Maple, Elm, Hemlock, Pine Lumber; 
Hardwood Dimension; White Cedar Posts, Poles, Shingles. 

Yawkey - Bissell Lumber Co., . . White Lake, Wis. 
Northern Maple, Birch and Oak Flooring; Kiln Dried Hard- 
woods; Hemlock Lumber and White Pine. 

I. Stephenson Company, . . . . . Wells, Mich. 


"Ideal" Maple, Birch, Beech Flooring; Hardwood Dimension; 
White Pine, Spruce, Hemlock; Posts, Lath, Shingles. 


Holt Lumber Co. and Holt Hardwood Co., Oconto, Wis. 
Kiln Dried Hardwoods, Hemlock, Cedar Posts, Maple, Birch, 
Beech and Oak Flooring. 

Von Platen-Fox Company, . . Iron Mountain, Mich. 
Thirty Million Feet of Selected Maple, Birch, Basswood, Elm, 
Ash and White Pine Lumber in Pile. 

Weidman Lumber Company, . . Trout Creek, Mich. 


Mills at Trout Creek, Ewen and Bergland—Ash, Birch, Elm, 
Soft and Hard Maple, Oak. 


Wisconsin Land & Lumber Co., . Hermansville, Mich. 


“IXL" Maple, Birch and Beech Flooring; Northern Hardwoods 
and Softwood Lumber; White Cedar Posts and Shingles. 


Oconto Co., Oconto, Wis. Bay De Noquet Co. Nahma, Mich. 


Sales Office, 817 Railway Exchange, Chicago—Hemlock, 
Hardwood Lumber—Shingles, Cedar Products, Lath, Lumber. 


Edward Hines Lumber Co., . . . Park Falls, Wis. 
Kiln or Air Dried Maple, Birch, Elm and other Northern 
Hardwoods; White Pine, Spruce and Hemlock. 

Kerry & Hanson Flooring Co., . . Grayling, Mich. 


Maple, Beech and Birch Flooring—Maple, Beech, Birch, Elm, 
Soft Maple, Basswood, Hemlock, Cedar Posts. 


Jackson & Tindle, Inc., . Munising and Pellston, Mich. 


Sales Office—Grand Rapids, Mich.—Maple, Birch, Basswood, 
Soft Elm, Beech, Hemlock, Spruce and White Pine. 


Roddis Lbr. & Veneer Co., Marshfield & Park Falls, Wis. 
,Kiln Dried Hardwoods; Hemlock, Pine and Cedar Products; 
Maple Flooring. 

Antrim Iron Co. Sales Office, . Grand Rapids, Mich. 


Mill at Antrim, Michigan, Specializing in Lower Michigan 
Hard Maple. 


Rib Lake Lumber Co., . . . . . Rib Lake, Wis. 
Northern Hemlock and Kiln Dried Hardwoods, Lath, Shingles, 
etc. 

Sawyer Goodman Company, . . . Marinette, Wis. 
Northern Hardwood, Basswood, White Pine, Cedar Shingles, 
Veneers, etc. 

Kneeland - Bigelow Company,. . . Bay City, Mich. 
"Knone Better Maple, Birch & Beech Flooring—Northern 
Hard & Soft Woods—Modern Dry Kilns & Planing Mill 

C. M. Christiansen Co., . . . . . . Phelps, Wis. 


Hard and Soft Maple, Birch, Basswood, Soft Elm, Ash, Hem- 
lock, White Pine and Cedar products. 


E. M. Holland Lumber Co., . . . Newberry, Mich. 


Sales Office, Grand Rapids—Michigan Hardwoods, Soft- 
woods and allied products. 
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Experience ... 


You get the full benefit of our long and intimate 
contact with the trade, in anticipating and serving 
your needs. We know what you want and have the 


timber, the manufacturing facilities and the men to 
deliver promptly, just the kind of stock you require in: 





FIR AND HEMLOCK LUMBER — KILN DRIED 
SHED STOCK—COMMON DIMENSION, BOARDS 
—SIDING, CEILING, FLOORING, STEPPING, 
FINISH—RED CEDAR SHINGLES, KILN DRIED 
OR GREEN, 16” OR 18”. 





A trial order will show that you can rely on us for 
prompt, intelligent attention to your inquiries and 
orders. 


Members—West Coast Lumbermen’s Ass'n. 
and Red Cedar Shingle Bureau. 








POLSON LUMBER & SHINGLE CO. 


HOQUIAM.WASH. 








The James D. Lacey Company 


In addition to our recognized standing in 
R F C LOANS making reports and appraisals for RFC 
For LUMBERMEN 


loans, applications and all details, including 
necessary legal services, can be handled 
through our Washington connections. 

Stuart Building 

SEATTLE, WASH, 


1109 Earle Bidg. 231 S. LaSalle St. 
WASHINGTON, D.C, CHICAGO, ILL, 


Pere Marquette Bldg. Barnett Bank Bldg. 
NEW ORLEANS, LA. JACKSONVILLE, FLA. 


LUMBERMAN 


December 21, 1985 





= LAND & LUMBER CO. 


Hermansville, Michigan 
Manufacturers 


‘A IXL Hardwood Floorings 
3 MAPLE - BIRCH - BEECH 


The finest milled flooring produced. 


Also 
Northern Hardwood and 
Softwood Lumber “ioe . 
ASH-BASSWOOD- BIRCH- MAPLE -HEMLOCK - PINE-SPRUCE 
White Cedar Posts - Poles & Shingles 


Shingle Tow & Maple Flooring Clippings 
(A HALF CENTURY RECORD FOR DEPENDABLE SERVICE) 






Strip Type 
Flooring 











TIMBER ESTIMATES --- PULPWOOD SURVEYS 


GROWTH STUDIES --- SITE INVESTIGATIONS 


A service based on knowledge of Southern Timber 


gained from twenty-five 
years of assiduous 
effort. 


MEMPHIS, TENN. 
Commerce TITLE BuILpInG 








FORGED 


American STEEL 


Here’s a binder that will give you 
longer service, at less cost, than any @ 
other binder. It has adouble swivel and 
the lever is made of special carbon steel CLOSED 
which is heat treated to give it extreme 
stiffness and unusal strength. In fact, 
this binder is made of the same material 
as the chain it holds and is 
attractively priced. 


Load Binders 










Write now for Catalog 


and prices on these binders and other “‘American’’ 
appliances. 


American Logging Tool Co., 


logging tools and 


Evart, Mich. 


















ALLWEST VIRGINIA 
HARDWOODS_. 


MIXED CARS 


TRIM & MOULDINGS 
Chestnut, Ash, Birch, 


Poplar, Osk, Basswood. = £1 DORING — Red and 


White Oak, Maple, 
Birch and Beech, 


STEPPING & RISERS 
Oak & Birch 
BEVEL SIDING- Poplar, 












SMALL DIMENSION 
and Glued-up Stock 
a Specialty, 


MEADOW RIVER 
LUMBER CO RAINELLEWVA 


Cream of the 
| Appalachians’ 











Check In-- 
DeWitt Operated Hotels 


In Columbus it’s In Akron it’s 
THE NEIL HOUSE THE MAYFLOWER 





Rates from $2.50 


in Cleveland it’s 
THE HOLLENDEN 


In Toledo it’s 
THE NEW SECOR 











WestCoastForest Products 


<leled @ ~1-| ek & -1 9/2) ~~) alia tcl a) 


FIR LUMBER and PLYWOOD 
WEST COAST HEMLOCK 
RED CEDAR SIDING and LUMBER 
PONDEROSA PINE and IDAHO WHITE PINE 





No Reasonable MIXED CAR Order too Difficult for us to Handle 


i RY CAT lily gf oe 


TTIBIUFACTURERS ALO U/HOLESAL ERS 


EASTERTI YARDS AND STORAGE, TIAZLZEDO, O//0. 








WET CELLARS MEAN XY MONEY 


Write today for facts about extra profits making FOR 


cellars Bone Dry. LUMBER 


RANETITE MFG. CO. DEALERS 


1917 So. Broadway. St. Louis 
27 Beaver St., New York 512 So. Canal St., 














Chicago 

































Books for Everybody 


LOGGERS, WOODSMEN, 
SAWMILL OPERATORS, 
RETAIL LUMBERMEN, 
WOODWORKERS, 
CARPENTERS, 
ETC., ETC. 





We have a complete line of 
books that you need to make 
your business profitable. 








WRITE TODAY FOR CATALOG 
American Lumberman, 431 So. Dearborn St., Chicago, Ill. 
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AMERICAN LUMBERMAN 


Forest Industry May Be Led, But De- 


clines To Be Driven 


HAT BUSINESS and _ industry 
are in no mood to undertake any 
further experiments in regimen- 

tation by Government, or one-sided 
co-operation with organized labor 
through a_ socialistic, Government- 
controlled, labor-dominated NRA, was 
unmistakably demonstrated at the 
Berry conference in Washington, Dec. 
9 described by this publication’s staff 
correspondent as a “flop.” Other than 
a few representatives sitting in as “ob- 
servers” only, the lumber industry’s 
part in the conference was the filing 
by the National Lumber Manufactur- 
ers’ Association of a dignified, clear- 
cut statement, concurred in by all 
branches, pointing out why lumber- 
men were opposed to a revival of 
NRA, or to any similar effort to put 
industry in a straightjacket. While 
it has not always been a howling suc- 
cess along that line, the industry feels 
that it is entirely capable of self-gov- 
ernment, and it is willing to go as far 
as possible in co-operation with the 
Government and with labor. This 
should be permitted without further 
unwarranted interference by public 
agencies. 

While industrial interests were let- 
ting it be known in Washington that 
they wanted no revival of NRA, on 
the other side of the continent, at 
Portland, Ore., a notable group of 
timber owners and lumber manufac- 
turers were “speaking out in meet- 
ing’ and demanding from another 
public official a clarification of the 
Government program with reference 
to forestry and ownership of timber. 
Here again is there evidence of the 
intention of the Administration to 
place the forest industries more firmly 
under Government control. To be 
sure, there is the publicly expressed 
desire for justifiable co-operation, 
rather than control, but with this there 
is the thinly-veiled threat that unless 
the industry assumes and _ satisfac- 
torily discharges its “social” obliga- 
tions to the public, the Government 
will assume control. 

The forest industries have made 
distinct progress along this line and 
the past decade has recorded a decided 
change of sentiment among timber 
owners and operators. There is not 
only a willingness, but a real desire, 
to co-operate with Government 
agencies in so administering the for- 
ests as to assure to this and future 
generations an ample and continuing 
timber supply. There are grave prob- 
lems connected with this program 
that can not be solved by the industry 
alone, and which to be successfully 


overcome must have the genuine sup- 
port and co-operation of government, 
both Federal and State. 

A well-rounded program would in- 
clude, necessarily, extensive additions 
to the public forests and blocking up 
public and private timber areas so as 
to assure the success of “‘sustained- 
yield” operations; revision of tax laws 
so as not alone to relieve private own- 
ers of a burden that makes a real for- 
estry program impracticable, but also 
to provide State and county govern- 
ments with necessary revenues; a 
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proper measure of co-operative contro] 
of production; and an enlarged pro- 
gram of research to develop most ef. 
fective manufacturing and marketing 
methods. The resolutions adopted at 
the Portland meeting, published else. 
where in this issue, express the sentj- 
ment of the industry—or at least a 
substantial part of it. They deserye 
careful and thoughtful study. 

Of increasing importance to every 
branch of the industry is the question 
of developing and holding markets, 
in which connection distribution poli- 
cies play a leading part. 

All of these closely related prob. 
lems are in the lap of the lumber ip- 
dustry. May the New Year record 
rapid progress toward their complete 
and satisfactory solution. 


“H.B.C.” Thinks New Year’s Resolutions 
Should Be Plowed Under 


66 EW YEAR’S resolutions—bunk, 
N rot and fol-de-rol! The only reso- 
lution I favor is one to end all 

such resolutions !” 

That’s about the reaction of Mr. H. B. 
Citizen, to the annual suggestion of moral- 
ists and wouldbe uplifters that Jan. 1 
is a swell time for one to check up on 
one’s personal habits, ideals and stand- 
ards ; and perhaps to turn a nut or tighten 
a screw here and there, to the end that 
the complex machine called “You,” or 
“I,” may pursue its journey along the 
paths of righteousness with a little less 
wobbling and, incidentally, a little less 
danger of sideswiping some of our fel- 
low pilgrims, who likewise may be regis- 
tering a few wobbles of their own. 

But H. B. (short for Hardboiled) is 
all wrong. He, and all the rest of us, are 
going to make some New Year’s resolu- 
tions, whether we want to or not; and 
what’s more, we are going to keep ’em— 
or else! H. B. may not register any vows 
to abstain from personal indulgence of 
any sort, or to perform any special acts 
of real or fancied merit, which is about as 
far as most of us think when the subject 
of New Year’s resolutions is mentioned. 
In short, he may consider either that his 
moral character is so nearly perfect that 
any attempt to improve it would be merely 
to paint the lily or gild refined gold; or 
at the other extreme he may feel that the 
cement of his character has become set— 
“the moving finger writes and having 
writ moves on etc.,” as our old friend 
Omar remarked. And if neither “piety 
nor wit can lure it back to cancel half a 
line,” why tinker with the record? Thus 
H. B. argues. 

So, suppose that we drop the idea of 
improving anyone’s character or morals 
at this New Year’s season, and sneak up 
on the subject from another angle, that 


of profits—cash in the box. That’s what 


we had in mind anyway when we started 
this editorial. 

Resolutions, whether of the New Year’s 
or any other variety, are nothing more or 
less than decisions—such as are involved 
in any form of planning, at any time. And 
the business man who at the beginning 
of a new year makes no decisions or plans 
for the ensuing twelve months is indeed 
rare. The important thing is to make the 
right ones. Specifically, the real tests 
are: Will the proposed move increase 
profits, eliminate waste, reduce expenses 
without curtailing efficiency, or otherwise 
contribute to the healthy development of 
my business? These tests may well be 
applied in turn to each branch of one’s 
business—operating, merchandising, ad- 
vertising, personnel and others. Study 
each field, make notes of your conclusions 
—then draw up a set of New Year’s reso- 
lutions that will really mean something. 
Just as a starter, one might do worse than 
to scan a check-list of such resolutions 
printed elsewhere in this issue. Some of 
them are pretty good—others not so hot. 
See if you can separate the wheat from 
the chaff. Then consider your own sitta- 
tion, and frame a set of resolutions—in 
others words, a plan, for making 1936 the 
best year, in a business sense, since the 
stars fell—not alone “on Alabama” but on 
the whole country and the world. 

Granted that there is no special magic 
in resolutions, decisions, or plans made 
at the beginning of a new year—a good 
idea or a good act is good any time—tt 
remains true that the impulse for a new 
start along right lines is stronger then 
than at any other time. Therefore, lets 
not lose the psychological advantage of 
some sound resolutions for making busi- 
ness better in 1936. What are yours? 
We’d like to hear about them. 
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Clarify Features of Trade Agreement 


Treaty Encourages Cypress 
Exports to Canada 


JACKSONVILLE, Fia., Dec, 18.—Members of 
the Southern Cypress Manufacturers’ Associa- 
tion have just been advised by T. M. True, sec- 
retary, relative to effects of the Canadian trade 
agreement on the industry. Data on the agree- 
ment, just received here, indicate that it places 
cypress in a favorable position, according to Mr. 
True. : 

The secretary’s advices to member mills 
quote a letter from P. A, Hayward, chief For 
est Products Division, Bureau of Foreign and 
Domestic Commerce, to B. R. Ellis, consulting 
representative of the Southern Cypress Manu- 
facturers’ Association, in which he says: 

The only possible competition cypress has 
to encounter would be with western red 
cedar from British Columbia. However, since 
your wood is highly specialized and has 
somewhat different uses than western red 
cedar, I do not believe that American manu- 
facturers will feel any effect from this com- 
petition. I do think, however, that cypress 
has been given a very fortunate break in 
the concessions made by Canada. Cypress 
lumber, rough or dressed on one side, is now 
admitted to Canada free, bound under the 
most favored foreign nation clause. Further, 
sawn lumber, plain or dressed, has been re- 
duced from 25 percent to 20 percent based 
on ad valorem duty. This is bound below 
the most favored foreign nation clause. In 
the past, cypress has enjoyed a small, but 
satisfactory, export to Canada, particularly 
for certain specialized products. With this 
reduction in duty, amounting to approxi- 
mately 20 percent, it would appear that it 
should be some encouragement toward an in- 
creased export of cypress to Canada. 


Only. Foreign Woods on Quota 
Are Fir, Hemlock 


New York Crry, Dec. 16.—Members of the 
National-American Wholesale Lumber Associ- 
ation have been informed by Secretary W. W. 
Schupner of two important interpretations of 
parts of the recent Canadian trade agreement, of 
particular interest to the wholesale lumber in- 
dustry. Mr. Schupner reports that he asked 
the Bureau of Customs, Treasury Department, 
Washington, whether the concessions allowed 
by the United States to Canada under the 
treaty also apply to imports from countries 
other than Canada, and whether the proposed 
restriction of 25 percent on red cedar shingles 
was to apply to other than red cedar shingles. 
The second inquiry was made because of infor- 
mation that one of the customs collectors had 
taken the position that the 25 percent applied 
to all shingles, regardless of their color. An- 
swering these questions, H. Hayward, as- 
sistant chief counsel of the Bureau of Customs, 
wrote to Mr. Schupner as follows: 

You are advised that the Trade Agreements 
Act of 1934 (T. D. 47117) provides that tariff 
changes proclaimed by the President under 
the authority of that Act shall apply to the 
Products of all countries, unless the Presi- 
dent suspends their application to products 
of particular countries which discriminate 
against the commerce of the United States 
or whose other acts or policies are believed 
Oy ie to tend to defeat the purposes of the 
Act, 


Instructions of the President published in 
T. D. 48035 direct that the reduced duties 
proclaimed pursuant to the Canadian Trade 
Agreement shall apply to products of all 
countries except Germany. 

There is no restriction upon the quantities 
of lumber, other than Douglas fir and west- 
ern hemlock, which may be imported from 
any foreign country, except Germany, at the 


reduced rates provided for in the trade agree- 
ment. 


Restriction on Shingles Merely Potential 


The trade agreement does not provide for 
& restriction on the importation of shingles 


at the present or any particular time in the 
future, but binds the United States not to 
impose any duty on “shingles of wood” with 
a reservation to the United States of “the 
right to limit ‘the total quantity of red cedar 
shingles which may be entered, or withdrawn 
from warehouse, for consumption, during any 
given half of any calendar year to a quantity 
not exceeding 25 percentum of the combined 
total of the shipments of red cedar shingles 
by producers in the United States, and the 
imports of such shingles during the preced- 
ing half year. 


From this it will be noted that the conces- 
sions apply to products of all countries except 
Germany, and that the 25 percent restriction on 
red cedar shingles does not go into effect unless 
and until the United States exercises its right 
of reservation. 

Mr. Schupner believes that the restriction on 
the quantity of shingle imports, if and when 
made effective, can be applied only on red cedar 
shingles. 


Northwest Hopes for Relief by 
Quota Setting 


Tacoma, WasH., Dec. 14.—The trustees of 
the West Coast Lumbermen’s Association de- 
voted their meeting in Tacoma on Friday, Dec. 
13, largely to a study of the entire situation re- 
sulting from the lumber provisions of the recent 
trade agreement with Canada. This survey 
covered the legal grounds upon which the con- 
stitutionality of the trade agreement or its lum- 
ber provisions might be attacked. The con- 
clusions of the representatives of the lumber 
industry of the Pacific Northwest were stated 
in a three-point resolution : 

First. The trustees regard the lumber pro- 
visions of the Canadian agreement as a very 
serious mistake by the Government, causing 
great injury to the lumber industry of the 
Pacific Northwest and its employees. 


Second, That they look to the Government 
for measures of relief from the onerous effects 
of the agreement, both in the administration 
of the fir and hemlock quota of imports from 
Canada, and also in future reciprocity trade 
agreement negotiations. 


Third. Expressing confidence that, with 
full knowledge of the situation now before 
it, the Administration will do its utmost to 
relieve and improve the conditions of the in- 
dustry, the trustees stated that they have 
no present intention of contesting the legal 
validity of the Canadian agreement. 


Pre-Quota Shingle Imports Are 


Heavy 


Vancouver, B. C., Dec. 14.—Recent heavy 
purchases of British Columbia red cedar 
shingles by American importers, indicate fear 
of a serious shortage of the British Columbia 
product on the part of United States dealers, 
according to Gordon S. Raphel, secretary-man- 
ager of the British Columbia Red Cedar Shingle 
Export Association (Ltd.) 

This situation in turn is caused by improved 
demand, based on increased building prospects 
in the United States for the early part of 1936. 
This situation is temporarily increasing shingle 
shipments from British Columbia to American 
buyers. Mr. Raphel points out that this in- 
crease does not mean that present shipments 
are unsold or are being forwarded on a con- 
signment basis. 

On the other hand, the owner of a large 
Vancouver shingle mill recentlv stated that his 
plant was working three full shifts a day, em- 
ploying nearly 300 men, and producing shingles 
for sale in the United States, but at the end of 
December his plant would go back to one shift 
a day, he stated, as it would be forced to do 
this under the quota system as far as United 
States shipments were concerned. 


Asks Government to Aid 
Industry's Adjustment 


Wasuincton, D. C., Dec. 17.—At a press 
conference yesterday, Secretary of State Hull 
expressed his pleasure at the letter he received 
from Wilson Compton in connection with the 
Canadian trade agreement, regarding the atti- 
tude of the National Lumber Manufacturers’ 
Association. In this letter to Secretary Hull, 
Mr. Compton said: 

On March 18, before the Committee for 
Reciprocity Information, holding hearings 
with respect to the negotiation of a trade 
agreement with Canada, then pending, we 
made this statement: 

“The American: lumber industry ap- 
proves and accepts as desirable, the prin- 
ciple and the practice of mutually advan- 
tageous reciprocal trade and tariff agree- 
ments between the United States and 
other Nations.” 

Accordingly, we subsequently submitted to 
the appropriate agencies of the Government 
a comprehensive statement of facts and sug- 
gestions. We recommended extensive re- 
ductions in tariffs on Canadian lumber of 
species relatively scarce in the United States, 
and the maintenance of tariffs on species 
available here in great present and prospec- 
tive surpluses. We have frankly and pub- 
licly criticized the provision of the recent 
agreement, reducing by one-half the tariffs 
on imported lumber of species already avail- 
able at home in continuous and unwieldy 
surpluses. 

It is important that the opportunity, under 
the initiative of the Government to secure a 
general restoration of international com- 
merce be not needlessly impeded or impaired. 
Opinions may differ as to the wisdom or 
reasonableness of particular conclusions. 
They may not differ as to the soundness of 
the fundamental objective. 

The lumber industry has frankly criticized 
the agreement with Canada. May it, with 
equal frankness, state that it recognizes and 
respects the agreement as constituting the 
deliberate conclusion of the President; that 
it intends to accept the additional difficult 
responsibility thus imposed in the same spirit 
in which it has heretofore sought to co-oper- 
ate with the constructive purposes of Gov- 
ernment. It expresses the hope that the 
Government will, in so far and in such ways 
as it can, aid the industry’s effort to meet 
this further difficulty, now added to its al- 

ready difficult situation. 


Lumber's Stand on Tariff 
Commended 


[Special telegram to AMERICAN LUMBERMAN] 

Wasuincton, D. C., Dec. 19.—The letter 
sent to the State Department last Saturday by 
the National Lumber Manufacturers’ Associa- 
tion evoked much favorable comment from gen- 
era! industry representatives in Washington. 
They believe that the association has chosen a 
wise policy in telling the Administration that it 
is going to make the best it can of the stunning 
blow given it by the Canadian agreement. The 
association is represented as taking the position 
that while the industry has been “sold down the 
river,” it can capitalize on the Government’s 
mistake by asking for justice rather than per- 
sisting in indignant denunciation. It says in 
effect that it believes that the Government real- 
izes it has made a mistake and will therefore 
do all it can to make amends in other direc- 
tions and perhaps in the administration of the 
agreement. The association has enumerated 
these other “directions” as including spreading 
of the import quota on fir and hemlock over 
reasonable monthly periods, requiring cargo 
shipments of Canadian fir and western hemlock 
to the United States to be in Canadian or 
American vessels and not in “tramp” ships, to 
initiate action for the equalization of British 
Empire preferential tariffs which have prac- 
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New York City, Dec. 16.—Every re- 
tail lumber and building material dealer, 
every manufacturer, and every individual 
or concern connected in any way with 
the building industry, will be interested 
in an announcement just made, that the 
largest and most important mass meeting 
ever held by any single industry will take 
place on Jan. 13, 1936, at 11 a. m., east- 
ern standard time, in the form of a na- 
tionwide radio conference of building ma- 
terial dealers, contractors, builders, and 
architects. This conference will be spon- 
sored by Johns-Manville; and 50 stations 
of the National Broadcasting Co. will 
carry the program over the air for one 
hour. 

This radio forum will make it possible 
for the first time for every individual 
who obtains his livelihood from the build- 
ing industry to participate in a frank 
discussion of his daily problems. 

Today as never before, the building in- 
dustry as a whole needs planning, co- 
ordination and clear thinking on the part 
of every man engaged in this industry, 
which is lagging behind in the general 
revival of business. The industry as a 
whole, and individuals connected with it, 
face competition for the home owner’s 
dollar now being secured by more ag- 
gressive and better merchandising and 
selling on the part of other industries. 

This radio broadcast is a new and un- 
precedented movement to arouse an en- 
tire industry to action. It will carry a 
message of vital importance. That mes- 
sage is to tell how, by co-ordinating each 
factor in the industry, there may be stimu- 
lated a greater desire to buy and own 
homes at this time when renewed activity 
on a large scale is beginning to make it- 
self felt. 

This radio conference will bring to the 
microphone George W. LaPointe, presi- 
dent National Retail Lumber Dealers’ As- 
sociation; Stewart McDonald, head of 
the Federal Housing Administration; 
Robert V. Fleming, president American 
Bankers’ Association; Stephen F. Voor- 
hees, president American Institute of 
Architects; and Lewis H. Brown, presi- 
dent Johns-Manville. The addresses of 
Mr. Fleming and Mr. LaPointe will come 
by remote control, the former being heard 
from Washington, D. C.; the latter from 
Minneapolis, Minn. The other speakers 
will be assembled in one of the large 
studios at Radio City in New York, be- 
fore the annual convention of Johns- 
Manville salesmen and_ representative 
groups of the building industry from the 
Atlantic seaboard. 

Edwin C. Hill, radio’s outstanding 
speaker and commentator, will be chair- 
man of the meeting and will deliver the 
keynote address before introducing the 
individual speakers. 

This great radio gathering will also be 
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of real interest to home owners at large, 
and their interest in the proceedings will 
be stimulated by such radio headliners 
as Kate Smith, Tom Howard, and George 
Shelton, Goldman’s Band and others. 

One of the most important factors in 
the entire field is the retail lumber and 
building material dealer. Mr. LaPointe 
will discuss the dealer’s position today 
and will review his opportunities and re- 
sponsibilities toward the other members 
of the industry. 

The Government’s place in stimulating 
building and what the Housing Adminis- 
tration plans to do to make it easier for 
the public to buy and own their homes 
will be discussed by Mr. McDonald. 

Mr. Fleming’s theme will center on 
the harmful effects of poor financing and 
mortgage systems in the past, the new 
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means of financing and what the banks 
will do today for prospective home own- 
ers. 

The architectural fraternity will bé rep. 
resented by Mr. Voorhees. He will dis- 
cuss the architect’s position in the field 
today and will stress the need for qual- 
ity homes. 

Lewis H. Brown, president of Johns- 
Manville, will discuss the new responsi- 
bility of the manufacturer. Mr. Brown 
will bring out the point that the manu- 
facturer realizes that he must supply the 
basic planning and carry a greater burden 
of the load than at any other time in the 
history of the industry. He will also out- 
line what he considers necessary in terms 
of co-operation if the building industry 
is to advance and supply the employment 
and profits that it has done in the past. 


LOANS TO THE FARMERS 
Under National Housing Act 


[By an Official of FHA] 


A recent contributor to the AMERICAN 
LUMBERMAN gave the impression that 
farmers were not taking advantage of the 
modernization credit plan of the Federal 
Housing Administration to improve their 
properties because they had no regular 
income. What he said was as follows: 

“The trade here is almost entirely with 
farmers and as they have no regular in- 
come they do not seem to rate with the 
Federal Housing Administration. There 
may be some arrangement by which a 
farmer may have the benefits of this Act, 
but we have not been advised of any such 
arrangement.” 

The answer is a brief one. The farmer, 
like every other borrower under the mod- 
ernization credit plan, must prove reason- 
able ability to repay the loan under the 
terms agreed upon between him and the 
bank or other private financial institution 
making the loan. The Federal Housing 
Administration, as readers of the AMERI- 
CAN LUMBERMAN no doubt know, lends 
no money itself, but insures moderniza- 
tion credit extended by private financial 
institutions under its regulations. 

Yet the farmer has a definite advantage 
over other borrowers. General regula- 
tions of the Housing Administration re- 
quire equal monthly installments to be 
paid by the borrower throughout the life 
of the loan. However, if the income of 
the borrower is received in the form of 
proceeds from the sale of agricultural 
crops or livestock, a note may be made 
payable in installments corresponding to 
income periods shown on the credit state- 
ment of the borrower. Under some cir- 


cumstances, only one payment a year is 
required. The details of each loan are 
arranged between the borrower and the 
lending agency, subject to the Federal 
Housing Administration regulations. The 
loan can not be for more than five years, 
nor can all the charges exceed the equiva- 
lent of $5 per $100 original face value of 
a one-year monthly installment note. 

Reports to the Federal Housing Ad- 
ministration show that modernization 
loans made by private financial institu- 
tions to farmers reached the record total 
of 2,591 loans for $905,293.26 in Sep- 
tember. The previous record was set in 
July with 1,951 loans totalling $737,835. 

It is believed that loans to farmers con- 
tinued at a high level during October and 
November, although the exact figures are 
not yet available. Part of the money goes 
for central heating plants, electric light 
and power plants, baths and toilets—all 
eligible for purchase and _ installation 
under the modernization credit plan. 

It is an undisputed fact, however, that 
lumber is the most generally used mate- 
rial in repairs, additions, alterations and 
other improvements to farm structures. 
About 90 percent of farm buildings are 
said to be of lumber construction. Natu- 
rally, lumber is used in improving these 
structures which, besides the home itself, 
may include barns, silos, water tanks, 
dairies, storage buildings, fences etc. 

Field representatives of the Federal 
Housing Administration say they have 
observed that farmers in nearly ever sec- 
tion of the country are showing a definite 

(See third column of next page) 
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NRA Conference a “Flop—Characterized 
by Crude Management 


WasHINGTON, D. C., Dec. 16.—Any 
way you look at it, the Berry industrial- 
labor conference, which was held in this 
city on Dec. 9, was a flop. It came about, 
undoubtedly, through the fact that Maj. 
George L. Berry, co-ordinator for indus- 
trial co-operation, tried to force the con- 
ference down the throats of industry when 
industry did not want it. 

W. W. Schupner, secretary National- 
American Wholesale Lumber Association, 
attending on behalf of the wholesalers ; 
Frank Carnahan, secretary National Re- 
tail Lumber Dealers’ Association, repre- 
senting the retailers; R. T. Titus, execu- 
tive secretary Intercoastal Lumber Dis- 
tributors’ Association; H. C. Berckes, 
Southern Pine Association ; G. A. Vangs- 
ness, National Association of Hardwood 
Wholesalers; I. N. Tate, Weyerhaeuser 
Sales Co., and other lumber representa- 
tives all were present only as “observers.” 


Lumbermen Disillusioned About Codes 


The National Lumber Manufacturers’ 
Association was not represented, having 
sponsored on the preceding day a gen- 
eral conference of representatives of 
regional associations, wholesalers and re- 
tailers, at which the following letter to 
Major Berry was drafted: 


The lumber manufacturing industry of the 
United States, as represented by the National 
Lumber Manufacturers’ Association, has not 
regarded the industrial conference as either 
timely, necessary or likely to contribute to 
industrial recovery, stability or progress. 

Lumber manufacturers generally have re- 
corded themselves as frankly opposed to the 
restoration in any form of legislation incorporat- 
ing the basic principles and procedures of the 
National Industrial Recovery Act. They re- 
gard the principles underlying the Code system 
as incompatible with the opportunity for con- 
tinued recovery and the further restoration of 
employment in the lumber and timber products 
industries; and its procedures in practice as 
incapable of prompt, uniform and equitable ad- 
ministration and enforcement. 

No single industry entered upon the Code un- 
dertaking more willingly, with higher hopes, 
or with greater enthusiasm and determination. 
None emerged from it with more complete, 
more convincing or more universal disillusion- 
ment, 

The deliberate view of the National Lumber 
Manufacturers’ Association has been declared 
in the action by resolution of its executive com- 
mittee on Oct. 16, 1935, as follows: 


“The sentiment of the lumber industry is 
overwhelmingly opposed to the restoration 
of the Lumber Code in any form, and to 
the revival of any activity for legislation 
similar to the National Industrial Recovery 

” 


Aside from the merits or demerits of Gov- 
ernmental controls of industry, by Code or 
otherwise, in the judgment of lumber manu- 
facturers generally the Government of the 


United States is not warranted in asking their 
consideration of any proposals involving the 
exercise of enforceable Federal authority, until 
the scope and limitations upon the exercise of 
that authority are more clearly and more con- 


clusively defined. It is their view that protec- 
tion against unfair methods of competition, 
maintenance of opportunity under the law for 
voluntary determination and administration of 
reasonable trade standards, and co-operation 
in the establishment of a fundamentally sound 
structure of forest ownership and forest indus- 
try are the most constructive direct contribu- 
tions which the Governmen may make to forest 
conservation and to the ability of the forest 
products industries to provide more extensive 
and more dependable employment. 

Accordingly, and in co-operation with the 
appropriate agencies of the Government, the 
lumber industry has already under considera- 
tion important measures of both public and in- 
dustry action to strengthen the basic economic 
structure of timber ownership and forest in- 
dustry, and to extend the uses of its products 
and its sources and opportunities of employment. 
It is of opinion that the opportunity, through 
concerted public and industry effort, for prog- 
ress in these directions in which it has much 
confidence, should not be obscured, confused or 
impaired by consideration of further experi- 
ments in Governmental industrial controls, in 
which it has no confidence. 

As the conference finally ended, repre- 
sentatives of some of the smaller indus- 
tries of the country were appointed to re- 
port to the council that Maj. Berry is try- 
ing to form, but outstanding industries 
like the lumber, steel, automobile and cot- 
ton textile manufacturers were not even 
represented at any stage of the confer- 


ence, and it fell of its own weight. 


There's a Nasty Row on the Floor 

At the opening session on Dec. 9, Maj. 
Berry made an impassioned talk, follow- 
ing which he promptly adjourned the 
meeting, refusing to recognize anyone 
from the floor. At that point trouble 
started. 

John W. O'Leary, former president of 
the Chamber of Commerce of the United 
States, tried to get the floor, as did A. P. 
Haake, of Chicago, representing the Na- 
tional Furniture Manufacturers’ Associ- 
ation. The latter was finally boosted on 
a chair and made an effort to nominate 
Mr. O’Leary as temporary chairman of 
the meeting. At that point Mr. Berry 
accused Mr. Haake of having been sent 
to Washington to break up the meeting. 
Mr. Haake called Berry a “liar,” and 
there was some other choice talk back 
and forth with no one getting any place. 


Attempt to Organize Conference Fails 


The conference finally broke up and 
went into group meetings. At the ma- 
jority of these meetings, those present de- 
cided that they did not have authority to 
appoint delegates, so informed Maj. Berry 
by letter, and most of them left Washing- 
ton immediately. 

The American Federation of Labor 
also held a meeting, at which it was an- 
nounced that they would not sit around 
a round or even square table with non- 
union labor. 

A number of delegates were appointed 


to the industrial council, so called, but in 
most instances it will be found that they 
were representatives of small industries, 
and they do not represent in any sense 
the majority of even those industries. 

However, as before, Maj. Berry has 
made up his mind he will go through with 
it, and that is what he is doing. 


Industrialists Fear Steam Roller Program 


Mr. O'Leary in a statement which he 
issued following the opening meeting, 
said: : 

The industrialists who attended today’s meet- 
ing did so believing that the vital point, of 
whether it is desirable at this time to form 
such a council, should be fully discussed before 
its predetermination, and that such discussion 
was possible only at the initial session and could 
not be accomplished after the adjournment to 
numerous small groups. Many others of indus- 
try remained away for fear that their own view- 
point and the viewpoint of those they represent 
would be subjected to a pre-arranged proced- 
ure, steamrollered through, and the impression 
given to the public that those who were pres- 
ent indorsed the procedure. 


Co-ordinator Charges Obstructionism 


Maj. Berry, who has come up from the 
laboring ranks, and who, many of those 
present stated, showed it, was certainly 
put on the spot by the demonstration at 
the opening meeting, and he issued a 
statement in which he said in part: 

The tactics pursued (at the opening meeting) 
were those normally taken by obstructionists to 
progress whom some people commonly charac- 
terize as “Communists.” The difference was 
that Communists usually have a program, These 
interests were without one and their effort was 
pathetic. 

I repeat that their attempt to ape the Com- 
munists was pathetic. To find such peculiar 
bed fellows seems extraordinary, but perhaps 
applies to certain interests who so completely 
forget the sensitiveness of American people as 
to associate themselves with those who would 
destroy our national structure. It presents a 
very sorry spectacle when industry members 
adopt soapbox tactics. 

In fact the whole tenor of the meet- 
ing was such as to overshadow the pur- 
pose for which it was called. Maj. Berry 
tried to adopt tactics which are generally 
used in labor meetings, and he found that 
he was unable to get away with them. 
The conference failed, if for no other 
reason, because of the crude way in which 
it was handled from start to finish. 





(Continued from preceding page) 
concern about making the farm home as 
comfortable, convenient and livable as 
their financial resources permit. The 
Federal Housing Administration is en- 
couraging this movement toward more 
livable farm homes, and has the active 
co-operation of county agents, agricul- 
tural schools and colleges and other local, 
State and Federal agencies interested in 
farm improvement. 
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When the gray skies hang low over this midwestern landscape and the twilight falls early, 
the Realm remembers that Christmas is just over the hill. And when we think of Christmas 
we think also of our old friend, the Elder. So we sent off a letter—in fact two letters—and 
finally got a reply. In the genially quarrelsome manner of a man who puts off writing and 

then pretends it’s your fault, he begins: 
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Well! Infact, acouple of wells! About 
time you remembered you'd forgot some- 
thing. I see you've been out, among the 
village yards, checking up on that im- 
portant part of the well-known industry; 
and I kind of thought you might trundle 
your go-cart up in front of the old em- 
porium any time. The postmaster was here 
when your first letter came, and he re- 
marked with unnecessary and non-political 
candor that it had been quite a spell 
since your homely face had darkened the 
door. Of course I took your part. I 
told him that probably your face hadn't 
been your own idea in the first place. 
Anyway, we agreed we could bear to see 
you soon. 

But then I noticed you'd run off down 
to the South again. For a person born 
among the cornhuskers and the quaint 
Republicans, you seem downright Henry 
Clay about Dixie. Must be your remote 
Virginia ancestors. Not that I blame you 
any; for I'm that way, myself, about the 
magnolias and the cotton fields. Last 
time I was in Atlanta, walking along a 
residence street, I heard one soft-voiced 
youngster call to another, ‘Cousin 
Cah'line, honey sugah.' Well, I'm just 
a romantic old palooka; but the first 
thing I knew I was imagining myself all 
fixed up with a string tie and a mint 
julep, sitting on a porch with thirty- 
foot columns; and doggoned if I ‘most 
couldn't hear old Jeff'son saying, 
‘Mawnin', Colonel Eldah, Suh.' 

But here I am in the frigid North, 
where the ice is thick and the r's are 
hard. Dusk is coming on, and there's a 
pretty fair pre-Christmas snow slapping 
at the windows. The yard men are straight- 
ening some piles of dimension; what time 
they ain't in here, standing on the reg- 
isters and making out that Minnesota 
could lick the pants off of all and sundry 
at the Rose Bowl. Helen's gone down to 
mail the last of the holiday cards to the 
customers, and she aims to do some Christ- 
mas shopping; so I'm poking out my com- 
munication on her typewriter with fingers 
that are a whole lot more at home cover- 
ing up a knothole in a barn board. If the 


epistle looks a little morbid in places, 
as though the keyboard had backfired on 
me, you'll please remember it's one of 
these amateur handcraft performances, 
Anyway you're missing a lot of side com- 
ments, off the record, when a wild swing 
hits the tabular key and I think for a 


scared moment the machine's trying to 
grab me. 


WHY IT'S BEEN A GOOD YEAR 


Well, it's been a right good year, tak- 
ing it as it comes, which I find after 
some forty trials is the best way to take 
a business year. I reckon I sold about as 
much as could have been sold without the 
intervention of a first-class fire or an 
A-grade windstorm. Of course nobody 
wants these disasters to happen; though 
in moments of reverie a person sometimes 
forgets himself and imagines something 
that would combine the best features 
of both. 

It ain't been any fun these last sev- 
eral years, if this is news to you, sit- 
ting around with a yard full of good 
stuff and seeing houses slowly going to 
pieces for lack of it, simply because 
the worried owners couldn't get the nec- 
essary jack together. I ain't exactly 
pansy, and I generally make out to get me 
a profit on what I sell. I don't forget 
you told me once I had a heart as hard as 
a plate of soup; some kind of a doggoned 
insult I haven't quite made out yet. But 
it helps along with my own holiday spirit 
to see how good a lot of these people 
are feeling over getting the old home- 
Stead fixed up. Oh sure, sure, seeing my 
own trade come up ain't filled me with 
gloom. It helped me get a few necessi- 
ties, like a new cob pipe and a couple 
of pounds of the more malignant grade of 
cooking tobacco they sweep up off the 
warehouse floor; and it aided me to a 
couple of luxuries, such as a new furnace 
and a sack of sugar. But I get right 
smart aid in the business of feeling good 
by just looking at the new porches and 
the fresh paint and the tight roofs 
around town. 

These householders, 
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The Elder 
Looks at 
Christmas 


have a new light in the eye. They walk 
on top of the sidewalk instead of ap- 
pearing to be wading in it and about to 
stick at every step. They like the com- 
fort of warm houses and the conveniences 
that save work, but that's not all the 
story. It's kind of a symbol. They're 
pulling ahead once more; maybe not a 
whole lot, but it's a move in the right 
direction. The gray walls of existence 
ain't slowly closing in as they seemed 
to be doing a couple of years ago. Life 
of course is more than meat and the body 
than raiment; and I reckon it's more 
than paint on the house and a new sink in 
the kitchen. But I notice the Wise per- 
son who made that old statement said that 
life was ‘'more' than these things. He 
didn't leave them out. 

As I've looked at this Christmas spirit 
of hope, especially these last five years, 
I've made out that it's a right persis- 
tent kind of motive power. It fires, at 
least in some motors, when the thermometer 
of the spirit registers right down at the 
bulb. Some of the kindliest things I've 
ever known have been done by people who 
didn't know where the next meal, if any, 
was coming from. I guess nobody wants 
the lesson extended; but a piece of hard 
going does remind us that first and last 
we're creatures of hope. 


THE GIFT OF LABOR 


In some ways it's been a great and use- 
ful experience. I've seen some quiet 
heroes in shabby clothes who deserve 
memorials to their depression courage. 
Only they don't want any tablets or cast- 
iron statues. They deserve better than 
that. They deserve to have their hopes 
realized; and that's one reason I get so 
much satisfaction out of seeing the old 
village blossom out with repairs and new 
paint. It means that efforts are beginn- 
ing to count, that fears are getting up 
off a lot of necks and flapping away to 
their own place, and that life is beginn- 
ing to hum a tune again. Maybe I'm just 
a sentimental old chambermaid to a lot 
of boards; but when the truck goes out 
with a bunch of sash for the widow Lind- 
sey's place, it means more than a few 
dollars in the till. It means that Jack 
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He Finds Some Ways 
in Which Business Is 
Mingled With the More 
Abundant Life, Reason 
for Hope and Courage 





Lindsey, over in Chicago, is back on full 
time again and is sending some of his 
first additional money out to keep Ma 
Lindsey comfortable this winter and to 
help fend off those colds they're so much 
worried about. And when Marty Winslow, 
down at the freight house, has a hard- 
wood floor laid in the front room, it 
means that Marty and Jane are seeing their 
way clear to make home more attractive to 
that pretty high school girl of theirs, 
and her friends. It means the more abund- 
ant life is coming back to the village; 
the life that is more than window sash 
and floors, but that can use these things 
in making its abundance felt. 

I've just been reading one of these 
bright authors. And he is bright all 
right and knows his way around. But he 
was poking some good-natured fun at the 
old copybook lines; be good and you'll be 
happy, the early bird and the stitch in 
time and all them things that are pro- 
foundly so but that calls for some imagina- 
tion and know-how to make them work. In 
his list he put the one about labor be- 
ing noble and idleness vile. Well of 
course some people, who couldn't see 
around a tree to the forest on the other 
Side, have worked themselves into weary 
graves without getting noble enough for 
the neighbors to notice it; and some wise 
men are idle now and then in reason and 
from choice. But taking it by and large 
this idea that labor is noble and that 
idleness is vile is just about tops, as I 
see it, in the general run of wisdom. 

I've seen this idleness stuff get in 
its vile work around here. I've seen it 
plenty. Boys just out of high school; 
no money and maybe no capacity to go to 
college; nothing to do but mow an occa- 
sional lawn or deliver an occasional batch 
of hand bills. I've seen them sprout 
that furtive smartness, that shifty look 
out of the corner of the eye that tells 
you, plain as print, they're trifling 
with the idea that the world owes them a 
living and that the way to collect it is 
when the current owner ain't looking. 
Some of them get blank and dull; no more 
bounce than a mouldy potato; the months 
getting by when they ought to be learn- 
ing skills and getting into the swing of 
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the world's work; just cornered in slack 
water and sinking. 


But one of the hardest things to watch 
has been the men who got them a start, 
who had families and responsibilities 
and then got stranded. Magnificent 
fights some of them put up, only to be 
shoved back into idleness. Not all of 
them let go; but I've seen plenty stand- 
ing silent and alone on the streets, 
drawn look about the eyes, knowing that 
with every day they were getting older 
and that young men were coming up to com- 
pete for the few jobs; losing their craft 
knack and their contacts, their confi- 
dence and their courage. If ever I've 
seen silent prayers that fairly shouted 
to the skies, it's been in the faces of 
these men. Lord, Lord, give me honest 
work. Let me stand between my children 
and the bitterness of poverty. Give me 
a chance to be a man and take a man's 
place in the world. Work; any work; 
hard, dirty, dangerous; but have mercy, 
Lord, and give me work. 


Well, thank heaven, these prayers are 
beginning to be answered. Maybe recovery 
ain't quite in the bag yet. Some of these 
men are still standing on the streets. 
But more and more are getting their 
chance; sometimes a pretty small one, but 
a chance. Of course the depression has 
taken its toll in morale; but when I see 
a line of men in the early dawn, standing 
in broken shoes on slushy pavements in 
front of the local shops on just a rumor 
that more men might be taken on, I know 
the urge to earn an honest wage, even a 
small one and at unfamiliar work, is still 
with us. I ain't the one to say whether 
the Government's ideas about work re- 
lief are all sound. Maybe they cost too 
much, and maybe they don't lead to perm- 
anent placement in industry; I wouldn't 
know. But the humanitarian idea that in- 
spired Uncle Sam to create jobs, to make 
them as useful as he could, and to pay 
wages for them, touches a great longing 
and raises a great hope among plenty of 
his less fortunate nephews. 


As I size it up, the biggest asset in 
this country is men and women and child- 
ren. We want to keep them alive. Of 
course. And we want to keep their hopes 
and their courage alive, too. I reckon 
industry itself is working along to the 
point of taking over these workers, or 
at least many of them; and that's the 
best thing that could happen. 


But it's not just the people down on 
the desperate edge who have more to hope 
this Christmas. There are those who have 
managed to make a bare living. They're 
lucky, compared to the idle, and they 
know it. But they've had to leave out 
the things, or a lot of them, that they 
don't want to leave out. Recovery is 


coming to them, too; and it's a lucky 
thing for our industry. I keep hearing 
that pretty soon we're going to have a 
big movement in building; half a million 
or more small houses. Naturally that 
sounds good to me. But before we get it 
a whole lot of these potential small- 
house owners must find their wages a 
little larger and a little more secure. 
I think that's happening, and I'm work- 
ing right hard at my end of the business; 
finding out how to design and build these 
little houses, make them warm and well 
lighted and good to look at and moderate 
in price. The industry has a whale of a 
job on its hands, right at this point. 

But when we do get to going on these 
houses, it's just as well to remember 
that there's a lot more to the story than 
a nice parcel of trade for us lumber 
tenders. It'll mean that hundreds of 
thousands of people have reached the 
earning point where they can realize 
their dreams of home. Many young people 
have gotten married, in spite of economic 
uncertainties and fears. Young folks, 
may the Lord bless ‘em, continue to be 
about as usual; and when they love and 
trust each other they'll take long chances 
on other things. Increased earnings, 
blossoming into homes, are the reward of 
that courage and faith. Whatever else 
it is, that faith has had to be a faith in 
better earnings. It seems to be justify- 
ing itself. 

So in fixing up reasons why this has 
been a good year and why this Christmas 
is an especially gracious holiday, I kind 
of go beyond my own net profits. I'd 
probably do some tall hollering if I 
hadn't made them. But beyond my profits, 
and making them possible, is this ground- 
swell of returning work and wages. 

There are still things to make a man 
sad, at home and abroad. They tell us 
that overseas it's kind of hard to find 
much peace or good-will, and that maybe 
our awkward old civilization is stumb- 
ling into another wartime smash. No man 
who thinks of Bethlehem with reverence 
can be really glad that he's better off 
than his neighbors over there. He wishes 
the angels were singing the world around. 
But without acting up like the Pharisee, 
and without forgetting the fears and 
shocks that are troubling the holiday 
season, he can remember that we are all 
kind of working together; and if another 
man's trouble pulls us down, maybe it's 
true that every recovery and expansion 
some way or other pulls us all up. So I 
reckon it's been a good year and that it's 
going to be a good Christmas. 

Well, doggone you, I've sprained all 
my fingers trying to drive this perfectly 
foul, and all, machine; and I'm coming 
under the wire on my thumbs. Come around 
and let me sass you as man to man. 
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Bringing “Home” to the Lumber Yard 


Dealer’s Complete Suite of Display Rooms Proves Strong Sales Aid 


OLaTHE, Kan., Dec. 16.—“You 
must admit that, whereas in the 
old days the lumber retailer was 
little more than a mere order-taker, 
the day has arrived when the dealer 
in lumber and building materials 
must merchandise his products, just 
the same as retailers in other lines,” 
said George H. Hodges, of Hodges 
Bros. to the retail editor of the 
AMERICAN LUMBERMAN recently. 

The editor certainly was not dis- 
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forty years. “I recall,” said he, 
“that about thirty-five years ago, 
when I was down in Grandin, Mo., 
on a hunting trip which was rather 
successful, you printed a_ story 
about it that resulted in my get- 
ting letters from all over the 
United States, which shows the 
widespread circulation of your 
paper.” 

The display rooms referred to 
(and illustrated herewith), are 








displays and observe just how the 
various items appear in actual 
home environment. 

_ “These rooms may not display 
just what our customers or pros- 
pects have in mind when they come 
shopping at our lumber yard,” said 
Mr. Hodges, “but we feel that 
many good ideas are thus gained, 
resulting in sales which otherwise 
would have gone elsewhere. With 
this display to help us, we find 














Suite of “home” display rooms maintained by Hodges Bros., Olathe, Kan. The display rooms help the man- 
agers of all 14 yards of the Hodges system make non-competitive sales 


posed to argue the proposition, 
especially in view of the fine, mod- 
ern merchandising facilities re- 
cently provided by this enterprising 
concern, as evidenced by the pic- 
tures of its display rooms here 
shown; and the further fact that 
Mr, Hodges’ memory of—and ex- 
perience in—the retail selling of 
lumber extends back over a long 
Period of years. In fact, Mr. 
Hodges recalled that when the 
present yard was built, in 1910, Met 

. Saley—a former editor of the 
Realm of the Retailer department 
of this paper—was present as his 
valued friend and guest for the 
three days that the public opening 
or “house warming” of the new 
yard lasted. 

Incidentally, it is of interest to 
note that Mr. Hodges has been a 
reader of the AMERICAN LUMBER- 
MAN for between thirty-five and 





built on the rear of the offices, in 
what formerly was a part of the 
warehouse. Lack of space forbade 
arranging the rooms as they would 
be in a home; also because win- 
dows could be used on only one 
side of the space available. 

The display is of a permanent 
character, to remain intact as long 
as it seems desirable and profitable 
to thus maintain it, according to 
Mr. Hodges, and also Mr. D. R. 


Hale, general manager of the 
Hodges Bros. system of yards, 
which includes fourteen units. 


Eight of these yards are in this 
(Johnson) county, the other six 
being within an hour’s driving dis- 
tance. Thus the Olathe display is 
strategically situated; inasmuch as 
the managers from all the Hodges 
yards, as well as their prospective 
customers, can easily come here, 
and have the opportunity to see the 


when a sale is made, it is practic- 
ally without competition.” 

The first space in the rear of the 
office is partly “commercialized” by 
reason of having the nail bins and 
glass rack in this room, which 
measures about 12x22 feet. In this 
room are displayed materials used 
on the outside of buildings, such as 
stucco over metal lath, showing in- 
sulation in the walls; drop siding, 
and 4-, 6- and 8-inch lap siding, 
also car siding. Around the upper 
part of this room small extensions 
were built out into the room, and 
on these are displayed wood 
shingles, as well as steel and com- 
position roofings. 

Just back of this room, which 
has been mentioned as “partly com- 
mercialized,” is the opening into 
the display rooms. There are five 
of these, with an entrance or hall- 
way, which necessarily makes some 


of the rooms rather small. They 
were built with the idea of dis- 
playing the materials the yard is 
merchandising, and include a liv- 
ing room, kitchen, breakfast room, 
den, and what might be termed a 
lounging room. The _ lounging 
room, den and living room are all 
accessible from the entrance, while 
the kitchen and breakfast room are 
off the living room. This arrange- 
ment of course is not what would 
be desired in an actual home. 

In the lounging room and living 
room are displayed insulating board 
on the walls and ceiling. The en- 
trances from the hall into these dif- 
ferent rooms are all different, one 
being arched, another Gothic, and 
a third half-hexagon. On these 
openings are displayed differing 
trim and millwork. 

Each room is laid with a differ- 
ent grade of oak flooring, except 
the living room, which has block 
flooring. In the living room is a 
fireplace, with mantel. This room 
also features a Colonial entrance. 
The walls in the breakfast room 
and kitchen are plastered—one with 
smooth finish and the other with 
sand finish. On these walls are 
displayed different finishes and 
tints of the paints handled. 

In the kitchen is a fine display of 
cabinet work. The work table, 
with sink, extends the entire length 
of the room. On the other side of 
the room are cabinets; also gas 
range and electric refrigerator. 
These units are all arranged with 
thought of convenience. Lighting 
is indirect. The kitchen is, in fact, 
the show place of the whole dis- 
play. It features casement sash, 
operated from the inside, with re- 
movable screens inside the win- 
dows. In the breakfast room are 
displayed cabinets, also imitation 
tile wainscoting. A weatherstripned 
window operates without weights 
or pulleys, with narrowline trim. 

In the den, which opens off both 
the entrance and breakfast room 
are demonstrated a very cheap 
grade of oak flooring and knotty 
pine paneling for the walls. Also 
in this room is a narrowline trim 
window with flat weights. In the 
entrance are shown plvwood pan- 
els with different finishes. 

In the finishing of these rooms 
were used enamel and varnishes of 
the different lines handled, thus 
advertising these items. 

The fireplace is equipped with a 
radiant fire heater which keeps the 
rooms comfortable at this season 
of the year. 

At the opening, the local furni- 
ture dealers co-operated, installing 
suitable nieces in the different 
rooms to give them a homelike 


appearance. 
—_—_—_— 


Durine the winter the farmer 
has opportunity to make many sea- 
sonal repairs such as painting, roof- 
ing, installation of heating plants 
etc. Other requirements that will 
occupy his attention are the re- 
modeling and enlarging of his home 
and other farm buildings, installa- 
tion of water etc. 
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Here's a Check-List to Help You 
Make New Year's Resolu- 
tions for Profit 


A man not connected with the AMERICAN 
LUMBERMAN and in fact not even directly iden- 
tified with the lumber business, but who has 
had a lot of merchandising experieuce, sends 
in a hst of suggestions for New Year’s resolu- 
tiuns, which after reading over a couple of 
times we have decided to print; not because 
they are all especially applicable to the average 
reader ot this department, but because they em- 
phasize a number of things that we all know 
but that many of us fail to put into daily use. 

The editor suggests that you read them over 
twice—once to “get the gist” and again to “let 
it soak in”’—then check those that specially fit 
your situation, or that you feel are at least 
worth a try-out. 

Another suggestion, or request: Write us 3 
letter telling what New Year’s resolutions you 
are making—whether selected from this check- 
list or “on your own.” We'd like to print 
about a dozen such letters in our first issue of 
January. If you prefer, we will not print your 
name—although we'd like to do so if you don’t 
mind. 

Here’s what our correspondent suggests : 

“New Year’s resolutions will go a long way 
towards making the next twelve months more 
profitable, if they are carried out faithfully. 
Why not set up a check-chart to guide you 
for 1936—and then hew close to the line for 
the next twelve months?” 

Check 

Here I WILL 

() Adjust my business to conditions as they 
are today, not as I hope they will be to- 
morrow. 


Advertise more and let the public know 
I am here. 


LJ 


Analyze my business to see what improve- 
ments can be made in appearance and in 
service, 

_] Apply more study to the operation of my 

business. 

(1) Attack the problem of expense with care 
and caution, so that every classification 
will share in the necessary reductions. 


7] Eliminate costs due to duplication and in- 
efficiency. 


Build a business which is ever improving 
and advancing to meet changing condi- 
tions. 

Check all so-called “service” features and 
convince myself that they really do serve 
the customer. 

Establish prices which will give me a 
reasonable profit on everything I sell re- 
gardless of who else cuts prices. 


Have faith in myself, in my business, and 
in the community. 
Keep an open mind for new things, new 
equipment, new ideas. 

] Make every effort to make my service to 
the public as complete as possible. 


] Make every effort to keep my place of 

business inviting to the public—outside as 

well as inside. 

Plan every move in the sales game care- 

fully and well in advance, so that the 

plans may be carried out faithfully. 

Put all thought of lower standards to 

meet lower prices out of my mind. Good- 

will and prestige are attained at too great 

a price to be discarded lightly. 

C) Respect my business, so that others will 
respect it. 

[) Sell only quality materials, because the 





future of my business depends on satis- 
faction of customers. 

1) Strive to buy more carefully and to dis- 
tinguish between real demand and passing 
fads and fashions. 

() Train my employees to cultivate a tele- 
phone voice which is pleasing to the ear. 

[} Bury impatience in a mask of courtesy; 
talk and explain things more to customers, 

[}) Watch my costs closely, effect economies, 
avoid undue extravagance, and still give 
good service. 

(] Watch my credit with those I buy from 
and with those who buy from me. 


Occupies Fine New Office 


HiccInsviL_e, Mo., Dec. 16.—Improvement— 
especially in the direction of better service to 
its customers—is the watchward of the Leidigh 
Lumber Co., as evidenced by its fine new of- 
fice building and warehouse recently completed 
here. The new plant was opened for public 
inspection on a recent Saturday when, despite 
inclement weather, nearly 1,500 persons passed 
through. Hot coffee and doughnuts were served 
to all comers. 

The new office is 24x32 feet and the ware- 
house is 24x75 feet. The office building is of 
the half-timbered English style. The interior 
is beautifully finished with various kinds of 
choice lumber and wood products. Especially 
notable is the knotty pine finish of the office. 

The local Leidigh company yard is a unit of 
the lineyard system operating under that name, 
with headquarters in Kansas City. Lester 
Rhoades is the competent and popular resident 
manager. He is proud of the new quarters. 








——__ 


Dealer "Tells the World" That 


Business Is Good 


Roy Harberg, who runs the Harberg Lumber 
Co. at Springfield, Neb., has added the job of 
editor to his other activities, having recently 
sent out the initial issue of the Harberg Re- 
view. This is a snappy little four-page house 
organ, filled with newsy items concerning jobs 
recently supplied by the Harberg yard, inter- 
spersed with well selected jokes etc., all sea- 
soned with Roy’s own optimistic philosophy. 

The opening announcement, which is headed 
“Business Is Fine,” outlines the purpose of 
the new publication as follows: 


Because business has picked up for the past 
six to eight weeks, we feel so good about it 
we want the world to know. So we are put- 
ting out this Jittle nosey news sheet to tell 
you. The people we mention are, of course, 
all our customers. Maybe you'll read what 
we have to publish, and maybe you won't, 
but you’re going to get this issue anyway. 
Throw it in the waste basket right now, or 
read it. It won’t hurt us if you throw it 
away and it won’t hurt you if you read it. 


Another typical “editorial” extract runs thus: 


Why take life so seriously? You'll never 
get out of it alive. That’s the way we feel 
about business. Do the best you can always, 
all ways. But get a kick out of what you 
do. We do. In the lumber business it’s fun 
to get new business. It’s more fun to hold 
your old customers. And the most fun is to 
have friends. We like to think of all the peo- 
ple we know as friends, whether customers or 
not. If you need anything in our line and 
we can do business with you, that’s fine. But 














The fence sign of the J. M. Buhler Lumber Co., Los Angeles, Calif., is 
an effective two-in-one ad, constructed at only a little more cost than an 
ordinary fence. It gains added attention because the set-back construction, 
vivified by bright colors, tends to attract the eye. Effectiveness is added 


by the streetward sloping roof, which shows twelve kinds of roofing. The 
pitch being low, it attracts attention of all passing motorists and pedes- 
trians. The space beneath this set-back is utilized for a message to the 
passing public. “Housing Act Loans” are featured just now. At right, an 
outlined hand, with index finger pointing to the office, directs persons 
seeking information to inquire there. 








Several have heeded the advice. 


. 
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we want to do everything on a friendly basis. 
That’s where the kick comes in. : 

About 800 copies of the first issue were 
mailed, and they brought forth numerous fa- 
yorable comments, indicating that the dealer’s 
message had been effectively put across. Roy 
says that he does not plan to issue the Review 
at fixed intervals but will get out an issue when- 
ever he thinks it will do most good. He admits 
that he found getting the copy together for 





even this small sheet quite a job; but, said he: 

“We wanted the people in our territory to 
know that we have complete stocks of all 
kinds, and that our prices and service are such 
as to entitle us to their business; further that 
we enjoy the business we are in, and the friends 
we make through our business relations with 
the people in our trade territory.” 





Rain and Taxes Give This Yard 
Manager the Blues 


The following letter sent to the home office 
of a big southwestern line-yard company by 
one of its local yard managers was forwarded 
to the AMERICAN LUMBERMAN by the president 
of the concern, with the comment: 

“T think it might do some of the other gen- 
eral managers good to know that they are not 
the only ones who are having trouble.” 


Dear Sir: 

I have your letter here with instructions 
to mail vou a check and as I am out of 
money will just write you a letter with hard 
luck stories like the people that owe us write 
me, 

I am sorry but I don’t have any cash 
money on hand just now, although you did 
get a check from me this week; that will 
help a little, and maybe we can rake up 
some more next week—that is if this rain 
will let up and let us get in a little. But 
the kind of weather we have been having 
makes it pretty hard on me for any collec- 
tions as about the time we have three days 
of pretty weather and I get a few promises 
of some money why here it will start in to 
raining for another three days and when I 
get to see them why they have spent what 
they did have, and so that is the way the 
story has been all fall, and now the cotton 
is about out and I am still broke and it looks 
like I might stay that way until the “holi- 
days” are over. 

This weather is mighty hard on our lum- 
ber as you know our shed leaks like a sieve 
and our lumber is wet from top to bottom 
in places. 

Do you know anything about this extra 
tax in our State that we have to pay as tax 
on gross sales for the old age pension? What 
little I can find out about it I think it will 
break us up to pay it and still I may be 
wrong; but I think it is from % of 1 percent 
to 2 percent on gross sales, and I think we 
have to start paying this some time this 
month. 

Well, this is enough hard luck stories, so 
will close. 

Yours very truly, 





Fatiinc plaster and rotting framework are 
among the usual consequences of roof leaks. It 
is the poorest sort of economy to delay repair 
work when it has become necessary. 
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How Retailer Plans Annual 
Bird-House Contest 


Though its name emphasizes other commodi- 
ties, the fact is that Kalamazoo Ice & Fuel Co., 
Kalamazoo, Mich., has an extensive lumber de- 
partment—so large, in fact, that the tail may 
be said almost to wag the dog. Lumber and 
building supplies are advertised separately, so 
that the entire commu- 
nity is well acquainted 
with the firm’s facilities 
in these lines. One of 





Some of the bird-houses 
submitted in annual con- 
test conducted by Kala- 
mazoo (Mich.) Ice & Fuel 
Co. (lumber department). 
The houses are exhibited 
in lobby of a local theatre 





its most effective ad- 
vertising campaigns cen- 
ters around its annual 
spring contest of build- 
ing of bird houses. 


To get the bird house contest before the pub- 
lic the firm takes a half page in the local news- 
paper to tell the dates, rules, and give other in- 
formation interesting to the young architects and 
carpenters. 

“Sometimes we allow full scope for the in- 
genuity of the builders, at others we hold them 
to a certain type,” said the manager. “Last 
spring, for instance, we decided to limit the 
competition to wren houses. 

“There is always a lot of waste lumber about 
a yard—shorts, faulty pieces, and other odds 
and ends. We save all of these for our annual 
spring contest. Then, in our ad, we advise that 
materials for building a house will be given 
away between certain hours on a certain day. 
At these periods our yard is full of boys choos- 
ing the material they need. We always have 
representatives on hand to see that some boys 
do not hog two or three times as much as they 
need, and that each youngster receives the ma- 
terial best adapted to his needs. 

“In staging the contest we showed in our ad 
a cut of a wren house, and gave the dimensions 
that must be preserved: Size of hole, 7%-inch; 
size of room, 4x4 inches; depth, 5 to 6 inches; 
hole above floor, 3 inches. The 75 boys enter- 
ing houses in which all the specifications had 
been observed received tickets to a movie show. 
Contests always are open to both boys and girls. 
We frequently have feminine entrants—9 to 14 
years. Regulations further provide that all the 
houses must be brought to our office the day be- 
fore the show. We give each entrant a num- 
ber, which is pasted on his model. The boys’ 
names, with their numbers, are also entered 
in a book, to avoid any chance of confusion in 
the awarding of prizes. There are three groups 
of merchandise prizes, for kids of different ages. 
Prizes are awarded to the best three in each 
group. Each prize is different, and the winner 
of first can take his choice of the items; the 
second having second choice; and the third tak- 
ing the remaining article. 

“The houses are all exhibited in the lobby of 
the theater, where they may be inspected, a 
representative of the firm being on hand to see 
that no damage is done to any of them. After 
the awards are made, each voung builder claims 
his own house. It is desirable, but not obliga- 
tory. that the houses be painted. 

“Many of the contestants—especially those 
who have entered previous contests, desire to 
make more elaborate houses than those called 
for by the specifications; these may purchase 
special materials at the yard and receive sug- 
gestions regarding the making of the somewhat- 
different bird homes. 

“The contest gives us valuable publicity, as 
it is discussed in many homes in Kalamazoo 
and vicinity, and brings hundreds to the theater 
to see the completed homes. Last spring we 
linked up strongly with the FHA, placing cards 
in the lobby suggesting that home builders and 
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remodelers consult us regarding their needs. 
Literature regarding home building and full in- 
formation regarding financing the work were 
available. During the day a number of good 
contacts were made, resulting in sales of ma- 
terial. The interest in these contests increases, 
and our circle of juvenile friends grows with 
each season.” 


Visible Prices an Aid to Sales 


Two years ago Albert W. Matousek, mana- 
ger of the Edward Hines Lumber Co.’s Archer 
Avenue yard in Chicago, saw a clever product 
which he thought would be a great aid to sell- 
ing the paint, hardware and building specialties 
on his shelves, so he bought from the manu- 
facturer enough for his own use. It was price- 
card molding, manufactured by F. M. Zimmer- 
man, of Aurora, IU., and to the lumber dealer 
it looked like a “natural,” for it could be han- 
dled just like any other molding, could be 
nailed onto the front edge of his shelves and 
painted to match the shelves themselves, thus 
attracting none of the customer’s attention to 
the device holding the price cards. All atten- 
tion could be centered on the product itself, 
its price card, and the salesman. 

hat was two years ago when he thought the 
molding looked like a good thing. Now he 
knows it is a good thing, in more ways than 
one. For, just as he expected, it did prove to 
be a powerful aid in selling the ietms on his 
shelves—the price cards are so easy to insert 
and change that every item is plainly marked, 
thus preventing one major sales difficulty, the 
customer’s hesitation to ask the price because 
he is sure it is much higher than the dealer 
actually charges. 

Furthermore, what looked good to Mr. Ma- 
tousek also attracted the admiring attention of 
other merchants in that territory, and they 
began to ask him to buy some for their stores, 








Fred Haas, a salesman, indicates one of the price 

cards at the Archer Avenue yard of the Edward 

Hines Lumber Co. As many price cards as de- 

sired may be placed wherever desired along the 

edge of the shelf, simply by snapping them into 

the special molding. Other merchants buy the 
molding for similar uses 


too. The same price-posting system that is 
handy for selling paint and specialties is unex- 
celled for indicating the prices of cans of beans 
and other groceries, or hardware, or what-have- 
you. It became a steady and staple item with 
the Archer Avenue yard and now all the other 
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Hines yards handle it too, as do many other 
retailers of lumber and building materials. Sizes 
are available to fit any size of shelves, and are 
also adaptable to other uses. One place some 


Survey Reveals 


A “Flash” bulletin recently sent out to its 
jobbing customers by the Chicago office of the 
Wheeler Osgood Sales Corporation, of Tacoma, 
Wash., summarized much valuable information, 
gleaned from various sources, relating to hous- 
ing trends etc. After giving the latest figures 
on both residential and non-residential building, 
as compiled by the F. W. Dodge Corporation 
—which information appears elsewhere in this 
issue of the AMERICAN LUMBERMAN—the bul- 
letin quoted from October issue of Fortune 
magazine as follows: 


Two photographs were shown to the per- 
sons interviewed, one of a modest Colonial 
house, representative of the better type seen 
in the residential district of most American 
cities, the other of a modern house of the 
same size. The question was asked: 


“If you had to choose between these two 
houses for your home and they were the 
same except for style, which would you 
choose?” 

The preferences indicated were Colonial, 
56.3 percent; modern, 41.2; “don’t know,” 2.5 
percent. The relatively large proportion of 
choices for the modern house were not, as 
might be supposed, among the younger peo- 
ple; men over and under forty, and women 
under forty were nearly equally for it 
(around 43 percent), and the women over 
forty only a little less favorable. 


The magazine Time recently conducted a re- 
search among 6,000 subscribers picked at ran- 
dom. It wanted to find out the trend in housing 
specifications. The questionnaire revealed the 
following information: 


Question 1—What style of house or archi- 
tecture do you prefer? 


The answers were: BPnglish, 23 percent; 
Dutch Colonial, 17.7 percent; Georgian, 19.7 
percent; modern, 12.9 percent. 

The balance was divided in small percent- 
ages between American farmhouses, southern 
Colonial, French provincial, Spanish and 
Italian. 


The trend of tastes in housing specifications, 
as revealed by research covering 6,000 sub- 
scribers of Time magazine also was summarized. 
Questions and answers embraced by the ques- 
tionnaire were as follows: 


Question 2—Number of bedrooms desired? 


The answer indicated that the house re- 
quired for the average family would have 
two double bedrooms; two single bedrooms; 
one servant’s room and three bathrooms. 

Question 3—Number of other rooms needed? 

Answers indicated the following: 

81.3 percent would insist on separate din- 
ing rooms. 

16.3 percent would prefer combination liv- 
ing and dining room. 

54.4 percent would insist upon game room 
in the basement. 

81.1 percent would have separate library, 
study or den. 

36.1 percent 
porches. 

50.3 percent would insist on sun porches. 

Synthesis of these figures produced, on the 
average, a 9-room house. 


Question 4—Roofing? 
Replies indicated that 12 percent would 
specify wood shingles. The balance was di- 


vided between slate, composition shingle, 
metal and tile. 


Question 5—Windows? 
Answers indicated the following: 


49 percent would specify casement. 

42 percent would specify double-hung. 

2.3 percent would specify both. 

50.7 percent would stand the slight extra 
cost of specifying health glass. 


Question 6—Garage? 
Answers indicated the following: 


52.7 percent would insist on 
garage. 


would insist on sleeping 


built-in 
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of this molding is due to be used within a few 
days is his display table; molding will be nailed 
around the edges of the table, and each com- 
partment can have its price card. 


Housing Trends 


40.1 percent would insist on detached 
garage. 
40.4 percent would insist on automatic 


garage doors. 

Question 7—Kitchen Equipment? 

Answers indicated that 94 percent would 
insist on built-in cabinets. 

Question 8—Cabinet Work? 

Answers indicated the following: 

80.5 percent would insist on built-in book- 
cases. 

71.1 percent would specify built-in china 
and glass cabinets. 

Question 9—Own or Rent? 

78.9 percent said they would prefer to own. 

14.7 percent said they would prefer to rent. 

Question 10—Designing? 

70.6 percent said they would insist on hav- 


ing their new homes individually designed by 
an architect. 


10.9 percent said they had already chosen 
their architect. 


Why Many Dealers’ Ads Fail to 
Hit the Mark 


A common fault of much of the advertising 
put forth by retail lumber dealers, especially 
in their newspaper “copy” is that it is clothed 
in too technical language. The dealer is too 
prone to forget that the trade descriptions and 
designations which mean everything to him in 
selecting and ordering his stocks may mean lit- 
tle or nothing to the householder or other ulti- 
mate consumer of those same items—whose in- 
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terest he is endeavoring to enlist. A recent 
commentator on retail lumber advertising gives 
this advice: 


By no means should you write as a lum. 
berman, using lumber terms and writing 
from the seller’s viewpoint. You should think 
of the things your neighbor and his wife 
need—that you can supply—and write from 
their viewpoint. 


Along the same line W. A. Fults, manager 
of the New Mexico Lumber Institute, says: 


Most of us will rise right up on our hina- 
legs if you try to tell us our advertising is 
no good and not interesting to the people 
we are trying to reach. Nevertheless it is q 
fact that 90 percent of our advertising 
merely tells the ‘public that we are in busi- 
ness and that we have 2x4s, flooring, Paint, 
etc., which they already know. 

We don’t seem to be able to tell them the 
specific amounts of money that the things 
they want will cost them. The average home 
owner doesn’t have the slightest conception 
of what a finished oak floor for a 14x16 room 
will cost. Many of our ads carry no prices; 
yet I wonder what we would think if a gro- 
ceryman should come out with a full-page 
spread listing the items which he has in 
stock, but stating no prices; or what we 
would think of a dry goods or department 
store that would run a similar ad on dresses, 
and merely say that the goods were worth 
so much a yard, thread so much a spool, and 
buttons so much a dozen? 

We seem to have a unit-price complex that 
is hard to get away from, and some insist on 
talking about paint at so much a gallon and 
lumber at so much a thousand. 





A DARK kitchen gives the housewife a gloomy 
outlook on life. There is no need to put up 
with such an unhappy state of affairs. An 
extra window in the kitchen not only makes 
the home’s workshop a more cheerful place in 
which to cook and wash dishes, but the addi- 
tional ventilation thereby made possible will 
prove a relief in the hot days of summer. 


To Help “Stage” Home Shows 


The AMERICAN LUMBERMAN is informed that 
the Federal Housing Administration, through 
its Exhibition Unit, now has in preparation a 
series of elaborate educational housing exhibit 
equipment which will be made available to ap- 
proved National Home Shows during the com- 
ing year. 

The character of the shows will be controlled 
by regulations of the Display Council in order 
to confine them to manufacturers and dis- 
tributors of building material and equipment 
and home furnishings, excepting only food and 
refreshment stands. Each show must be spon- 
sored by the local FHA better-housing commit- 
tee, the real estate board, or other groups. 
FHA will furnish a publicity man with show 
experience, newspaper mats, movie trailers, and 
radio continuities. 

Government showmen will be Peter Grimm, 
drafted from the presidency of William A. 
White & Sons, New York rental agents, to co- 
ordinate Administration housing plans, and 
Henry A. Guthrie, FHA chief of exhibits and 
a veteran promoter of housing shows. Behind 
them will be the Housing Display Council rep- 
resenting 150 manufacturers of building ma- 
terials and equipment, and the National Asso- 
ciation of Real Estate Boards. 

Furnished with models of show properties 
turned out by FHA’s art department, Mr. Guth- 
rie’s offices in Washington is a housing show in 
miniature. FHA will furnish two carloads of 
such equipment to be routed from city to city 
with a “stage carpenter” to set up the princi- 
pal structural and decorative units for a com- 
plete floor. Unique in design are 12 “talking 
towers,” 17 feet high and 3% feet in diameter. 
which will broadcast a synchronized story of 
FHA’s single-mortgage system and its modern- 
ization credit plan, together with talks on build- 
ing materials and equipment. 


A complete home built and furnished. by lo- 
cal enterprise will be the central feature of most 
of the shows. The rules require that if such a 
house costs, for example, $5,000, its furnishings 
and equipment must be priced within the budget 
of an average family living in a house of that 
class. 

To restrict attendance to people having a 
legitimate interest in the exhibitions, admission 
charges will be fixed at a minimum of 25 cents, 
maximum 50 cents. All shows will be financed 
locally but sponsors are instructed to hold space 
rental rates to a minimum. Advertising and 
other promotion work to build attendance will 
be left to the sponsors, with the request that 
so-called co-operative advertising between man- 
ufacturers and distributors should not be used 
except by maufacturers who now have a na- 
tional plan of this nature in effect. 

Plans for all shows must be approved by 
FHA and the Housing Display Council. Dura- 
tion of individual shows is limited to a mini- 
mum of 8 days, except in cities over 500,000, 
and a maximum of 15 days. 

National Home Shows which to date have 
agreed to the regulations and which have been 
granted the use of the FHA exhibits are as 
follows: 

Baltimore National Home Show, Fifth Reg- 
iment Armory, Baltimore, Md., Jan. 4-11. 

Houston National Home Show, Sam Hous- 
ton Hall, Houston, Tex., Jan. 11-18. 

America’s Exposition, 
Jan. 15. 

Plans are also under way for National Home 
Shows in Philadelphia, Miami, Buffalo, Oak- 
land, Minneapolis and other cities. 

Further information on National Home 
Shows can be obtained by writing Henry A. 
Guthrie, Chief of the Exhibition Unit, Federal 
Housing Administration, Washington, D. C. 


San Diego, Calif., 
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Lumber Dealer and Contractors Co-operate 
to Sell Small Houses Peay — 


Retailer Capitalizes on Recent 
Exodus of Chicagoans to Villages 


Oak Lawn, ILL., Dec. 16.— The I. N. R. 
Beatty Lumber Co. has turned educator, and 
found the action productive of more sales. Lo- 
cated in a district to which Chicagoans are 
turning in large numbers for lots on which to 
build small homes and still be within commut- 
ing distance from their work, the concern has 
joined forces with seven or eight contractors in 
the vicinity for mutual business. The Beatty 
firm has taught the contractors to merchandise 
their knowledge, and leave all the actual work 
of sawing boards and hammering nails to the 
carpenters. In other words, the builder does 
not don his nail apron after getting a contract 
to put up a residence, but places his workmen to 
the task, under a reliable foreman, while he puts 
his nose to the ground to scent out another 
prospect. Tips on contemplated building are 
sometimes secured by the lumber company from 
real estate offices, and may be turned over to the 
contractors to follow up. The contractors have 
appreciated the co-operation, and in most cases 
have developed into good merchandisers. They 
are not out of circulation for new business for 
a couple months anymore because one of their 
jobs is going up, but are constantly on the alert 
for more work. There is no reason why other 
lumber dealers could not do similar promotion 
work for their building materials among con- 
tractors in their respective localities. i 

The local yard with Roland J. Beckley in 
charge is one of seven operated by the I. N. R. 
Beatty Lumber Co. whose headquarters is at 
Morris, Ill. Ross W. Beatty, treasurer of the 
company, maintains his office at Oak Lawn, and 
supervises the firm’s three Cook County yards 
located in Tinley Park, Orland Park and here. 
Oak Lawn is a community of small cottages for 
the main part and lends itself admirably to a 
building campaign at this time. The houses 
for which the Beatty yard is furnishing materials 
sell for between $1,500 and $3,200. Contracts to 
build small houses are sometimes taken by the 
lumber company itself, and the job, then, sub- 
let to a contractor. Dwellings costing under 
$2,000 have been financed under Title I of the 
FHA, while individual money seeking an invest- 
ment has been used on houses over that sum. 
Mr. Beatty believes in giving quality, and not 
merely talking price. Insulation board for in- 
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terior walls is one of the 
features incorporated in 
the company’s low-price 
structures. About ten 
new cottages, such as 
those shown in the ac- 
companying pictures, 
have been built for 
owners during the past 
few months, and many 
other homes improved. 


_ The promotion of small houses has been done 
in various ways. One of the most effective 


was printing on one side of an 8% by 11 inch 
sheet of paper the architect’s drawing of a 
home, and beneath it the floor plan, price, and 
On the reverse side of the 


general description. 








Another pleasant specimen of the type of cottage 
being promoted by the |. N. R. Beatty Lumber Co. 


sheet are the complete specifications for build- 
ing the residence, and three paragraphs of copy 
by the Beatty company to insure one of the 
high quality of materials used in the building, 
and the workmanlike method in which it will 
be constructed. These sheets of different plans 
are mailed to prospec- 
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“1 tive builders whose 
} names are acquired 
from real estate offices. 
Classified advertisements 
have also been inserted 
in metropolitan Chicago 
newspapers with good 
results. 


A peek inside the four- 
room home of Mr. and 
Mrs. Robert Millard in 
Evergreen Park was 
most enlightening. Not 
a drab and cheerless 
little place at all. On 
the contrary, it was one 
of the pleasantest houses 
the AMERICAN LUMBER- 
MAN representative had 
seen in a long time. Its 
exterior appearance with 
a flagstone walk zig- 
zagging across the front 
lawn up to the entrance 
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Here is a different kind of architecture available for consideration by is shown in a picture. 


prospective builders 





Stepping through the 
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Wide windows in this cottage make the interior light, cheerful and well 
ventilated 


door, one enters the living room which is 
a model of comfort. Although small, it is 
tastefully furnished with maple furniture of 
Early American design. The floor is of clear 
fir lumber, and falls into the general scheme 
satisfactorily. The walls of the room are rough 
cypress, and most striking. A large stone fire- 
place adds to the charm of the room and its 
comfortable contents. Mr. Millard drew the 
plans for the house which was completed five 
months ago. The ceilings and walls of the re- 
maining three rooms and bath are of Nu-Wood 
paneling. In this instance, Mr. Beckley heard 
of Mr. Millard’s plans to build and passed the 
information on to a contractor. The lumber 
dealer financed the material for the cottage, 
and the owner took care of the labor cost. A 
garage was being built at the rear of the lot 
at the time of the call. 

Two other types of small homes which orig- 
inated with the Beatty company can be seen 
in other photographs. The one among the trees 
was having its sixth and last room finished up- 
stairs when the picture was taken. Dormer 
windows in each end of the roof insured a 
pleasant bedroom. This residence cost about 
$3,500, it was said. 


Glad of Tax Penalty Refund 


Tacoma, WasH., Dec. 14.—It will be a cheer- 
ful Christmas, after all, for the Pankratz Lum- 
ber Co., of Seattle, for it has been granted 
recovery of tax penalties of $4,190.72 imposed 
by Burns Poe, former United States internal 
revenue collector for Washington and Alaska. 
The award was made in United States district 
court here by Judge Edward E. Cushman. The 
tax penalties of $1,717 for 1927, and $2,473.72 
for 1928, were attached for alleged frauds in 
the company’s returns for those years. The 
concern paid the penalty attachments and car- 
ried an appeal to the Government tax appeal 
board, which found no showing of fraud and 
authorized a suit for recovery. 








Tacoma to Have Drydock 


Tacoma, WasH., Dec. 14.—Plans are under 
consideration for construction of a drydock 
here that would cost approximately $750,000, 
exclusive of equipment, it was revealed at a 
recent luncheon of the Tacoma Chamber of 
Commerce. Plans for the structure, which 
would be built largely of fir, have been drawn 
by W. C. Nickum, naval architect formerly 
connected with the Todd Shipbuilding Co. They 
call for a dock with a length of 527 feet over 
all; width of 130 feet, depth of center 18 feet 
and at towers 53 feet. This would be capable 
of accommodating ships of maximum draft of 
26 feet. Equipment would increase the total 
cost of the structure to approximately $2,000,- 
000, it is estimated. 








This beautiful home in South Bend, Ind., put on ex- 

hibition eleven days, drew large crowds despite 

unfavorable weather, and did a good selling job. 

A local lumber dealer supplied most of the ma- 
terials of construction 





New conveniences, new “gadgets,” new and 
better products and methods of construction, 
new ways to achieve greater comfort in every- 
day living—new improvements that set the truly 
modern house apart from older residences— 
those are the things which people come to a 
model home to see, judging by the popularity 
of a “New American Home” demonstration 
recently completed at South Bend, Ind. No 
other explanation for the 5,407 adults who in- 
spected the house during the eleven days seems 
logical, for in a city like South Bend the mar- 
ket for homes costing more than $20,000 is 
strictly limited, and idle curiosity certainly 
would not cause that many people to brave so 
much dismal weather to see Glenn O. Keasey’s 
new home. 

It was the new idea in housing that they 
came to see, and things that were new were 
the chief topics of conversation and exclamation 
as people of all ages passed through the rooms. 
There were club women and whole delegations 
from service clubs such as the Lions; there 
were college and high school classes in the 
home-making arts; there were whole families. 
One thing particularly impressed W. M. Hass, 
president of the Belleville Lumber & Supply 
Co. and the Builders’ Store (Inc.), which 
firms supplied most of the materials of con- 
struction. 

“I have been surprised, and gratified,” Mr. 
Hass told an AMERICAN LUMBERMAN staff rep- 
resentative between greetings to visitors, “at 
the large number of young people who have 
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visited this home. I think they have greatly 
outnumbered the older folks, and it shows what 
they’re thinking about. Young couples with 
babies in their arms come through here and 
look at every room and make plans; they 
come in the evening, after the husband gets 
home from work. They ask about things that 
especially interest them, and make note of 
prices. And these school classes, too, are most 
encouraging. They can come here and see for 





RIGHT—In the downtown 
display window of the 
Builders’ Store (Inc.), an 
associate of the Belleville 
company, samples of the 
material and workmanship 
of the model home were 
shown. Included are rock 
wool; tile board; plaster; 
hardware; various sizes, 
species and grades of 
lumber; and other items 





themselves the materials now available for 
homes. I don’t think the school classes ever 
came to a model home in South Bend before.” 
“Why did the classes come here, Mr. Hass? 
Did they think of it themselves?” 
“They might have, but I didn’t rely on that. 
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“Model Home 


Our Best 


Advertisement” 


I went myself and invited all the schools in 
this territory to send these classes. Many of 
them come in ‘off hours,’ when the house js 
not open to the general public, so they can stay 
together as a class and listen to the special de- 
scription of each part of the house. But it’s 
best not to expect the principals and teachers 
to think of such a thing as this, for they might 
not do it. They thought kindly of the idea 
when it was suggested to them, though, not only 
the high schools but also out at St. Mary’s 
Academy.” 

That was not the only method employed by 





the Belleville company and its associate firm to 
publicize the event, however, for in addition to 
this, and a full-page advertisement in both 
South Bend newspapers, Belleville and Builders’ 
Store employees visited every business place in 
the city (and Mishawaka) and left invitations 
enough for each employee and his entire family 
to visit the model home. “We put every man 
we could possibly spare onto the job of promot- 
ing this model home,” Mr. Hass said. “We 
even stopped work on our collections, for we 
can do that any time, while this house is open 
only eleven days.” Also his son and daughter 
returned home Nov. 27 for the Thanksgiving 
holidays, and they could help out in demonstra- 
tion of the Belleville products in the model 
home, as both the young people are especially 
trained for such work. Their aid was greatly 
needed, for just at the time the house was 
open (Nov. 21 to Dec. 1) the Belleville sales 
manager and millwork expert, A. E. Hodson, 
was “buried in work” on ten schoolhouse jobs. 
This was unfortunate, so far as the model home 
program was concerned, for the alert and lik- 
able Mr. Hodson was particularly well in- 
formed on the design and construction of the 
house, having co-operated with the architect, 
C. Roy Shambleau (of Austin & Shambleau), 
in supplying the materials required, including 
the specially designed doors which the dealer 
had made to order by an Iowa millwork manu- 
facturer. 

The idea of building and promoting this home 





The Belleville Lumber & Supply Co. was proud of 

the woodwork, including this living-room mantel 

and the narrow-band frames; there are three fire 
places, all made of Belleville products 
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Ideal System for Effective Dis- 

play of That Which Is Modern, 

Indiana Dealer Learns From 
Co-operative Enterprise 


originated with the General Electric Co., at 
whose behest the local distributor, George 
Wyman & Co., department store, called in Mr. 
Shambleau and he Mr. Hass, to locate a buyer 
and go ahead with the construction. A part 
of the agreement was that in consideration of 
a substantial discount the home was to be com- 
pletely equipped with all General Electric ap- 
pliances needed for a modern home, and was to 
be open to the public; particularly strong em- 
phasis was placed on the air-conditioning plant 














and the electrically equipped kitchen and laun- 
dry. Except for this equipment and the furni- 
ture, and certain other types of products selected 
because they are manufactured in or near South 
3end, the rest of the materials were supplied 
by Mr. Hass’ organizations. 

As shown in one accompanying illustration, 
all these materials which the lumberman fur- 
nished were given brilliant display in the down- 
town window of Builders’ Store (Inc.), and 
were mentioned in detail in the Belleville page 
advertisement. Among these, to which the com- 
pany advertised that “we invite your special 
attention,” the following were included: 

The entrance. This pretentious entrance 
door gives you a hint of the beauty of de- 
sign, the elegancy and exclusiveness of the 
doors. The doors were specially created for 
this home and are not to be found elsewhere. 

The living room mantel. This mantel is a 
creation of beauty. It portrays the archi- 
tectural design of the period. Unobtrusive 
but exquisite in detail completing the homey, 
restful atmosphere of the luxurious living 
room. 

The kitchen. The ultra-modern, custom- 
made kitchen cabinets, produced by master 
craftsmen in our modern mill. The flush 


RIGHT — The lumberman 
took particular pride in 
these doors, each made 
specially to order, and in 
the fine cabinet work. In 
the immediate foreground 
is the breakfast room, be- 
yond that the dining 
room, and in the back- 
ground the living room 





LEFT — Upstairs in the 
"den" was this set of 
bookshelves, a Belleville 
product. The unusual wall- 
paper pattern, it was ex- 
plained, is a photographic 
reproduction of shark skin, 
done in black and white 


doors, modernistic 
lines, stainless. steel 
counters, adjustable 
shelves, sifting flour 
bin, combining beauty, 
utility and structural 
quality. 

The charm of the 
winding stairway. 

Built-in breakfast 
room cabinet. 

The disappearing 
stairway. 

Bathroom cabinets 
with venetian mirrors. 

Book cases and 
wardrobes, 


Customers were also 
reminded that “All mill- 


RIGHT —This electrified 
and cabineted kitchen 
never failed to cause de- 
lighted exclamations from 
women and girls. All the 
cabinets were made in 
the Belleville planing mill 
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work and trim was produced by skilled 
mechanics from high quality kiln-dried lumber 
in our modern plant, equipped with new-design 
high-speed machinery.” Then were promi- 
nently listed other Belleville products worth 
especially observing in this house, including steel 
basement sash, cement, insulation, plaster, 
garage doors, wall-tile on kitchen walls, lime, 
metal lath, brick “especially adaptable to this 
type of house,” and all lumber and _ building 
supplies. In this ad, as in the window display, 
particular prominence was given to the rock 
wool insulation and the high-quality hardware. 

All the foregoing, except the cabinet work 
produced in the Belleville mill itself, are na- 
tionally advertised products, and Mr. Hass said 
that it is his policy to take the exclusive rep- 
resentation, for each type of product, of one 
company’s line and sell no competing brands. 
Although he sells all the materials for a com- 
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plete home, he does not take the contract for 
the complete job but prefers to leave that part 
to a contractor. “We help him sell the job, 
and then we sell him the materials,” Mr. Hass 
said. Joseph R. Good was the general con- 
tractor of this demonstration home. 

A number of other local firms participated 
in the building of Mr. and Mrs. Keasey’s new 
home, and one of them was the G. E. Weaver 
Co., flooring specialist, who installed an “an- 
tique” cypress block floor in the entry and main 
hallway, as well as the asphalt floor in the 
recreation room. (Most of the house had pine 
flooring, carpeted throughout, and this was a 
Belleville product.) Another use of local 
manufactures was the paint, which a local dec- 
orator bought from the O’Brien Varnish Co., 
whose headquarters is in South Bend. It is 
interesting to note that this house utilized a 
new O’Brien product, T. T. O. dull white, 
which was applied over the new bricks to pro- 
vide the antique effect necessary to its French 
manor architecture. 

Accompanying illustrations will give a good 
general idea of the appearance of the house and 
much of its equipment, and there remains just 
one more important fact to be mentioned—this 
enterprise got off to a good start as a paying 
proposition. For Mr. Hass reported that early 
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in the exhibition period a man, who with his 
wife had been looking through the model home, 
purchased from the Belleville company the ma- 
terials for his own new home, a $4,000 job the 
construction of which was to start Dec. 2. Of 
course it was far from as big or pretentious as 
Mr. Keasey’s home, but by inspecting the latter 
and talking with Mr. Hass, the new customer 
learned exactly what he wanted and was con- 
vinced that the same company which had done 
a good job on the Keasey home would supply 
him good materials, too. 

“I think Belleville Lumber & Supply Co. re- 
ceived more direct benefit from this house open- 
ing than any other advertising we have done,” 
Mr. Hass wrote, in appraising the event after 
it was all over. “At least we got more direct 
leads. And it was a satisfaction to know that 
there were over 5,000 people still interested in 
building a home. The weather the last few 
days was very bad—it was so icy here you 
could scarcely drive down the street. Never- 
theless, we put 700 through the last day. We 
would have had no trouble putting 10,000 
through if the weather had been fit.” He was 
well pleased with the plan of co-operating with 
the department store—a close co-operation that 
worked both ways, for “their salesmen talked 
materials same as we talked equipment.” 
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New Re-saw and “Merry-Go. 
Round" Increase Output 


Omak, Wasu., Dec. 16.—A new re-saw in- 
creasing production 30,000 board measure feet 
a day and bringing the total daily output to 
170,000 board feet, has recently been installed 
by Biles-Coleman Lumber Co., at its mill here 
The company will cut around 40 million board 
feet during the coming year. 

The new re-saw has been installed in line 
with the present-day move toward more com- 
plete utilization of the product of the log, Dye 
to the diversified nature of the Biles-Coleman 
operations, there is an incentive to make fyll 
use of strips and shorts which might not other- 
wise have value. 

To the Omak plant 150,000 feet of logs is at 
present being brought in daily, and it is ex. 
pected that by spring a surplus of 3 million 
feet of logs will be on hand, an ample supply 
to take care of operations when weather condi- 
tions make regular hauling uncertain. 

Another new development, the “merry-go- 
round” is being installed, and will shortly be 
ready for use. This new equipment will in- 
crease production by 5,000 to 6,000 board 
feet a day. 





“Wreck-Ruin” Becomes “Jewell” 
Home Through Modernization 


FERNDALE, Micu., Dec. 16.—In this commu- 
nity of about 21,000 population (suburb of De- 
troit), building business in the way of modern- 
izing and new construction to the amount of 
about $180,000 has been stimulated through the 





Left: Old "Wreck-and-Ruin" house dismantled for modernizing. 
Furtney, secretary-treasurer C. H. Reynolds Lumber Co., Ferndale, Mich. 


efforts of a group of farsighted business and 
professional men, functioning on behalf of the 
community Better Housing program. ; 

As in other, similar campaigns in various 
cities of the country, the big feature of this 
campaign was the modernization of an old 
home, dramatized under the slogan “Watch 
‘Wreck-and-Ruin’ Become the ‘Jewell Home.’ ” 


The extra “I” in “Jewell” was bestowed be- 


cause of the home being located on Jewell 
Avenue. 
The Better Housing program of southern 


Oakland County, which sponsored and built the 
“Jewell Home” as an FHA project, was headed 
by J. E. Furtney, secretary and treasurer of the 
C. H. Reynolds Lumber Co. Construction was 
aided by contributions of materials and services 
by various dealers, contractors and manufac- 
turers, and by FERA labor allotments. How- 


ever, some materials had to be purchased, also 
the old house and the lot on which it stood. 
This was accomplished through a plan of selling 
pptions at 25 cents each, 


On Christmas Day 


the holder of one of these options will be privi- 
leged to purchase the home for $1. 

The accompanying photographs show the old 
house which was the nucleus of this moderniza- 
tion project, partly dismantled; and as it ap- 





Right: J. E. 
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Old "Wreck-and-Ruin" which was transformed into "Jewell Home" at Ferndale, Mich. 
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MODERNIZE NOW 





BETTER HOUSING PROGR Ay 


Arrow is 'ettered: "Visit the Jewell Home" 


peared in the finished state after all construc- 
tion and landscaping had been completed. 

The “Jewell Home” is of attractive semi- 
Colonial design, with an impressive entrance. 
It has five rooms, beautifully finished and 
equipped with all conveniences. All standing 
and running trim is sap gum; cupboards and 
pantry in clear sugar pine; doors six-panel 
Colonial pattern in white pine. Floors are of 
3ruce oak block and strip flooring. Exterior is 
covered with 34x10-inch red cedar bungalow 
siding. The windows are equipped with solid 
blinds, painted white and green, contrasting with 
the low roof, which is laid with four shades 
of brown “5X” red cedar shingles, with Bostot 
ridges and clear cypress eavetroughs. 

Persons familiar with modernization projects 
say that the “Jewell Home” is about the finest 
sponsored by any local committee since the 
FHA campaign was started something over a 
year ago. 
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One of America’s foremost retail 
merchandisers of lumber and materials 
latt week outlined to an AMERI- 
cAN LUMBERMAN representative this 
dealer’s effective plan for promoting 
winter sales. Readers will observe at 
once that this is a program which will 
be quite as valuable to the dealer in the 
small town as to the larger operator in 
the big city, for to either it means sales 
efforts from which definite results are 
practically assured. 

Each of this metropolitan retailer's 
salesmen is given a list of twenty-five 
customers who have bought from the 
firm during 1935, and on each of these 
customers the salesman will make a 
call during the coming weeks. He will 
thank the customer for the business he 





BUILT-IN 
CONVENIENCES 


Cedar-lined Closets 

Medicine Cabinets 

Corner Cabinets 

Book Cases 

Disappearing Stairways 
Increased Shelving for Pantries 
Milk and Package Receivers 


Closet Equipment (racks, hooks, 
rods) 


Clothes Chutes 
Kitchen Cabinets 
lroning Boards 
Broom Closets 











has given the company during the past 
year, and will follow with “And this 
seems like a good time to tell you about 
what we will have to offer you during 
1936,” or words to that effect. He 
will, as the dealer remarked, “‘tell ’em 
our whole story, and leave any circu- 
lars in which they seem to be inter- 
ested.” If the customer should desire 
other circulars that the salesman does 
not happen to be carrying, he can make 
a notation to send them by mail. 
Also, while the salesman is in’ the 
customer’s home he will make a mental 
note of the condition of the house, with 
particular reference to possibilities for 
improvement with materials the dealer 
sells. When he returns to the office he 
will make a written record of his ob- 
servations, and from this memorandum 
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STRUCTURAL ITEMS THAT 
SELL IN WINTER 


Insulation 

Roofs (Re-roof over old) 

Storm Sash 

Siding and Side-Wall Shingles 
New Garages for New Cars 
Waterproofing 

Damp-proofing 

Weatherstripping 

Cement (basements, garage floors) 


Brick 











SERVICE DIRECT TO 
CUSTOMER’S DOOR 


While the dealer referred to on this 
page had in mind that salesmen 
would carry nothing but circulars, 
sharp eyes and a good memory with 
them in call-backs on customers of 
1935, here is a “carpenter shop on 
wheels” which one Illinois retailer 





devised for service calls at the homes 
of his customers. Besides tools it also 
carries a few boards and other prod- 
ucts often needed by householders, 
and can be manned by either an em- 
ployee of the lumber yard or one of 
the contractors with whom the com- 
pany does business 
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A Practical Plan 
Adaptable to Any 


Size of Community 


the company will be able to “bombard” 
that customer with direct-mail sales 
literature with special reference to the 
possibilities known to exist. Later the 
salesman can make a follow-up call, in 
regard to these items. 


“It will keep our salésmen busy,” 


the merchant said, “and will produce 


business, for experience has shown 
that every ten calls made in this man- 
ner produce an average of three and 
a half requests for information of some 
kind.” 

A well-promoted program of this 
type will result in two kinds of busi- 
ness—that which is immediate (work 
to be done within a few weeks) and 
that which will bear financial fruit 
when the heavy building season starts 





ALTERATION AND 
"DRESSING UP" 
Wall Tile, Wall Board, Linoleum 


or Structural Glass for Improved 
Bathrooms and Kitchens 


Hardwood Floors 


Knotty Pine, Pecky Cypress or 
Plywood Paneling 


Paint, Varnish, Wall Paper 
Recreation Room 
Hardwood Trim 

New Doors and Frames 
New and Better Hardware 
Rearrangement of Rooms 
Fine Millwork 

Overhead Garage Doors 











next spring. The printed matter that 
the salesman carries with him will need 
to be chosen with this in mind. Some 
dealers may prefer to have the sales- 
man carry with him only such circu- 
lars as deal with products with an im- 
mediate market, along with a list of 
other circulars that may interest vari- 
ous customers. 

Selection of a list of products to push 
for immediate business will depend on 
the geographical location of the com- 
munity, in regard to weather condi- 
tions and also on the nature of the 
dealer’s own stocks, but “boxed” on 
this page are lists of products that will 
be particularly worth while for winter 
promotion among a large part of the 
population of the United States. 








Stacked out in the weather, this northern hard maple flooring did not deterio- 
rate, and was later made up into blocks which looked like new 
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This picture shows the thirty-five-year-old flooring being “reincarnated” into 
blocks by machinery which was sent from Memphis to West Coast 


A MIRACLE OF TRANSFORMATION 


35-Year-Old Hard Maple Flooring In 
New Form Begins Life Over Again 


Lone Beacu, Catir., Dec. 14.—That the 
pounding and scuffing of millions of children’s 
footsteps over a period of thirty-five years did 
not phase the northern hard maple flooring in 
the schools of this city is being demonstrated 
through a veritable miracle of transformation 
for which the E. L. Bruce Co., Memphis, Tenn., 
is largely responsible. Quite frequently it hap- 
pens that this wood outwears the buildings 
where it was installed, or proves its quality 
where other materials do not, but the history 
made in sixty local school buildings over- 
shadows previous records of meritorious serv- 
ice. 

About two years ago it was decided in Long 
3each to rebuild all of the city’s school edifices 
to make them earthquake-resistant. The gi- 
gantic project was launched, and the thirty- 
five educational units comprising sixty struc- 
tures were attacked. All of the buildings were 
torn to the ground. It was hoped that there 
might be some building materials salvaged for 
use in the low, modernistic, new schools, but 
the authorities did not conceive that much of 
the old flooring would be usable. An examina- 
tion, however, of the northern hard maple floor- 
ing that had been specified originally for the 
schoolroom floors showed it to still be in ex- 
cellent condition despite the fact that it had 
already served from five to thirty-five years, 
and subjected to grueling wear by two genera- 
tions of pupils. As the old structures were 
razed, the flooring was piled in the open, and 
remained there exposed to the elements for sev- 
eral months before a decision was reached as 
to its future. The maple strips which had been 
nailed down were torn up with crowbars, and 


Here is seen the finished maple blocks being laid in a mastic foundation 
for years more of service in the school rooms of Long Beach, Calif. 


the nails pulled out. An accompanying picture 
shows two men examining a sample of the used 
flooring, which is stacked in a huge pile be- 
hind them. They marveled that the wood, 
which had been laid in some instances at the 
turn of the century, was suitable for further 
use. 

The architects on the job realized that an 
ideal floor for the new schools would be Bruce 
maple block flooring, but it scemed impossible 
to convert the old stripping into sections when 
the nearest machines for manufacturing Unit- 
Wood Blocks were 1,953 miles away. At this 
point the Los Angeles representative for the 
3ruce concern, taking a tip from the moving 
picture industry, suggested that the blocks be 
manufactured “on location” and offered to have 
an entire block manufacturing unit sent to Long 
Seach for the transformation act. The plan 
was accepted, the machines were shipped, set up 
and the transformation begun. 

In the past six months, most of the used maple 
flooring has been re-manufactured into approx- 
imately 400,000 feet of Bruce blocks, and put 
down as floors in the beautiful new schools. 
The “new” old maple squares were installed by 
laying them in mastic, which holds them secure 
and makes no nailing necessary. This method 
of putting down floors is further practical, as 
in this case, when some of the sub-floors are 
concrete. Anyone looking at the warm, invit- 


ing floors in the school rooms can scarcely be 
convinced that they are not made of new lum- 
ber. Looking at a close-up view of one of the 
finished rooms, the reader will be impressed 
with the beauty and pattern achieved by work- 
ing up the old maple. 


The officials of the Long 








Beach city school district and their architects 
are gratified with the results. 

This “miracle” story shows another instance 
where northern hard maple has stood up under 
severe conditions. The cold winters of the 
country where it grows make the wood tough- 
fibred, tight-grained, and climate-hardened and 
it does not sliver, splinter, or develop ridges. 
These qualities are borne out by its selection 
for use in roller skating rinks, gymnasiums, fac- 
tories, bakeries, textile mills and other areas 
which receive severe punishment. 

In addition to its durability, northern hard 
maple flooring is easy to maintain. The close 
grain and smooth surface make such floors easy 
to keep clean and sanitary, for no place is af- 
forded for dirt and germs to lodge. Moisture, 
stains and dirt are slow to penetrate maple, and 
are easily wiped off. Lumber dealers can very 
well stress these points, and illustrate their ar- 
guments to prospective buyers of flooring with 
the accompanying pictures, which were taken 
at the local scene of operations. 


RFC Loans in October 


WasuHinctTon, D. C., Dec. 16.—The Recon- 
struction Finance Corp. has announced that 
during October it authorized loans to the fol- 
lowing lumber and allied concerns: Manchester 
Lumber Co., Manchester, Conn., $5,000; 
Mackay Lumber Co., Ocala, Fla., $2,625; 
Mound City Cooperage Co., Mound City, II. 
$10,000; Mound City Box Factory, St. Louis, 
Mo., $18,000; Oregon-American Lumber Corp., 
Vernonia, Ore., $700,000, and Sumter Planing 
Mills & Lumber Co., Sumter, S. C., $20,000. 











Did you ever see a more beautiful floor and one which will be more durable? 
The wood doesn't resemble used material after re-manufacture 
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Control Lyctus Beetle by Simple Methods 


New OrLEANS, Dec. 16.—Difficulties now be- 
ing experienced in United Kingdom markets by 
American hardwood lumber exporters, due to 
damage occasioned by the lyctus powder-post 
beetle, is unnecessary in that methods of con- 
trol are known and need only be applied, stated 
E. L. Demmon, director Southern Forest Ex- 
periment Station. Mr. Demmon’s statement 
was occasioned by a “Letter from the Mail 
of a Wholesaler,” dated at London and pub- 
lished in the AMERICAN LUMBERMAN, issue of 
Dec. 7. 

“I have noted the letter in the AMERICAN 
LUMBERMAN, signed by Steve L. Ford and 
addressed to the High Grade Lumber Co., 
relative to damage to hardwoods by lyctus 
beetles, and the reaction to such damage in 
the United Kingdom markets,” said Mr. 
Demmon. “The U. S. Bureau of Entomology 
has given considerable study to this insect. 
A bulletin on it was prepared by T. E. Snyder, 
senior entomologist attached to this station 
and published by the U. S. Department of 
Agriculture as No. 1477. Methods are already 
known for the control of this pest. Hard- 
wood lumber for export should be inspected 
prior to shipment. Difficulties experienced by 
shippers are due to failure to follow the few, 
simple methods of control.” 


Mr. Demmon added that damage experienced 
is greater where stocks have been carried for 
a period of time, rather than where shipments 
are abreast of production. It may be noted that 
dry hardwood stocks are now substantially 
oversold in some species and grades, and scarc- 
ity may result in lessening of complaints. 

Damage caused by the lyctus beetle was the 


occasion of a recent conference here between 
staff members of the Southern Forest Experi- 
ment Station and a committee of shippers of the 
National Lumber Exporters’ Association. -It 
was revealed in the meeting that trouble over 


lyctus beetle damage is being experienced in 


shipments made to all foreign countries, with 
buyers in United Kingdom creating the greatest 
disturbance and showing greater activity in 
penalizing American exporters. The committee 
members felt that the United Kingdom buyers 
are discriminating against American hardwoods 
to a greater extent than the damage justifies. 
Those purchasers have had the active support of 
entomologists of the Princess Risborough Forest 
Experiment Station. 

Specific cases were cited of claims for dam- 
age. Members of the committee felt that such 
instances showed a need for solving the problem 
of insect damage, or else curtailment of the 
market there for American hardwoods would be 
experienced. 


Forest Station Offers Co-operation 


The consensus of the committee was that 
while the control method for lyctus beetle were 
well worked out by the Government entomolo- 
gists, the application of control methods needs 
direction, with mill visits for supervision of such 
work by a staff man, or men, from the South- 
ern Forest Experiment Station. Mr. Demmon 
let it be known that everything will be done to 
co-operate with the hardwood manufacturers 
insofar as activity by the station personnel is 
concerned, yet no funds are available with which 
to defray the expenses of such men in traveling 


from mill to mill to afford the direct supervision 
desired. 


How to Prevent Lyctus Ravages 


Recommendations for prevention and control 
of lyctus powder-post beetles in seasoned hard- 
woods, sent out by T. E. Snyder, senior entom- 
ologist of the station, are as follows: 


Seasoned hardwoods are frequently dam- 
aged by these socalled “powderpost” beetles 
—insects which lay their eggs in the pores 
of the sapwood and reduce the wood fibre to 
a powder-like condition. Such insects are 
able to survive the ordinary dry-kiln proc- 
esses and, in order to kill them when they 
are in the wood, it is necessary to have the 
stock run through the ordinary dry kiln, and 
at the end of this operation have the tem- 
perature raised to 180 degrees or over for 
a short period, say a half hour, or exposed 
for one and one-half hours to live steam at 
a temperature of 130 degrees F, with the 
humidity at the saturation point. We have 
commonly found that these insects will sur- 
vive the ordinary kiln drying processes. 

For details of the manner of kiln drying 
we advise that you write to the Forest Prod- 
ucts Laboratory, Madison, Wis. 

The insects in the wood can also be killed 
by saturating it with or dipping it in ortho- 
dichlorobenzene. 

It is a rather simple matter to prevent this 
type of injury by a system of periodical in- 
spection, classification into heart and sap- 
wood, and rapid utilization of the seasoned 
lumber. Damage can also be prevented by 
dipping the stock in any substance, such as 
linseed oil, which will close the pores of 
the wood. 


FHA Inspection Helps Sell Homes 


Construction of 2,400 new houses during 1935 
in the Flushing and Bayside communities of 
Long Island unquestionably has made that area 
the “bright spot” of America, so far as the home 
building industry is concerned, and what he 
saw there on a recent trip East caused Henry 
P. Goertz, of the Edward Hines Lumber Co., 
Chicago, to remark that “there’s no doubt about 
it, they’re "way ahead of us fellows in the Mid- 
dle West.” 

When questioned by the AmericAN LuM- 
BERMAN he told of the numerous operators that 
are building and selling homes, some only a 
few, others ten, or fifty, and so on up to the 
largest of them all, the Bayside Hills subdivi- 
sion which the Gross-Morton Corporation is 
building and selling on the site of the former 
Belleclaire golf course. 

This project involves the building of 1,000 
homes, offering the purchaser any one of seven- 
teen models at a uniform price of $4,800; the 
buyer pays $500 on signing the contract, $460 
more on delivery of title, and $36.93 a month 
on a 20-year FHA Title II insured mortgage. 

“People from New York and Brooklyn are 
flocking out there,” Mr. Goertz reported. “And 
why wouldn’t they? A man who is paying $75 
a month for his apartment in the city hears 
that he can be buying a comfortable home of 
his own for only $37 a month, and have a bet- 
ter place for his family to live. A man I rode 
out there with was paying $150 a month for 
his apartment, and found that one of these 
homes was just as comfortable. That was his 
opportunity to save about a hundred a month 
and live better, too.” 

Effect of this cost comparison upon the sale 
of Bayside Hills homes was tersely stated by 
Alfred Gross, head of the Gross-Morton Cor- 
poration, in a letter to the AMERICAN LUMBER- 
MAN which reported that in the first two months 
after the first model houses were opened, the 
company sold more than a hundred homes. Mr. 
Gross said: 

We took title on Aug. 20; we broke ground 
on that same day. On Oct. 6 we opened our 


model houses; at that time we had 48 houses 
in various stages of construction. Today 
these 48 houses are sold and about half of 
them occupied. We opened the next street, 
consisting of 56 houses and started construc- 
tion on that group; these have also been sold 
and we are now selling from the map on the 
third group of 56 houses. 

Our policy is to sell a man a completed 
home in a completed community at a stand- 
ard price. We believe the price is consider- 
ably below the usual market value for a home 
of this type. Nevertheless, we have been 
successfully doing this type of work for a 
great many years. 

Since the opening of our model homes on 
Oct. 6 we have had over 50,000 people inspect 
them. These people consist of home seekers, 
people who own homes and are desirous of 
making alterations, landlords, financial men, 
builders, economists, editors and other men 
from varied walks of life to whom the home 
building industry is of importance. 

We are what is known as operative build- 
ers; in other words we do not sell lots to 
either prospective home builders or other 
builders. We build all the houses and sell 
them by showing model houses of various 
types. The houses are of frame construction 
with brick veneer, since this is the best type 
of construction for this section of the 
country. 


Buys from Retailers 


All the material, from the concrete for pour- 
ing the foundations and basements to the gen- 
uine Bangor slate from the quarries at Bangor, 
Pa. (all these houses have slate roofs) was 
purchased from retail distributors, and for this 
there was a good reason, as Mr. Gross ex- 
plained : 

In our many years of experience, we have 
found it always a benefit to take advantage 
of the facilities offered by retail lumber 
yards rather than by purchasing directly 
from wholesalers or jobbers. In this way 
we get practically instantaneous delivery of 
the sizes we want in the quantity we want, 
and avoid rehandling charges. 

In regard to the part played in this by the 
National Housing Act it is interesting to note 


that the Gross-Morton Corporation was quick 
to realize that FHA offers more than the money 
itself, as these two paragraphs in a Bayside 
Hills descriptive folder indicate: 
The United States Government’s 
Bayside Hills. 


part in 
The Federal Housing Admin- 
istration insures the mortgage on these 
homes. Because of this, the Government di- 
rectly controls the planning of the commun- 
ity, and directs and rigidly inspects the en- 
tire construction of each home. It has laid 
down absolute rules and regulations to safe- 
guard the home you purchase against poor 
workmanship, low grade materials and un- 
sound methods of construction. 

Remember, this only applies to a home 
covered by a Federal Housing Administra- 
tion mortgage. Don’t be misled by builders 
who claim to have “government mortgages”; 
inquire at the Federal Housing Administra- 
tion, 11 West 42nd Street, New York, and 
assure yourself of this protection. We com- 
ply fully with the construction rules of the 
Federal Housing Administration and offer 
you these important construction features: 


This is followed, in the booklet, by descrip- 
tions of important factors in planning, building 
and equipping a home for lasting comfort—and 
judging by the sales reported it seems to have 
been effective. So effective is it, in fact, that 
Mr. Gross’s conclusion, in his letter, was: “We 
believe that any estimate made of next year’s 
business in the home building industry, how- 
ever optimistic, will still be an under-statement 
as regards this particular area. We find that 
our market broadens and increases every day.” 

—_—_—_———— 


Heel Stock Plant Busy 


Antico, Wis., Dec. 16.—With resumption of 
work in the local sawmill and in the dimension 
department, the entire plant of the Vulcan Corp. 
is now in operation here. Maple logs are being 
shipped to the plant by the Christiansen Co., 
of Phelps. The Vulcan Corp. will begin ship- 
ping about 3,000,000 feet of heel stock plank 
during the coming spring. 
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Says Mortgage Money Is 
Plentiful and Cheaper 


Those who maintain that scarcity of mortgage 
money is the major deterrent to home building 
at the present time will encounter some diffi- 
culty in sustaining that argument in the face 
of facts and figures presented by the Chicago 
Title & Trust Co. in a large advertisement 
appearing in local newspapers of Dec. 9. 

The advertisement, which is headed “Mort- 


gage Money Plentiful and Cheaper,” states 
that “funds for conservative residential mort- 


gage loans are once more in ample supply, and 
rates have been reduced during the past year. 
Insurance companies and the managers of large 
estates are again turning to real estate mort- 
gages. Various public agencies are supplying 
additional funds. Since money supply and rates 
represent the largest single item in the cost 
of real estate ownership, an abundance of funds 
at low rates is an important factor in real estate 
recovery.” 

The statements made in the advertisement 
are substantiated by a graph showing the 
amount of investments in urban mortgages by 
47 leading life insurance companies (by four- 
week periods) in the years 1933, 1934 and 
1935. These figures, which were compiled from 
the Wall Street Journal (000 being omitted), 
are as follows: 


Cumulative Purchases of Urban Mortgages by 
47 Leading Life Insurance Companies 
Four-week (000 omitted) 


Period 1933 1934 1935 
DE osicckavidedewe $ 4.882 $ 3,128 $ 3,672 
DOME vesaveccenas 7,751 5,473 9,076 
| ee 9,463 7,145 16,243 
DEE . koctccsaeass 11,806 9,164 23,911 
eee 13,752 11,198 40,803 
eee 15,464 13,806 53,609 
DED. ontnsavvasa 16,851 16,866 66,806 
_  OPEECELee 17,965 23,554 99,230 
OS rae: 20,086 27,724 115,563 
NR inca w-esindeeaes 21,537 31,378 131,244 
Eleventh .......... 24,084 38,340 153,326 
CO ee 25,436 43,262 162,471* 
Thirteenth ........ 29,948 49,529 


*Three-week period. 


District FHA Office to Give 
Speedier Mortgage Service 


As part of its program for speeding up, so 
that applicants for insured mortgages may re- 
ceive better and faster service, the northern 
Illinois district office of the Federal Housing 
Administration in Chicago has made arrange- 
ments to consolidate its personnel with that 
of the regional office. Workmen have been 
busy remodeling and redecorating, and it is 
expected that the regional staff, which has 
been occupying quarters on the second floor at 
134 North La Salle Street, will be moved into 
the enlarged district office quarters on the 18th 
floor early next week. There the two staffs 
will occupy the entire floor. 

This step is being taken, according to District 
Director John R. O'Connor, for the double pur- 
pose of economy of operation and of co-ordina- 
tion of effort. “Already,” stated Mr. O’Connor, 
“we have effected arrangement of personnel and 
an alignment of procedure so that a maximum 
time limit of only 12 days is now required for 
a complete appraisal of the property and the 
risk examination on applications for Title II 
loans. And, as we acquire greater smoothness 
of organization, we will undoubtedly be able to 
shorten even this maximum.” 

Mr. O’Connor further reports: 

For the two weeks ending Dec. 10 the total 
volume of business handled under the mutual 
mortgage insurance provisions of the Na- 
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tional Housing Act for the northern Illinois 
district amounted to $588,050. This figure 
includes mortgages accepted for appraisal, 
mortgages accepted for insurance, and pre- 
mium-paying recorded mortgages. Mortgages 
accepted for appraisal from approved mort- 
gagees numbered 45, totaling $213,650, of 
which 37 for $139,150 covered refinancing on 
existing property, and eight for $74,500 were 
for new home construction. One mortgage 
for $7,200 was accepted for insurance, this 
being for refinancing. 

At the same time there were 69 premium- 
paying mortgages recorded, on which actual 
loans have been placed by approved lending 
institutions, for a total of $367,200. Fifty- 
seven of these—for $281,600—covered _ re- 
financing, while new construction accounted 
for the remaining 12, in amount of $85,690. 

The totals to date of actual FHA Title II 
business handled by the northern Illinois dis- 
trict office are as follows: Mortgages ac- 
cepted for insurance, $3,228,310; premium- 
paying recorded mortgages, $3,931,085. 





Here Are Floor Plans of 
"Goodwill Cottage" 


Through failure of the engraver to deliver 
the cuts in time for the Dec. 7 issue of the 
AMERICAN LUMBERMAN we were unable to 
present in that issue the floor plans of “Good- 


will Cottage,” Newark, Ohio, a photograph of 





First floor plan of "Goodwill Cottage” 


exterior of which appeared on front page. To 
“complete the records” the floor plans are 
herewith shown. Interested readers will find 
the complete illustrated story of “How Shabby 
House Became Goodwill Cottage” on pages 1 


fod 


and 25 of the Dec. 7 issue. 








Second floor plan of "Goodwill Cottage" 
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Building News and Views Briefly Told 


Residential Building Shows 
Greatest Gain 


The construction industry continues to record 
greater activity than was shown a year ago, For 
November a contract total for all classes of 
construction in the amount of $188,115,000 jn 
the 37 eastern States was reported by F, W, 
Dodge Corporation. This was an increase of 
about 68 percent over the total of $111,691,509 
reported for the same area in November, 1934. 
Last month’s construction volume, however, 
failed to attain the level of $200,595,700 reported 
by the Dodge organization for October of this 
year. 

November awards for residential building, as 
apart from other classes of construction, totaled 
$39,695,200 in the 37 eastern States. This was 
practically twice the total of $19,909,700 shown 
for Novémber of last year, and compares with 
$55,100,300 for October, 1935. 

Nonresidential building undertaken during 
November amounted to $68,080,300 as against 
$39,439,500 for November, 1934, and $59,180,400 
for October, 1935. 

Heavy engineering types, generally classified 
as public works and utilities, undertaken during 
last. month in the 37 eastern States amounted 
to $80,939,500. This compares with $53,342 
300 for November, 1934, and $86,315,000 for 
October of this year. 

For the eleven elapsed months of 1935 total 
construction of all types undertaken in the 37 
States amounted to $1,580,408,400, as against 
$1,450,423,500 for the corresponding eleven 
months of 1934. This represents a gain over 
last year of 9 percent. 

The most striking improvement in construc- 
tion has occurred in residential building. For 
this class of construction the total for the 
elapsed eleven months of 1935 amounted to $433,- 
703,000 in the 37 eastern States, as against only 
$234,289,600 for the corresponding eleven 
months of 1934. This represents a gain of 85 
percent over last year. 


Association Executive Strongly 
Backs Title One Extension 


Wasuincton, D. C., Dec. 16.—Frank Car- 
nahan, secretary National Retail Lumber Deal- 
ers’ Association, is getting right behind the 
movement for extension of Title I of the Na- 
tional Housing Act (expiring April 1 next). 

Briefly, the original section of the Housing 
Act authorized the Federal Housing Adminis- 
trator to insure approved institutions against 
losses sustained as a result of loans and ad- 
vances of credit for modernization, repair, al- 
terations, and improvements, made subsequent 
to the passage of the Act, and prior to Jan. 1, 
1936. The total liability for such insurance was 
limited to the aggregate of $200,000,000, and 
the individual loan limit was $2,000. At the 
last session of Congress, this section of the 
National Housing Act was amended, and the 
time limit was extended to April 1, 1936. 





Case Reviewed—Loan Granted 

In its issue of Nov. 9, 1935, the AMERICAN 
LUMBERMAN published a letter written by the 
president of the Lyman Felheim Co., Erie, Pa. 
to the administrator in that district of the Fed- 
eral Housing Administration, calling attention 
to the efforts that had been made to secure 
approval of a loan for a Mr. Zwickers, who 
desired to build a home and who had complied 
with all regulations in making out his applica- 
tion. This application was declined, and the 
Lyman Felheim Co. suggested that if a proper 
investigation were made, it would be found 
that the loan was a proper one, but, because 
of the way in which it had been handled, the 
prospective home owner was pretty much dis- 
gusted. 

No doubt many readers of the AMERICAN 
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LUMBERMAN | will be interested to know the 
results of this correspondence. In a letter to 
this publication, on Dec. 7, C. L. Foretich said: 

You will no doubt recall the copy of letter 
1 mailed to you, as written to Mr. Hassel- 
parth of the FHA, Oct. 29. In the Nov. 9 
esue of the AMERICAN LUMBERMAN, you were 
sod enough to publish this letter in the 
same spirit in which it was written. 

“yr. Hasselbarth, upon receipt of the letter, 
vised that the case would be reviewed. 
usually this does not mean a very great 
jeal. In this particular case, however, it 
proved different, for this morning we were 
advised by the FHA that after a review of 
the case, the application was approved and 
the funds were now available here at the 
First National Bank for Mr. Zwickers’ ap- 
plication for a loan to build his home. 

In behalf of all parties concerned, and in 
pehalf of the American home and its vital 
relationship to our lumber industry, I want 
to personally thank you and your fine or- 
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ganization for the continuous effort that you 
are putting forth in our national best inter- 
ests. 

If we, individually, will but put forth our 
best efforts in an endeavor to raise the 
standards of the American home up to the 
highest attainable levels, in convenience, at- 
tractiveness and decency, it will result in a 
nation of happy people. We will then, and 
then only, have little to worry about in our 
commercial or industrial life. 





Here's Latest Figures on Volume 


of FHA Loans Made 


Wasuincton, D. C., Dec. 16.—Volume of 
business done under the National Housing Act 
has passed the half-billion dollar mark. In 
addition, another billion, one hundred and fifty 
million dollars of modernization, repair and re- 
placement work is officially reported to have 
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been stimulated directly by the Housing Admin- 
istration’s operations. 

Stewart McDonald, Federal Housing Admin- 
istrator, announced today that to Dec. 9 there 
had been 646,940 modernization and repair notes 
insured for a total of $234,105,461; that 62,359 
home mortgages selected for appraisal, with 
fees paid, totaled $240,597,352; and that 15 
mortgages on low-cost housing projects ac- 
cepted for insyrance totaled $27,030,234. This 
makes a grand total of $501,733,047. 

All this business was done by private capi- 
tal released through banks, trust companies, 
building and loan associations, finance com- 
panies, mortgage companies and other private 
financial institutions, under the National Hous- 
ing Act. 

Housing officials had not expected to reach 
the half-billion dollar mark until early next 
year, as building construction usually falls off 
sharply in fall and winter months. 


Plan Gigantic Home Building Program 


New York, Dec. 16.—After a study which 
xcupied about one year, the Committee of 
Economic Recovery (Inc.), of which A. S. 
Freed, head of the Paramount Motors Corp., 
is chairman, has submitted to President Roose- 
yelt a nationwide home building program which 
contemplates the construction of approximately 
8,000,000 low and moderate cost homes during 
the next ten years, with private capital financ- 
ing 85 percent of these homes. The basic idea 
f the program, according to the chairman, is 
the creation of a huge home building industry, 
organized to construct 750,000 new homes an- 
nually for the next ten years. The committee 
believes that after such an industry begins to 
function, it may be expected to absorb at least 
4000,000 of the present 10,000,000 of unem- 
ployed and at the same time stimulate other 
industries and boost the retail trade. 

Declaring that such a program will require 
close and harmonious co-operation between 
private and public agencies, the report suggests 
that the Department of Commerce be author- 
ized to do the promotion work connected with 
the program, with governmental agencies such 
as the HOLC, FHA, RFC and the Federal 
Savings & Loan associations co-operating with 
private capital in the financing operations. 


Suggests Easier Financing, Lower Interest 


The program visualizes the building and sale 
of homes priced at from $2,500 to $6,000, with 
the majority selling for about $4,000. To pro- 
vide properly constructed homes at these prices, 
the report declares, there must be a drastic 
revision of present methods of home financing. 
Under the suggested plan, FHA would make 
available Government guaranteed mortgages at 
a cost of % of 1 percent of the depreciated 
balance, and would reduce to 10 percent of the 
price the cash down payments, while interest 
rates covering all charges would be at a mini- 
mum of 4% percent. In emergency cases, a 
down payment of as little as 5 percent would 
be provided. The committee believes that es- 
tablishment of such a financial program by 
Government agencies connected with home 
building would automatically bring about es- 
tablishment of a similar scale by private capital. 

Under the proposed plan, private capital 
would finance all homes for income groups 
over $1,000 a year—covering about 85 percent 
of the program—while public housing, under 
the direction of National and local units, would 
take care of income groups below $1,000. 

The committee’s plan is given as a twelve- 
point program, and in addition to points already 
named stresses the need for co-operation with 
labor and the necessity for educating the pub- 
lic and general business as to the imnortance 
of building new homes on a large scale basis. 
It emphasizes the need for careful distinction 
between the needy and the “drones,” and urges 
careful separation of the program from the 
emergency relief problem. 

Members of the committee estimate that only 


about $250,000,000 will be required to finance 
the entire 10-year program, and this could eas- 
ily be supplied from the billions of capital now 
lying idle for lack of suitable investments. 


Would Vastly Stimulate Home Building 


The committee believes that its plan, if 
adopted, would result in construction of at 
least 250,000 new homes in 1936; 500,000 in 
1937; and 750,000 in 1938, with an amount of 
construction in the subsequent years large 
enough to produce the estimated average of 
750,000 a year over a ten year period. 

Chairman Freed has indicated that action by 
the Administration as soon as Congress con- 





FARM PROSPERITY 


The Bureau of Agricultural Eco- 
nomics, Washington, D. C., has 
this week made public its an- 
nual agricultural outlook report. 
It showed that United States farm- 
ers will receive approximately 
$6,800,000,000 in gross cash in- 
come for the calendar year 1935. 
Due to the continued upturn of 
business and industrial improve- 
ment, farmers are now on the eve 
of increased consumer demand 
for their products. The report, 
dealing with every branch of agri- 
culture, paints an optimistic pic- 
ture for the year 1936, not only in 
farming but in industry generally. 





venes will enable the program to get under way 
in the next 90 days. To launch the plan prop- 
erly, minor changes in existing National, State 
and local laws will be required. Most of the 
impetus, however, the committee believes, is 
expected to result from executive and admin- 
istrative action to revise present practices of 
governmental agencies now attempting to assist 
in financing homes. 

Even if no other institutions would be willing 
to loan at the rates contemplated by the plan, 
Mr. Freed believes that the program could 
function in 1936 and 1937 with the aid of the 
Federal Savings & Loan associations, which 
institutions, with the Government as a heavy 
share-holder, have $600,000,000 of assets besides 
some $200,000,000 of Government reserves, in 
addition to discount facilities with the Home 
Loan Bank system. 

Serving with Mr. Freed as vice chairmen of 
the committee are Charles R. Hook, American 
Rolling Mill Co.; John D. Biggers, Libbey- 


Owens-Ford Glass Co.; Paul J. Torchiana, 
Collins & Aikman Corporation, and Stacey G. 
Carkhuff, Firestone Tire & Rubber Co. 


Might Break All Construction Records 


_Stressing the thought that a building boom 
hinges on private lenders, the Magazine of Wall 
Street in its issue of Dec. 7 carries an inter- 
esting article by Theodore M. Knappen, based 
on an interview with Peter Grimm, real estate 
expert of this city, who is an especially desig- 
nated assistant to the Secretary of the United 
States Treasury and assistant director of the 
National Emergency Council. In the article, 
Mr. Knappen said: 

Whatever Mr. Grimm’s work may ulti- 
mately lead to, he is a firm believer in the 
key position of construction in the structure 
of permanent prosperity. He told me that 
statistics in the building field are so far from 
being general and complete that it is almost 
impossible to make an acceptable estimate 
of the house requirements of the nation. He 
does not think that a prediction that 
6,000,000 new homes will be erected within 
the next ten years is far out of the way. 

This article expresses the belief that such 
a program would mean a period of housing 
activity surpassing anything of the kind in 
America’s history. It would put every building 
trade worker into a good job, and push the 
manufacturers of building materials, builders 
and financing to their limit; and would end 
the epidemic of unemployment. 


Every American Industry Would Benefit 


Based on this interview with Mr. Grimm, 
Mr. Knappen’s article expresses the belief that 
the general outlook for residential building is 
that “1936 will be a year of sharply increased 
building activity; that compensatory residence 
building may proceed at a rate which may 
average 600,000 residence units a year for many 
years; that building credit will be abundant 
and at rates satisfactory to both lender and 
borrower, and that the cost of housing will be 
somewhat less than was formerly the case. 
When residences are building in such volume, 
other private building will respond automatic- 
ally. All the capital or producers’ goods indus- 
tries will expand, build and rebuild. Public 
works will likely continue indefinitely at around 
$500,000,000 a year. The sequences of such a 
construction expansion would be felt in every 
industry and business. Steel, lumber, cement, 
stone, brick, tile, glass, copper, lead, brass, 
nickel, zinc, tin, hardware, furniture, floor cov- 
ering, paint, varnish, electrical and other house- 
hold equipment, and the utilities would respond 
with a spurt. The railroads would be lifted 
out of their rut of insufficient traffic, railway 
equipment would flourish and motor trucks 
would multiply. Buying ability would swell 
everywhere, production leap forward, wages 
climb, dividends mount—and America’s capacity 
to produce and consume would be tested as 
never before.” 
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Forest Problems of the West Debated 


Co-operation Sought Between Federal, State and Private Interests in Management, Protection 
and Taxation — Broader Research, Adequate Credits, Tariff Protection and Freedom From 
Government Competition Urged — Support Recommended for Federal Forestry Program 


PorTLAND, OreE., Dec. 14.—The twenty-sixth 
annual meeting of the Western Forestry & Con- 
servation Association, which came to a close 
here yesterday after a three days’ session, was 
the most largely attended and was conceded to 
be the most important in the history of the 
organization. While many matters of particular 
interest to the western timber owners were dis- 
cussed, there ran through all of the deliberations 
and the formal papers, as expressed by one of 
the officials, “an articulate lumber industry de- 
mand to know what, in addition to all its inher- 
ent trouble, it is confronting in the attitude of 
the present Administration.” This was so ap- 
parent that F. A. Silcox, chief forester, U. S. 
Forest Service, came all the way from Wash- 
ington, D. C.; laid aside his prepared message; 
and took the floor to accept the challenge of 
the industry. The statement of Mr. Silcox is 
believed to more clearly reflect the Administra- 
tion’s attitude than anything that has yet been 
brought forward. 


Challenges Autocratic Centralization 


In his opening address, President G. F. Jewett 
very plainly set forth the implications, in printed 
reports and utterances of representatives of the 
Government, of complete Federal control of the 
forest industry, and invited the chief forester 
to answer some of the questions that are upper- 
most in the minds of members of the association 
and the lumber industry generally. Among 
other things, Mr. Jewett said: 


We are so accustomed to thinking of free- 
dom of speech as an inalienable right, that 
it does not commonly occur to us that such 
a meeting as this one today could not be 
held if the present trends in agricultural 
regimentation and public forest acquisition 
go unchecked. These trends can only be 
justified on the theory that the central 
authority is bound to be intolerant of such 
suggestions as ought to spring from this 
meeting, because its existence is predicated 
upon the theory of infallibility. Those of us 
who might advance ideas at variance with 
the central authority would run great dan- 
ger of losing our places in the hierarchy by 
reason of antagonisms created in high places. 
Today we have the economic independence to 
safeguard our freedom of speech. It is not 
only our privilege but also our duty as citi- 
zens to point out to Governmental authori- 
ties how conditions can be improved. Now 
government is supposed to be the servant of 
the people. Then, government will be the 
all powerful master. Gentlemen, I urge you 
to consider carefully the effects of such a 
situation upon our personal characters. Talk 
of social responsibility. Are not our charac- 
ters more of a social responsibility than our 
standard of living? Even if we give up our 
liberties, are we sure that we shall enjoy 
a higher standard of living than we have 
heretofore? 


Should Make Social Objective Clear 


In the course of his talk, Chief Forester F. A. 
Silcox called attention to the responsibilities 
that rest upon the Forest Service and the great 
waste of national resources, and said he 
thought it time to take stock of these resources 
and to set up measures of conserving what is 
left of them. Other highlights in his address 
were: 

There is no necessity for the Government 
engaging in business whenever private busi- 
ness can do the job and provided private 
industry recognizes public interests and pro- 
tects those interests. This social responsi- 
bility has to be met. It is my conviction 
that we have to face in this country a more 
economic handling of our forests. My hope 
is to work out an integrated program of 





private and public enterprise which will 
make private sustained yield timber opera- 
tion possible and afford security to communi- 
ties and economic structures. 

My ideas on the importance of democratic 
institutions are the same as yours. They 
are the most valuable possession we have, 
more important than trees, but I can’t con- 
ceive of any better way to strengthen these 
institutions than to pursue a forest policy 
that will stabilize forest values and offer per- 
manency to forest dependent communities. 

Mr. Silcox described the effort being made 
by the Forest Service to secure Government 
co-operation to perpetuate the industry and 
make sustained yield timber operation prac- 
ticable. The forest program, he said, would 
carry out the recommendations made two 
years ago by joint conferences of lumbermen 
and foresters. These recommendations in- 
cluded heavier Federal aid in forest fire pro- 
tection, long term Federal credit for timber- 
men who undertake to operate on a sustained 
yield basis, Federal acquisition of forest lands 
to supplement private holdings in establish- 
ing workable sustained yield units, and aid 
in obtaining a better system of timber taxa- 
tion. 

Our present system of timber taxation in 
my opinion is fundamentally unsound. It is 
now a question of county units taking all 
they can while the taking is good, the in- 
dustry and the county thus resolving to com- 
mit suicide together. The Forest Service 
suggestion is the deferred timber tax plan 
which provides for county needs on the pres- 
ent basis through a credit system with the 
actual tax collected when the timber is cut. 
Taxation is of course a local problem and 
may be solved by you if you can persuade 
county officials that you can offer some con- 
tinuous program of timber income, as under 
sustained yield. 

The Forest Service is essentially a demo- 
cratic institution, highly decentralized and 
working out on the ground the problems 
that come up. Forest Service employees are 
local men whose natural viewpoint is a local 
one. With this setup and a co-operative or- 
ganization like the Western Forestry & Con- 
servation Association, it should be possible 
at all times for these men, familiar with the 
problems, to sit around the same table and 
thresh out the difficulties that arise. 


Industrial and State Action Lacking 


In his report, E. T. Allen, forest counsel, 
among other things discussed the Fletcher for- 
est credits bill, which he declared is excellent 
as far as it goes, but needs some changes to 
make it really desirable legislation; he also dis- 
cussed the good and bad features of an omnibus 
forestry bill which is in preparation. In clos- 
ing, he said: 

I do not think our problems will ever be 
solved until the States are prominent in their 
solution. The greatest need is not more 
Federal leadership, of which there is a sur- 
plus, but more industrial and State leader- 
ship of which there is too little: with the 
three in co-operative, not hostile, relation. 
If we can not impose this relation on the rest 
of the country, we can at least continue the 
example of preserving it ourselves. Nothing 
I have said of either trends or measures is 
intended to be accusative or even partisan. 
I urge quite the opposite approach, in a spirit 
willing even to compromise if necessary, but 
courageous to the end of successful co- 
operation. 


Among other outstanding papers that were of 
particular interest were those by George L. 
Drake, on “Public Ownership and Operation 
of Sawmills and Logging Facilities”: David T. 
Mason, on “Public Acquisition of Forest Land” : 
H. C. Shellworth, on “Clarke-McNary Co-op- 
eration”; and S. R. Black, on “Forest Taxation 
Proposals—Good and Bad.” 

Emanuel Fritz, for the California Redwood 


region; Clyde Martin, for the Western Pine 
Association; and Russell Mills, for the Douglas 
fir region, told of forest practice developments 
in each of those regions. 

The reaction from the discussions and papers 
and the crystallized thought of the conference 
were embodied in a strong set of resolutions, as 
follows: 


CLARKE-McNARY ACT 


We urge upon Congress the need for imme- 
diately making available the maximum sum 
now authorized under the Clarke-McNary law 
for co-operation with States in preventing 
losses through forest fires. 


FIRE WEATHER FORECAST 


The forests of our western States, on which 
a large percentage of the population depends 
for a livelihood, are subject to heavy losses 
from forest fires, the spread of which are 
more affected by weather conditions than by 
any other natural factor, making regular 
localized fire weather forecasts and warn- 
ings highly essential to private, State and 
Federal agencies if they are to take neces- 
sary preventive measures against losses 
and effect adequate, safe and economic slash 
disposal measures. 

Therefore we commend the fire weather 
forecasting work now done by the Fire- 
weather Bureau with its limited resources, 
and strongly urge upon Congress the appro- 
priation of funds sufficient to provide the 
forested regions of our western States with 
a more completely localized fire-weather fore- 
casting service by the Weather Bureau. 


SUSTAINED-YIELD FOREST MANAGEMENT 


The Western Forestry & Conservation As- 
sociation recognizes susiained-yield forest 
management as the objective toward which 
both private timberland owners and _ public 
agencies should direct their energies. 

It must be recognized, however, that many 
economic obstacles must still be removed 
before sustained yield can be attained as a 
matter of general and orderly business pro- 
cedure. 

In order to remove such obstacles, and 
assure the fullest use and public benefit from 
all forest resources, not only should publicly 
owned lands be available for inclusion with 
private ownerships in constituting broad 
economic sustained-yield units, but Federal 
and State legislation of a character to pro- 
mote and make possible the practice of sus- 
tained production should be enacted. 


TARIFF 
Recognizing that the United States has 
ample forest lands to produce timber 


products of the kinds and amounts necessary 
to meet all present or predictable future uses; 
that the forests of our western States con- 
tain large stands of mature and overmature 
timber adequate to meet all national soft- 
wood uses for a long period of years, and 
that the forest industries are taking con- 
structive steps to assure the continuous and 
sustained productivity of forest lands; 

It is therefore the expressed opinion of 
this conference that the Federal Government 
should concern itself with the development 
of this resource, and encouragement of this 
industry, by tariff protection adequate to 
meet the unequal competition of forest 
products produced outside the country. 


PUBLIC LOGGING AND MILLING OPERATIONS 


This conference reaffirms its active objec- 
tion to the public operation of mills or log- 
ging, except as such operation may be part 
of experimental projects conducted by regu- 
larly established research staffs, and en- 
dorses the opinion voiced by Chief Forester 
Sileox at this conference, that it was not the 
function of government to provide those 
services which can be adequately supplied 
through private initiative. 
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MULTIPLE USE OF FOREST LANDS 

WuHeEREAS, The dedication by statute of large 
areas of public forest land to a single use, 
and to the exclusion of all commercial uses, 
js unsound practice, in that such dedication 
may affect other lands or established indus- 
tries; be it 

Resolved, That we oppose such statutory 
dedications of public lands, and we endorse 
the multiple-use principle of land manage- 
ment for public lands, to the end that all 
resources be utilized coordinately, and in 
accordance With their importance to ie de- 
pendent communities and industries. ‘ 


RETENTION OF FOREST SERVICE IN DEPART- 
MENT OF AGRICULTURE 

We again recommend that there be re- 
tained in the Department of Agriculture com- 
plete management of the national forests, 
and pledge opposition to any legislation 
gimed at placing these forests in any other 
existing department. 


PUBLIC ACQUISITION OF FOREST LANDS 

The association adopts these principles for 
the guidance of public acquisition of forest 
lands: 

1—Public agencies should acquire suffi- 
cient forest land and timber in each region 
to bring about reasonable stability in forest 
land and timber values, and a reasonable 
degree of economic security for the lands 
and timber remaining in private ownership. 


2—Public ownership of forest land should 
be designed to supplement. and encourage 
well managed private ownership, not to dis- 
place it, and in each region there should 
remain in private ownership the maximum 
forest areas on which it is capable of main- 
taining sustained production. 

3.—The amount, kinds and location of for- 
est land acquired by public agencies in any 
region must be determined from its physical 
and economic conditions—to most effectively 
advance sustained production and industrial 
stability. 

In the Pacific Northwest, special consider- 
ation should be given to undeveloped timber 
lands now seeking liquidation, and to second- 
growth lands now liable to premature cut- 
ting. Acquisitions that will extend co- 
operative sustained-yield units, partly in 
private ownership, are desirable. 


4—Public acquisition of forest lands in 
each State should be developed through cor- 
relation of State and Federal activities un- 
der a common program, with forest industry 
given opportunity for consultation and advice. 


RE-SETTLEMENT ADMINISTRATION 


We emphatically recommend that any Fed- 
eral joint land acquisition projects sponsored 
by the Resettlement Administration and sit- 
uated in the various States affiliated with this 
association, be undertaken only after con- 
sultation with the interested agencies al- 
ready engaged in administration and protec- 
tion of forest lands in the areas involved, 
namely, the Federal Reserve Forest Service, 
the State departments of foresty, and the 
private timber protective associations, and 
that before initial work is commenced on the 
above mentioned projects, full agreement 
with these agencies be obtained on the fol- 
lowing points: 

(1) Desirability of projects from stand- 
point of forest management. 

(2) Scale of prices for land purchase. 


(3) Definite and comprehensive plans for 
administration and management of lands that 
may be acquired by Resettlement Adminis- 
tration. 

In order to develop a sound permanent for- 
est policy, it is necessary for the various 
agencies to co-ordinate their land purchase 
programs, 


CIVILIAN CONSERVATION CORPS 


_ We believe the Civilian Conservation Corps 
is serving a useful purpose, not only in pro- 
viding relief, but as an agency for extending 
necessary forest improvement and material 
aid in fire suppression. 

It is further recommended that more con- 
sideration be given to existing timber values, 
forest areas and necessary volume of protec- 
tive development, rather than using popula- 
tion as the determining factor for allotment 
of CCC camps to the various States and 
regions. 

Provided Government relief measures are 
necessary for another year, we urge con- 
tinuance of Civilian Conservation Corps in 
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sufficient size to at least maintain the im- 
provements and protect the investment al- 
ready made by the Government in the various 
forested areas, and to further insure the 
nucleus for a mobile fire fighting organi- 
zation. 


FOREST INSECT CONTROL 


Since forest insect outbreaks cause heavy 
losses to our timber resources and often seri- 
ously jeopardize sustained-yield forest pro- 
duction, it is urged that adequate funds be 
provided in order that the Bureau of Ento- 
mology and Plant Quarantine may develop 
more economic and effective methods of pre- 
vention and control, and extend to private 
and public timber owners such necessary 
technical services as will enable them effec- 
tively to deal with this important forest pro- 
tection problem. 


WHITE PINE BLISTER RUST 


We recommend and urge continuation of 
Federal assistance in control of the white 
pine blister rust disease, which constitutes 
a menace to our stands of white and sugar 
pine. 


OMNIBUS FORESTRY BILL 

We urge upon President Roosevelt the ex- 
treme importance of presenting to the 74th 
Congress the proposed Federal legislation to 
carry out the national Government’s part of 
the joint conservation program recommended 
by the National Forestry Conference, which 
convened in accordance with Article 10 of 
the Lumber Code. 


FOREST RESEARCH 

We recognize that the research activities 
of the Forest Service are helping to clarify 
the economic problems that beset forest own- 
ership, management and conversion, and are 
pointing the way to improved forest prac- 
tices and more successful forest utilization; 
we accordingly urge that these studies be 
sustained and extended, particularly to in- 
vestigate the economic, silvicultural and fire 
protective technics of selective cutting in the 
several forest types, and we petition the 
Congress of the United States to appropriate 
more liberally than heretofore for the main- 
tenance of the western forest experiment 
stations and for the Forest Products Labora- 
tory. 


FOREST CREDITS 


We endorse the principle of public forest 
credits, substantially as presented in the 
Fletcher Bill, but emphasize the need for 
such a measure to be sufficiently flexible in 
its provisions to permit of extending aid to 
owners whose operations may not technically 
conform with sustained yield, but will con- 
tribute to continuous production and com- 
munity security. 


RULES OF FOREST PRACTICE 

We commend the action of operators in the 
redwood, western pine and Douglas fir re- 
gions in voluntarily carrying forward the 
rules of forest practice originating under 
Schedule C of the Lumber Code, and urge 
continuation of such a policy and sustained 
study looking to greater perfection of 
methods. 


TAXATION 

Forest taxation continues to be one of the 
chief stumbling blocks to the practice of 
desirable forest management, the holding of 
cut-over areas and the withholding from pre- 
mature exploitation of large forested areas. 

We therefore endorse continued study of 
the problem by the Federal Forest Service, 
by our States and by private organizations 
and associations, 

We also endorse the general principles laid 
down by the forest taxation inquiry, that, 
accompanying any new method of taxing 
forest properties, should be reduction in cost 
of Federal, State and local government, and 
improvement in operation of the property 
tax. 

We also urge upon Congress the need for 
providing means for financially assisting 
States which enact satisfactory forest taxa- 
tion legislation. 


APPRECIATION OF ATTENDANCE AND STATE- 
MENT BY CHIEF FORESTER SILCOX 

The association heartily thanks Chief 
Forester F. A. Silcox of the U. S. Forest 
Service, for coming from Washington, D. C., 
to attend this meeting, and for the clear, 


frank statement of his viewpoints and poli- 
cies. 
The association, 


furthermore, records its 
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belief that this general program of forestry, 
and of industrial and public co-operation for 
its accomplishment, which Mr. Silcox here 
outlined, is constructive and desirable, and 
should receive the support of the industry. 


APPRECIATION OF CAPT. WOODS' 
ATTENDANCE 

We express our appreciation to Capt. John 
Woods, who indicated his interest in the 
affairs of this conference by making the trip 
from Washington, D. C., to attend and ad- 
dress this meeting, and to the National Lum- 
ber Manufacturers’ Association for facilitating 
his attendance. 


ANNUAL MEETING OF THE WESTERN FOR- 
ESTRY AND CONSERVATION ASSOCIATION 


We feel that the Western Forestry & Con- 
servation Association continues to offer the 
best medium for bringing together all west- 
ern forestry agencies for impartial discus- 
sion of their problems, and we urge that its 
annual meetings be continued. 


All Officers Re-elected 


All of the officers were re-elected, as follows: 

President—G. F. Jewett. 

Vice presidents: Montana—w. C. Lubrecht, 
Bonner; Idaho—S. G. Moon, Boise; Washing- 
ton—C. D. Sanderson, Seattle; California—H. 
W. Cole, San Francisco. 

Secretary-treasurer—C. S. Chapman, Ta- 
coma, Wash. ‘ 

Trustees: Paul Neils, Portland; W. S. Rosen- 
berry, Coeur d’Alene; J. S. Bridges, Seattle; 
Kenneth Walker, Westwood, Calif.; and E. B. 
Tanner, Portland. 

Counsel—E. T. Allen. 





Issues New and Valuable Bulletin 


Long recognized as the authority on the me- 
chanical properties of wood grown in the 
United States, and often referred to in this con- 
nection as the “Bible” of the lumber industry, 
U. S. Department of Agriculture Bulletin No. 
556, now out of print, has been superseded by 
bulletin No. 479 of the Forest Products Lab- 
oratory. The new bulletin contains consider- 
able additional data, and it is amplified in other 
helpful respects. 

This new bulletin, through discussions of 
various factors that affect the strength prop- 
erties of the woods, makes it possible for the 
reader to apply the tabular data to his own 
specific problem more intelligently. Illustra- 
tive of these are the relation of weight or 
density to strength; how strength properties are 
affected by moisture in the wood, by extreme 
temperatures, by kiln drying and by preservative 
treatment. In fact, there are presented answers 
to thousands of questions regarding the strength 
of wood, about which inquiries are made to the 
Forest Products Laboratory through cor- 
respondence. 

The strength values given are derived first 
hand, from more than a quarter of a million 
tests on 164 species of wood. Quantitative data 
were thus obtained on seventeen mechanical 
properties or factors on each wood, including 
crushing strength, modulus of elasticity, modu- 
lus of rupture, toughness, hardness, shear 
strength, splitting resistance, and tension per- 
pendicular to the grain of the wood. Supple- 
mentary to these mechanical tests, measurements 
were made to determine such characteristics as 
percentage shrinkage from green to oven dry 
condition, and number of growth rings per 
inch. All this information, given in table form, 
may be used not only for comparing species but 
also for calculating the strength of wooden 
members, for establishing safe working stresses 
where used in conjunction with results of tests 
om structural timbers, and for grouping species 
into classes of approximately like properties for 
various purposes. ; 

The authors of the new publication are L. J. 
Markwardt and T. R. C. Wilson, senior engi- 
neers, Forest Products Laboratory, Madison, 
Wis. Designated as U. S. Department of Agri- 
culture Technical Bulletin No. 479, “Strength 
and Relative Properties of Wood Grown in the 
United States,” the booklet can be obtained from 
the Superintendent of Documents, Government 
Printing Office, Washington, D. C., for 25 cents 
a copy. 
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New England Retailers More Cheerful 


Distribution Statement Given Strong Support -- Merchandising of Grade-Marked 
Quality Lumber Recommended -- Permanent FHA Modernizing Program Urged 


Boston, Mass., Dec. 16.—With an attend- 
ance of 340, the annual convention of the Massa- 
chusetts Retail Lumber Dealers’ Association, 
held at the new Parker House Dec. 7, climaxed 
a solid week of State annuals of the retail trade 
in New England, which included the New 
Hampshire annual at Manchester on Tuesday, 
Connecticut at New Haven on Thursday, Maine 
at Lewiston yesterday. All gatherings were 
attended by the following Northeastern Retail 
Lumbermen’s Association officers: President 
George M. Stevens, of New York; Vice Presi- 





G. B. FULLER, 
Boston, Mass.; 


President of Massa- 
chusetts Retailers 


GkU. M, STEVENS, 
New York City; 
President of North- 
eastern Retailers 


dent Harold A. Bellows, of Springfield, Mass., 


and Secretary Paul S. Collier, of Rochester, 
N. Y 


New Hampshire, Maine, Personnel Changes 


At the New Hampshire meeting, Lawrence 
Shirley, of that city, who had served as treas- 
urer, was chosen to succeed James Bickford, 
of Nashua, as president of the New Hampshire 
Retail Lumber Association. One hundred mem- 
bers and guests attended the evening banquet 
at the Rice-Varick Hotel. Retiring President 
Bickford served as toastmaster. There were 
addresses by Paul Collier, of Rochester, N. Y.; 
Harold Bellows, of Springfield, Mass.; Judge 
John R. Spring, of Nashua, chairman of the 
State Tax Commission, and Harry Jones, of 
the Manchester Building & Loan Association, 
who reviewed favorably the accomplishments 
of the Federal Housing Act. 

The Maine dealers met at Lewiston on Fri- 
day and elected Ralph E. Jordan, of that city, 
to succeed John Ware, of Waterville, as presi- 
dent of the organization for the ensuing year. 
Edward E. Fox, of Portland, succeeds Ralph 
E. Jordan as vice president for the western 
division of the association, and William Ballou, 
of Bangor, is the new vice president for the 
eastern division. Directors for 1936 are: S. 
Collins, Caribou; Harry Davis, Westport; W. 
H. Glover, Rockland; Harold Jackson, Au- 
gusta; Harold Sherman, Wiscasset; L. C. 
Andrews, South Windham, and Guy Knight, 
of Livermore Falls. The after-dinner speakers 
included Arthur G. Staples, editor of the Lew- 
iston Journal; Benjamin F. Cleaves, Portland; 
James Kimball, Hingham, Mass.; Oliver J. 
Veiling, Buffalo; George M. Stevens, New 
York, and Mrs. Catherine F. Hickson, of the 
Federal Housing Administration. 

The entire battery of trade experts and asso- 
ciation officials converged on Boston, for the 
meeting of the Massachusetts association, and 


made of this Saturday event a real trade con- 
vention, with scores of wholesalers participat- 
ing in the afternoon banquet features. At the 
business session in the morning, President Gran- 
ville B. Fuller, of G. Fuller & Son Lumber Co., 
Brighton, opened the program with a brief re- 
view of the work of the organization and its 
committees through the year. There had been 
six withdrawals, exactly balanced by the addi- 
tion of six new firm titles te the membership 
roll. The balance in the treasury is ample for 
association needs. In conclusion he urged that 
“All continue the campaign for better quality 
lumber, that we may stave off the inroads of 
substitutes. Won't you please pledge your- 
selves to do your part in holding our position 
in the building business, and endeavor to put 
the lumber industry on a higher plane?” 


Resolutions on Quality, Distribution, FHA 


Resolutions were adopted advocating the 
wider use of grade-marked lumber as a means 
for stimulating consumer confidence in the in- 
tegrity of forest products. In the matter of the 
so called “Northeastern Lumber Distribution 
Statement,” framed one year ago by a joint 
committee of wholesale and retail dealers, it 
was resolved that this association “endorses 
this New England Lumber Distribution State- 
ment as governing local conditions.” Referring 
to Title I of the Federal Housing Act, which 
automatically expires on April 1, 1936, it was 
resolved that every effort be put forth to have 
Title I made a permanent provision of the Fed- 
eral Housing Act. A new draft of a “distribu- 
tion statement” had been created at a recent 
meeting of the directors of the Northeastern 
Retail Lumbermen’s Association. In printed 
form it was placed in the hands of all mem- 
bers, and subsequently endorsed by a unanimous 


vote. The complete text of this new platform 
follows: 


A. FUNDAMENTAL PRINCIPLES: 
Fair Play: 


A dealer has no recognized rights in the 
distribution of building materials outside his 
trade territory, that he does not accord to 
manufacturers and wholesalers, jobbers etc., 
in his own territory. 


Condemning Acceptance of Commissions: 

The members of the Northeastern Retail 
Lumbermen’s Association consider it destruc- 
tive of the business in which they have their 
capital invested for any manufacturer, pro- 
ducer, jobber etc., in building materials to 
quote or to make sales direct to the cus- 
tomers of the dealers, and therefore urge all 
dealers to refuse to accept a commission on 
any such sales. 


B. DISTRIBUTION AND MARKETING 
PRINCIPLES: 


Lumber: 


The established practices in the economical 
distribution of lumber may be stated as fol- 
lows: 

The retail lumber dealer is recognized as 
the proper distributor within his trade terri- 
tory of all lumber except the following 
classes of business in carload lots, which are 
commonly sold by manufacturers, wholesal- 
ers, and retailers: 

1. The Departments of the United States 
Government. 

2. Shipyards and large dock builders. 

3. Directly or indirectly to railroads, 

4. Large users of industrial lumber who 
buy regularly in carload lots, but not for 
construction purposes. 


All Other Building Materials: 


The lumber and building material dealer is 
the logical distributor within his trade terri- 
tory of all building materials, the following 
classes of trade in carload lots, however, 
being considered as commonly sold by deal- 
ers, producers, manufacturers, jobbers etc., 





or, in other words, as so-called open busj- 
ness: 


(a) To U. S. Government direct. 
(b) To State governments direct for high. 


way pavement and grade crossing elimina- 
tion. 
(c) To railroads direct. 


Massachusetts Officers Elected 


The report of the nominating committee was 
presented by F. Howard Hinckley, of Yar- 
mouthport, and was unanimously adopted. Off- 
cers for the ensuing year are as follows: 

President—Granville B. Fuller, Brighton. 


First vice president—Edmund A. Roy, Chi- 
copee. 


Second vice 


president—Henry I. Stone, 
Haverhill. 
Third vice president—Joshua Nickerson, 
Chatham. 
Secretary — Norman P. Mason, North 
Chelmsford. 


Treasurer—William L. Smith, Lexington. 

Directors—Daniel C. Richardson, Mansfield; 
Bradshaw Langmaid, Salem; J. M. Oliver, 
Springfield; Stanley G. Johnson, Fitchburg; 


Frank W. Whitty, Boston; Joseph B. Miskell, 
Falmouth. 


New England Woods Get Attention 


Reverting to the subject of lumber distribu- 
tion, the Chair introduced Frank Langdell, of 
Manchester, N. H., veteran manufacturer of 
native lumber. He had just completed a large 
dressing mill at Milford, N. H., the purpose 
of which is to concentrate the rough product 
of scores of small portable mill operations at 
this central dressing plant for refining and 
grading before it is offered to the yards and in- 
dustrials. It is proposed to market this graded 





W. L. SMITH, 
Lexington, Mass.; 


Re-elected Massachu- 
setts Treasurer 


H. A. BELLOWS, 

Springfield, Mass.; 
Northeastern Retail- 
ers’ Vice President 


pine in New England in competition with the 
western pines. 

E. W. Treen, of New York, secretary of the 
Northeastern Lumber Manufacturers’ Associa- 
tion, discussed the present activities of his as- 
sociation in establishing grade definitions for 
all woods produced in New England, New 
York and Pennsylvania. He urged that as the 
quality was available, buyers in that territory 
should cultivate the habit of making wider use 
of these home grown and home refined woods. 


Putting Distribution Program into Effect 


Clifton F. Leatherbee, of Boston, represent- 
ing the New England Wholesale Lumber As- 
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sociation, who initiated the movement for a 
joint “Distribution Statement,” outlined the 
work of that joint committee of retail and whole- 
sale delegates, its final adoption of a working 
agreement which was later approved by the 
wholesale branch, and its almost universal 
adoption by the State groups of retail dealers 
in New England and New York State. In con- 
clusion, he submitted the following proposals 
to provide the machinery for the effective opera- 
tion of the “Northeastern Distribution State- 
ment” in this territory: 

(a) Call joint committee at once to submit 
definite plan before New England Wholesale 
Association’s annual meeting on Jan. 8, so 
plan can be presented and acted upon then. 

(b) Establish board to receive and act on 
complaints of unethical practice, and give 
publicity to its findings. 

(c) Establish joint committee to pass upon 
concerns eligible as wholesalers and retailers 
under the definitions as adopted. 

(d) Appoint a joint publicity committee to 
acquaint manufacturers of actions of the 
New England wholesale and retail trade, and 
solicit co-operation for the benefit of the 
lumber industry and the consuming public 
for orderly distribution of lumber. 

Lester Stewart, president of the Scarsdale 
(N. Y.) Supply Co., related actual experiences 
of lumber dealers in his section in dealing suc- 
cessfully with housing activities under Title I 
of the NHA. He was followed by Raymond P. 
Harold, an outstanding co-operative bank ex- 
ecutive, who returned recently from an inter- 
national conference of bank officials held in 
England. He visited many centers in northern 
Europe. There was little construction work 
going on in France, Holland, Germany and 
Austria, and the co-operative banks there did 
not function efficiently. In England there was 
much building in progress and co-operative 
banks similar to the American are swelling their 
resources by fully fifty million dollars a year. 
These banks loaned on 260,000 homes in 1935; 
the mortgage average is from 80 to 95 percent 
of the value of the completed house, and the 
interest rate averages 4%4 percent. When they 
start to build one thousand houses on a tract 
of land, all will be built from a single plan. 
The exteriors are fairly attractive, but the in- 
teriors are deplorable. There are no cellars 
and no provisions for heat. They would not 
appeal to the American home buyer. The car- 
penter in England earns $20 to $22 per week. 
He found that the cost of living was high, with 
the wage scale well below American standards. 
Discussing the element of thrift as encouraged 
by American co-operative banks, he declared, 
“Why, the English banking officials feel that 
America has gone plumb crazy in its attitude 
toward the thrifty.” 


Rounding Out a Fine Week's Activity 


The business session ended with an inspira- 
tional talk by Secretary Paul Collier, of Roch- 
ester, N. Y., in the course of which he paid a 
fine tribute to the trade leaders in the North- 
east—both wholesale and retail—who are bring- 
ing this matter of a sound distribution policy 
to a workable basis. He declared that the atti- 
tude of the wholesale group had been fair, and 
that retail dealers must be equally fair as the 
industry moves toward a higher plane of lum- 
ber merchandising. He urged co-operation to 
put the notorious outlaw out of business. 

The “Last Roundup” of this week of trade 
gatherings in the eastern States came in the 
form of a dinner served to 340 retail dealers 
and their wholesale friends in the new roof 
ballroom of the Parker House. Frank W. 
Whitty was chairman of the committee in 
charge of this function. A group of professional 
entertainers provided an excellent floor show. 
President Fuller served as toastmaster, and the 
speakers included E. Harrison Merrill, of La- 
conia, N. H., New England representative of 
the Federal Home Loan Bank Board; George 
M. Stevens, of New York, president of North- 
eastern Retail Lumbermen’s Association; James 
Kimball, of Hingham, Mass., retail dealer and 
veteran humorist; and R. E. Saberson, of Min- 
neapolis, Minn., merchandising counselor of the 
Weyerhaeuser Sales Co. 

Mr. Saberson stressed the point that the lum- 
ber industry should take a leaf from the book 
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of the automobile industry, by applying install- 
ment selling to lumber merchandising. He de- 
clared that the loosening of general credit, the 
availability of Federal funds, and the growing 
lack of housing in most large cities and towns 
the country over, combined to make the general 
outlook for the building industry the brightest 
in the past six years. This expansion is now 
definitely under way, and he felt that it was a 
fair assumption that lumber and building costs 
would mount steadily for the next five years. 
—_——_— 


Texas Centennial Exposition 
Major Building Project 
Datias, Tex., Dec. 16.—From Texas quar- 
ries, forests and factories will come practically 
all the basic materials being used in construc- 
tion of the Texas Centennial Exposition plant 

in Dallas, which will open on June 6, 1936. 
Fifty buildings, of which 21 are to be of per- 
manent type, will compose the exposition’s 
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facilities for a wide range of informative exhib- 
its and entertainment features. Other large 
structures are being erected by individual 
exhibitors. 

Granite, limestone and marble from Texas’ 
vast deposits will go into the permanent build- 
ings, while other structures of reinforced con- 
crete will employ Texas mined and manufac- 
tured cement. Lumber for all purposes in the 
construction of the exposition is being derived 
from the forests and mills of the eastern Texas 
timber belt. 

Of the major buildings for the exposition, 
eight are being erected by the exposition cor- 
poration, seven by the city of Dallas, two by 
the United States Government, and one by 
Texas. Eight nationally known firms also have 
signed contracts for erection of major struc- 
tures, while more than a score of buildings of 
lesser magnitude have also been arranged for. 
Negotiations for erection of additional major 
buildings to be started early next year are in 
progress also. 





OAK FLOORING 


EXCHANGE SAWMILLS SALES 


A ino ESSCO 


COMPANY is now marketing OAK 
FLOORING of its own manufacture 


A new company has been formed known as the Louisiana 
Central Oak Flooring Corporation which has bought the 
Kellogg Oak Flooring plant of Monroe, Louisiana. 


The Flooring is ESSCO branded and of the same high qual- 
ity standard as ESSCO Southern Pine, ESSCO Klamath Soft 


Pine and West Coast Woods. 


You can now buy ESSCO OAK FLOORING in mixed cars 
with ESSCO Southern Pine and Hardwoods or in straight cars. 


Check over your stock and plan to include ESSCO OAK 
FLOORING in your next car of ESSCO Southern Pine. 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 


AND NOW 


ESSCO OAK FLOORING 


EXCHANGE Sates Co. 





1111 R. A. Long Building, 
KANSAS CITY, MO. 
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Associations’ Plans and Activities 


COMING CONVENTIONS 


Dec. 27—Mississippi Valley Lumber & Sash & Door 
Salesmen’s Association, Minneapolis. 

Jan. 3—National Association of Hardwood Whole- 
salers, Congress Hotel, Chicago. Annual. 


Jan. 8—New England Wholesale Lumber Associa- 
tion, Universi*y Club, Boston. Annual. 

Jan. 12-15—Associated General Contractors of 
America, Miami, > 

Jan. 14—Roofer Manufacturers’ Association, 

ston Hotel, Columbus, Ga. Annual. 

14-l46—Northwestern Lumbermen’s Associa- 
tion, Auditorium, Minneapolis, Minn. Annual. 


16-17—Carolina Retail Lumber & Building 
Supply Dealers’ Association, Poinsett Hotel, 
Greenville, 8. C. Annual. 
Jan. 16-18—Mountain States’ Lumber Dealers’ As- 
sociation, Denver, Colorado. Annual. 


21-23—Middle Atlantic Lumbermen’s Associa- 
tion, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual, 

Jan. 22-24—Indiana Lumber and Builders’ Supply 
Association, Claypool Hotel, Indianapolis, Ind. 
Annual. 


Ral- 


Jan. 


Jan. 


Jan. 


Jan. 23-24—West Virginia Lumber & Builders’ Sup- 
ply Dealers’ Association, White Sulphur Springs, 
est Va. Annual. 

Jan. 24—Indiana Hardwood Lumbermen’s Associa- 
tion, Severin Hotel, Indianapolis. Annual. 
Jan. 28-30—Northeastern Retail Lumbermen’s Asso- 
ciation, Hotel Pennsylvania, New York. An- 

nual. 
29-31—Southwestern Lumbermen’s Associa- 
tion, New Auditorium, Kansas City, Mo. An- 
nual. 
Feb. 4-5—Canadian Lumbermen’s Association, Mount 
Royal Hotel, Montreal, Canada. Annual. 


Jan. 


Feb. 4-7—Michigan Ketail Lumber Dealers As- 
—— Book-Cadillac Hotel, Detroit, Mich. 
Annual. 


Feb. 5—Lumbermen’s Old Guard of Michigan, Book- 
Cadillac Hotel, Detroit. Annual. 

Feb. 6—Michigan Associatioa of Traveling Lumber 
& Sash & Door Salesmen, Book-Cadillac Hotel, 
Detroit. Annual. 

Feb. 56-7—Retai, Lumber Dealers’ Association of 
Western Pennsylvania, Webster Hall Hotel, 
Pittsburgh, Pa. Annual. 


Feb. 11-12—North Dakota Retail Lumbermen’s As- 
sociation, Bismarck, N. D. Annual. 


Feb. 11-13—Illinois Lumber & Material D , 
sociation, Stevens Hotel, Chicago. yt a 
Feb. 12-14—Ontario Retail Lumber Dealers’ Asso 
ciation, Royal York Hotel, Toronto, Ont 
Annual, ; : 
Feb. 12-14—Kentucky Retail Lumber Dealers Ag. 
sociation, Brown Hotel, Louisville, Ky. Annual, 


Feb. 10-50 ipsonein —-" Lembermen's Asso- 
ciation, waukee uditorium, 
Wis. Annual. Miwesie, 


Feb. 19-21—Nebraska Lumber Merchants’ 
tion, Lincoln Hotel, Lincoln. Neb. ae 
Feb. 20-22—-Western Retail Lumbermen’s Associa. 
tion, Multnomah Hotel, Portland, Ore. Annual, 
ee jaute Dutiting Supply 
ealers’ ssociation, ote ohn M 
Richmond, Va. Annual. — 
Feb. 25-26—Iowa Association of Lumber & Build. 
ing Material Dealers, Hotel Fort Des Moines, 


Feb. 


Des Moines, Iowa. Annual. 
Feb. 26-28—Ohio Association of Retail Lumber 
Reece. Netherland-Plaza Hotel, Cincinnati, 
oO. 


March 11-12—South Dakota Retail Lumbermen’s 
yo no Marvin Hughitt Hotel, Huron, §, D. 
nnual, 





West Virginians to Discuss Taxes 


Huntineton, W. Va., Dec. 16.—P. G. Framp- 
ton, secretary West Virginia Lumber & Build- 
ers’ Supply Dealers’ Association, announces 
that tentative plans for the annual convention 
include addresses by Arthur A. Hood, of Chi- 
cago, and Jacques Willis, of Louisville, Ky., 
both of whom are outstanding in their par- 
ticular line. The association is making a 
study of tax questions, and the convention will 
be addressed on that subject by Fred L. Fox, 
State tax commissioner for West Virginia. 
Mr. Frampton says a varied program is being 
arranged, to include amusement features along 
with the more serious business matters. That 
manufacturers are going after the greatly in- 
creased volume of business assured for the 


coming year, is indicated in the amount of ex- 

hibit space already reserved. The annual con- 

vention will be held at the Greenbrier Hotel, 

White Sulphur Springs, W. Va., Jan. 23 and 24. 
———————— 


Canadian Lumbermen Fix Date 


Ottawa, Ont., Dec. 16.—R. L. Sargent, sec- 
retary-manager of the Canadian Lumbermen’s 
Association, with headquarters here, announces 
that the twenty-eighth annual meeting of the 
association will be held at the Mount Royal 
Hotel, Montreal, Feb. 4-5. A very attractive 
program is now being planned, details of which 
will be announced soon. The secretary invites 
suggestions from members as to _ subjects 
they feel might profitably be discussed at the 
group meetings or the general business sessions. 








For Well Manufactured Shortleaf 


Buy your Yellow Pine where you are assured serv- 
ice, quality and attractive appearing stock that will 
draw trade to your yard. Our ED Finish, Flooring, 
Siding, Mouldings. etc., are quality products—Com- 
mon Lumber is kiln dried or Lignasan treated air 
dried—our clean. bright straight Common Boards 


and “eased” ed 


ge dimension always satisfy. Load- 


ing is prompt and careful—and prices are reason- 
able for the kind of lumber we ship. 
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ONEGO, W. VA. 
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Michigan Salesmen; Old Guard 


Detroit, Micu., Dec. 16—The Michigan 
Association of Traveling Lumber & Sash & 
Door Salesmen will hold its annual meeting at 
the Book-Cadillac Hotel, Detroit, on Feb. 6. 
As has been the practice for years, it will put 
on the “Midnight Frolic” on the night of Feb, 
5, to which dealers, manufacturers, salesmen and 
their friends are invited. 

The Lumbermen’s Old Guard of Michigan 
will hold its annual meeting and banquet at the 
Book-Cadillac Hotel, Detroit, on the evening 
of Feb. 5. This has become an annual feature 
connected with the Michigan Retail Lumber 
Dealers Association and the Michigan Associa- 
tion of Traveling Lumber & Sash & Door Sales- 
men’s meetings. 


Hardwood Wholesalers Plan Annual 


The executive committee of the National As- 
sociation of Hardwood Wholesalers met Dec. 
13, and voted to hold its annual meeting Jan. 
3, 1936, at the Congress hotel in Chicago. The 
day will start with the call to order at ten 
o'clock. A good speaker or two will be in- 
cluded on the morning program, after which 
the members will have luncheon together. There 
will be a business session in the afternoon, fol- 
lowed by a recess until the banquet is served 
at seven o'clock. Entertainment will conclude 
the evening. The Chicago group will be host to 
out-of-town members for the evening. 





West Coast Decides on Aggressive 
Trade Promotion 


Tacoma, WasH., Dec. 14.—Aggressive trade 
promotion was adopted as the chief item of 
the 1936 program of the West Coast Lumber- 
men’s Association by its board of trustees at a 
meeting here yesterday. The board’s action was 
advocated by Col. W. B. Greeley, secretary- 
manager. The program, as approved, calls for 
maintenance ofa trade promotion representa- 
tive in Washington, D. C., on the Atlantic 
coast, in the middle West and in southern Cali- 
fornia. 

Col. Greeley emphasized the importance of 
California trade in his report. He said that 
40 percent of this year’s water lumber business, 
and 8 percent of the rail business, had gone 
there. He recommended that T. C. Coombs, 
architect and engineer, engaged for two years 
on the California earthquake-resistant wood 
school program be retained to devote his entire 
time to wood promotion in Los Angeles. The 
association also decided to contribute to the 
maintenance of A. C. Horner, engineer for the 
National Lumber Manufacturers’ Association, 
as head of the earthquake-resistant school pro- 
gram, which is to be extended to include Mon- 
tana. 

The representative at the national capital 
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will devote his time to seeing that Government 
specifications call for wood to be used to the 
pest advantage. The middle West field man 
will be retained for the first three months of 
1936 to determine the value of a man working 
to promote the use of wood on Government, 
State and local building projects. 

The trade promotion program adopted in 
September now has 150 contributing lumber 
manufacturing and logging firms, Col. Greeley 
said. It is supported by assessments of 4 cents 
on each one thousand feet of lumber or logs 
produced. 





Valley Salesmen Announce Annual 


MINNEAPOLIS, Minn., Dec. 16.—The forty- 
fifth annual meeting of the Mississippi Valley 
Lumber & Sash & Door Salesmen’s Association 
will be held the afternoon of Friday, Dec. 27, 
at a place in Minneapolis to be announced later. 








Date for Roofer Annual Named 


CoLumsBus, Ga., Dec. 16.—The annual meet- 
ing of the Roofer Manufacturers’ Association 
will be held Jan. 14 at the Ralston Hotel, this 
city, according to announcement by Secretary 
W. R. Melton. At that time the officers for the 
ensuing year will be elected. 

__--- 


New Illinois Secretary Resigns 


SPRINGFIELD, Itt., Dec. 16.—F. W. Weinel, 
of Columbia, Ill., president of the Illinois Lum- 
ber & Material Dealers’ Association, recently 
sent a notice to the members, advising that, at 
a meeting of the board of directors of the asso- 
ciation held in Springfield on Dec. 3, W. 
Joyce tendered his resignation as_ secretary- 
manager, effective Jan. 1, and his resignation 
was accepted. In his announcement, Mr. 
Weinel said: “Mr. Joyce has served this .as- 
sociation faithfully for the past twelve years, 
and I personally feel that we have suffered a 
great loss through his resignation. I know that 
his legion of friends will regret his leaving, 
and I speak for them in wishing him the great- 
est of luck and success for the future.” 

—_—_—_—_— 


Illinois Appoints Secretary-Manager 


SPRINGFIELD, ILL., Dec. 16—At a meeting 
of the board of directors of the Illinois Lumber 
& Material Dealers Association, held in the 
headquarters office here, Dec. 11, John D. Mc- 
Carthy was elected secretary-manager to suc- 
ceed W. G, Joyce, resigned. The new secretary 
will enter upon his duties Jan. 1. 

Mr. McCarthy comes from Iowa, where for 
several years he has been connected with the 
lowa Association of Lumber & Building Ma- 
terial Dealers as field worker and assistant to 
Secretary W. H. Badeaux. As part owner and 
manager of yards carrying a full line of lum- 
ber, builders’ supplies, paint, coal etc., Mr. 
McCarthy has had large experience in the re- 
tail lumber and building material field, which 
will be of great assistance to him in his work 
as secretary of the association. 

—_—_——_— 


Central West Texas Dealers Organize 


ABILENE, Tex., Dec. 16.—The Central West 
Texas Lumbermen’s Association was organized 
at a meeting here Dec. 10 by representative 
dealers from ten counties of this region. C. L. 
(Dick) Gray, of Rotan, was elected president; 
Ross Jennings, of Abilene, vice president; and 
E. L. Langley, of Sweetwater, secretary- treas- 
urer, 

J. K. Brady, of Stamford, was master of 
ceremonies for the banquet, and Mayor C. L. 
Johnson welcomed the lumbermen. J. R. Fielder 
responded for the group. Music was given by 
Tommy and Connor Culver and the Imperial 
Hawaiian trio. W. B. Milstead, of Abilene, 
presented plans and purposes of the association, 
saying the general object is to enlist the mem- 
bership and support of lumber dealers in a 
group of Central West Texas counties in es- 
tablishing and maintaining uniformity in com- 
mercial usages in cities and towns. The or- 
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ganization is also designed to promote the in- 
terest of the trade. The next meeting will be 
held at Colorado, the second Tuesday in Febru- 
ary. Counties represented were Callahan, 
Fisher, Haskell, Howard, Jones, Mitchell, 
Nolan, Scurry, Stonewall and Taylor. 





Southern Pine Promotion Manager 
Takes Other Position 


New Orteans, La., Dec. 16.—The announce- 
ment that V. A. Stibolt, manager of the ad- 
vertising and trade extension department of the 
Southern Pine Association, had resigned, was 
received with surprise and regret by members 
of that organization. Mr. Stibolt, whose resig- 
nation became effective Dec. 15, has accepted 
a position as general manager of French & 
Hecht (Inc.), Davenport, Iowa, manufacturers 
of metal wheels. In announcing Mr. Stibolt’s 
resignation, H. C. Berckes, secretary of the 
Southern Pine Association, said: 

Mr. Stibolt has fitted into our work in a 
most splendid manner. He has what might be 
termed the “association temperament” in addi- 
tion to very valuable training in the practical 
side of lumber manufacturing and selling. It 
is going to be difficult to replace him in our 
organization, and he goes to his new position 
with the sincerest wishes for his continued 
success from a host of friends, both in and 
outside of the lumber industry. 

Prior to coming to the association as trade 
promotion manager, Mr. Stibolt was assistant 
general manager of the Natalbany Lumber Co., 
Hammond, La., and has been actively identified 
with the lumber industry of the South for more 
than fifteen years. 





Northwesterners to Go to School 


MINNEAPOLIS, MinN., Dec. 16.—The second 
Northwestern Lumbermen’s Merchandising In- 
stitute will be held in Minneapolis, Jan. 17 to 
22, inclusive, it is announced by Roger S. Fink- 
bine, president, and Ormie C. Lance, secretary. 
So successful was last year’s institute that the 
program will be extended this year to other 
cities, as follows: 

Bismarck, N. D., Feb. 13 to 15, inclusive; 
Des Moines, Iowa, Feb. 27 to 29, inclusive, and 
Huron, S. D., March 13 to 16, inclusive. The 
first school was attended by forty-two lumber- 
men. 

The course will include the following sub- 
jects: 

Forest products, properties of woods, adap- 
tability of species to various uses. 

Home construction—Frame and 
from footings to chimney top. 

Roofs—Use of 'the roof gauge, figuring roof 
areas, rafters, hips and valleys. 

Blueprint reading—Fundamentals and prac- 
tice. 

Picture plan analysis—Selling from _ pic- 
tures, iar: 

Floor plans—Arrangement, revision, prac- 
ticability. 

The house valuator, principles and practice. 


masonry, 


Unit costs—Basie principles of “square 
system.” 

Figuring areas, instead of measuring on 
blueprints. 


Material listing—Short cuts that eliminate 
errors and omissions. 

Plumbing and lighting, fundamentals and 
principles. 

Air conditioning and heating, fundamentals 
and principles. 

Home modernizing, design and costs. 

Garages; simple basic methods of figuring 
costs. 

Barns and farm buildings; the 
costs” system. 

Archtectural design and practice; selecting 
correct types, drafting, perspective drawing. 

Paint and painting—Economy, quality, 
practical demonstration. 

Concrete work—Causes of failures, 
rials, mixing and application. 

Plaster—Causes of failures, materials and 
application. 

Practical selling—Principles and practice, 
creating the desire, advertising, display, cash 
value of courtesy and service. 

Clay products—Utility for home and farm 
building purposes. 


Men well trained along both theoretical and 


“sectional 


mate- 
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GREETINGS 
and BEST WISHES 


on this the 


1935% 


CHRISTMAS 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 


‘Clrrow Brand : 


TIDEWATER RED CYPRESS 





TIDEWATER 
RED CYPRESS 


TANK- AND FACTORY GRADES 
FINISH-casING-BASE-MOULDINGS 
No.1 00.2 Com-PeckK-LATH 
SAUWN= HAND RIVED SHINGLES 


Sturdy. Wagons 





Love wagons stand up to the toughest 
logging job. We put the stuff into 
them. They’re well made from choice, 
selected, air dried Hickory and Ash, 
scientifically braced for strength and 
rigidity. May we send more detailed 
information and prices? 














44 


practical lines will be instructors for the course, 
part of which will be devoted to the study of 
the Holt Valuator System, under the direction 
of A. W. Holt, of the Merchandising Council 
of the National Retail Lumber Dealers’ Asso- 
ciation. 

The cost of tuition will be $5, with cost of 
text and reference books optional with each 
student. The Minneapolis school will continue 
for the five days immediately following the 
forty-sixth annual convention of the North- 
western Lumbermen’s Association, dates for 
which are Jan. 14, 15 and 16. Application for 
entry into the Institute must be made in ad- 
vance, and further information may be obtained 
by addressing Mr. Lance at 710 Foshay Tower, 
Minneapolis. . 


Seattle Lumbermen Are Feted 

SEATTLE, WasH., Dec. 14.—The Seattle Ce- 
dar Lumber Manufacturing Co. was host Dec. 9 
to the Seattle Lumbermen’s Club, and served 
ninety-six members and their friends. Those 
who arrived early were conducted on an in- 
teresting and educational trip through the mill, 
which is said to be the largest of its kind in the 
world, and sawing cedar exclusively. 

After the supper, W. N. Woodbridge of the 
Red Cedar Shingle Bureau showed the picture, 
“Home of the Wooden Soldier.” Other enter- 
tainment included a demonstration of self-pro- 
tection by using jujutsu by S. J. Jorgenson of 
the local police department, and the raffling of 
a live pig which was won by W. C. Schultheis 
of the Seattle Cedar Lumber Co. A gavel from 
the Stoneway Lumber Co. (Inc.) was presented 
to Jack Colby by N. Blackstock. Mr. Colby, 
the out-going president, then turned the meeting 
and gavel over to Alvin Schwager, the new 
head. The members voted to take care of a 
needy family as their contribution to charity for 
1935. 

-_—_-eoOoOoeo 


Spokane Retailers Elect Officers 


SPOKANE, Wasu., Dec. 14.—The Spokane 
Retail Lumbermen’s Association met recently 
in Spokane, and elected Edwin L. Johnson, of 
the Independent Lumber Co., president. R. B. 
Kiner, of the Home Lumber Co., was named 
vice president, and Lloyd Taylor, of the Lloyd- 
Warner Co., secretary-treasurer. 





Will Show ‘1936 Model’ Lumber 
Store—Plan Tentatively for 
West Coast Tour 


MINNEAPOLIS, Minn., Dec, 17.—A very spe- 
cial reason for attending the annual convention 
of the Northwestern Lumbermen’s Association, 
to be held in the Auditorium, this citv, Jan. 
14-16, is the 1936 model lumber store, which 
will be a leading feature in the building ma- 
terials exhibit. This model was designed and 
built under the supervision of the association’s 
architects with the aim of embodying all the 
best ideas for displaying and selling building 
materials. The association architects will be 
in the model store during the convention to 
answer questions ‘and to help dealers adapt the 
ideas to their own circumstances. This will be 
a real aid in increasing dealers’ 1936 profits, 
and the opportunity should not be missed. 

Secretary Ormie C, Lance is sending out a 
“feeler” to ascertain how many dealers would 
like to sign up. for a West Coast tour, starting 
immediately after the convention; or possibly 
at some later date, if consensus of interested 
dealers should so indicate. A very attractive 
tentative itinerary has been outlined, including 
visits to several large West Coast mills, side- 
trips and general sight-seeing. 

This tour, if arranged, will be available at 
very reasonable cost to all members of the 
association, their families and friends; and if 
dealers outside the association’s territory wish 
to join the tour they will be welcomed, pro- 
vided the quota is not previously entirely filled 
by Northwestern members. To make the trip 
a complete success between 50 and 100 reserva- 
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tions are required, and these should be filed 
with Mr. Lance as promptly as possible. 

A special bulletin giving the tentative itin- 
erary, costs and other information is available 
upon request addressed to Ormie C. Lance, sec- 
retary Northwestern Lumbermen’s Association, 
710 Foshay Tower, Minneapolis, Minn. 





Planning a Campaign for Wood 


Detroit, Micu., Dec. 16.—After an experi- 
mental period of three months, Howard McLees 
has reached an agreement with the directors of 
the Detroit District Retail Lumber Dealers’ 
Association and will continue the work in which 
he has been engaged. He will serve as man- 
ager of the Detroit District Retail Lumber 
Dealers’ Association and as manager of the 
Tri-County Lumber Exchange. Discussing this 
work, Mr. McLees said: 

We have a wonderful organization, which 
represents about 98 percent of the sales in 
Wayne, Oakland and Macomb Counties. Busi- 
ness conditions in Detroit are improving 
rapidly; there has been considerable increase 
in volume during 1935; and we expect a sub- 
stantial increase for 1936. We are planning 
a promotional campaign for the use of better 
lumber and a campaign in behalf of wood 
sash. We are asking the co-operation of all 
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lumber manufacturers’ associations and be- 
lieve that we will be able to reclaim some 
of this market lost to the retail lumber deg). 
ers in this area. 


Gets 12-House Coulee 
Contract 


SPOKANE, WASH., Dec. 14.—The McDonald 
Building Co., of Tacoma, submitted the low 
bid to the Bureau of Reclamation office at Coy- 
lee Dam for the construction of six 5-room and 
six 4-room residences in Administration City 
the Government engineers’ town. The bid to. 
taled $57,071. Other bids submitted were: 
Grover Gorsuch, of Laurier, $65,230; and Ry- 
berg & McCaul, Seattle, $65,889. 


To Weatherstrip 60 Houses at 


Coulee Dam 


SPOKANE, WaSH., Dec. 14.—The Ace Weath- 
erstripping Co. has been awarded a contract 
for weatherstripping 60 houses at Coulee Dam, 
by the United States Reclamation Bureau at 
Denver, L. Lenertz, owner and manager, an- 
nounced. The houses are of 3-, 4- and 5-room 
types. 











Among the Lumbermen’s Clubs 


Memphians Elect New Officers 


MEmPHIS, TENN., Dec. 16.—Harry B. Weiss, 
of the Harry B. Weiss Lumber Co., Memphis, 
was elected president of the Lumbermen’s Club 
of Memphis at the annual election held on Sat- 
urday night, Dec. 15, at the Hotel Peabody. He 
will succeed Frank A. Conkling. Officers will 
be installed early in January, at the next meet- 
ing of the club. J. R. May, Shannon Bros., was 
elected first vice president and C. F. Work, 
Sr., second vice president. Directors elected 
were E. L. Bruce, Jr., Ben Sheffler, and Her- 
man Katz. Frank B. Robertson, past presi- 
dent, was chairman of the election commission. 
The annual election was followed by a banquet 
and entertainment, at which more than one hun- 
dred and fifty lumbermen and their guests were 
present. 





Tacomans Hear Lumberman Poet 


Tacoma, WasH., Dec. 14.—Everett G. 
Griggs II, president of the St. Paul & Tacoma 
Lumber Co., was installed as president of the 
Tacoma Lumbermen’s Club, at that organiza- 
tion’s annual banquet in honor of the retiring 
president at the Hotel Winthrop here last night. 
He succeeds Ralph Brindley. Approximately 
400 club members and guests attended the af- 
fair. 

The new president introduced the following 
new officers: Ernest G. Rice, president of the 
Monarch Pipe & Creosoting Co., vice presi- 
dent; and W. Grant Hellar, secretary of Heid- 
ner & Co., secretary. Mr. Brindley and the 
retiring secretary, Charles B. Hurley, were 
presented with gifts by the club in recognition 
of their services. 

The banquet, traditionally regarded as a 
festive occasion on which “shop talk” is barred, 
developed that an optimistic feeling prevails 
among public officials and lumbermen over pros- 
pects. 

Congressman Wesley Lloyd commended 
Corydon Wagner, past president of the club 
and president of the Tacoma Chamber of Com- 
merce, for his efforts in Washington, D. C., 
on behalf of the State’s lumber industry. Other 
distinguished guests included Gov. Clarence D. 
Martin, of Washington, and former Goy. Roland 
H. Hartley, Everett, Wash., lumberman ; Mayor 
George A. Smitley, of Tacoma; Lee Force, of 
the Douglas Fir Exploitation & Export Co.; 
Prof. B. D. Grondahl, of the University of 
Washington forestry department, and Col. W. 
B. Greeley, secretary-manager of the West 
Coast Lumbermen’s Association. 

Douglas Malloch, of Chicago, who conducts 


The Lumberman Poet department of the 
AMERICAN LUMBERMAN, was the main speaker, 
He was introduced by Andrew H. Landram, 
sales manager of the St. Paul & Tacoma Lum- 
ber Co. and formerly associated with Mr. Mal- 
loch on the AMERICAN LUMBERMAN. Malloch 
said he found “a much more hopeful feeling all 
over the country, especially among the Demo- 
crats.’ 


100 at Sales Club Meeting 


Battrmore, Mp., Dec. 17.—One hundred rep- 
resentatives of the lumber trade attended the 
Baltimore-Washington Lumber Sales Club 
meeting Dec. 9 in the Southern hotel. The 
members were enthusiastic over conditions. The 
table was headed by: Lester Muller, deputy 
director of the Federal Housing Administra- 
tion in Baltimore; W. D. Richardson of the 
Red Cedar Shingle Bureau, Seattle; R. T. 
Titus, executive officer of the Intercoastal Lum- 
ber Distributors’ Association; H. A. Crane, 
president of the club, Arthur V. Charshee, sec- 
retary, and other officials. 

Mr. Muller spoke on the value of the FHA’s 
plan in promoting construction work, and house 
improvement activities. He told of the tre- 
mendous amount of business which would be 
created if all the houses needing improvements 
in the nation were renovated. The speaker 
said that the lumbermen could do much to 
encourage people to take advantage of the op- 
portunities at their fingertips in the way of 
the Federal program. The purpose of the FHA 
was not to usurp private business, according 
to Mr. Muller, but to establish a new procedure 
in home financing. 

Mr. Richardson showed two moving picture 
films, one of which dealt with the red cedar 
industry and illustrated the method of produc- 
tion and distribution, the other depicting 
the harvesting of white, sugar, and Ponderosa 
pines. Mr. Richardson said that $250,000 was 
being spent this year in promoting red cedar 
shingles, and that next year the allowance would 
be as much as $500.000. He offered printed 
matter to anyone desiring it. The durability 
of the product and its value to economic heating 
and safety were expounded. 





Tri-County Dealers Dine 

Detroit, Micu., Dec. 16—On Dec. 12 was 
held a dinner-meeting of the dealers’ division 
of the Tri-County Lumber Exchange, which 
was attended by about 125. Among those in 
attendance were many of the older principals 
of the yards not so often seen at functions of 
this kind. 





December 


R 


Southe 
[Speci< 
WaSHI 
jumber fr 
tory beca 
from sout 
River hav 
tion diffi 
Commiss! 
Fourth 
duced ra 
the Fout 
represent 
became e 


Gulf | 


NEw | 
been voi 
proposal 
Range 
place an 
on logs 
mark at 
the rate 
25 cent 
porters 
prior tc 
Atlantic 
ferentia 
stroy t 
they ar 
firmati 
Jan. 1, 


Othe 


NEW 
sorbed 
order | 
of the 
traced 
wester 
transc 
diana- 
simila 
to the 
of the 
easter 
the ce 
Carol 
sectio 
paren 
ina 
week 
rate 
tion 
count 
cussi 
AME 
thou; 
some 
char 
com! 
he, | 
Coa: 
lines 
back 
boat 

are 

not 
to : 

to 1 

20 

inte 

sibl 

Coa 

is 


Bri 


1935 


d be- 
Some 
dea]. 


5 at 


‘eath- 
ntract 

Dam, 
au at 
y, an- 
-room 


the 
-aker, 
dram, 
Lum- 
Mal- 
alloch 
ig all 
Yemo- 


| rep- 
1 the 
Club 
The 
. The 
eputy 
istra- 
f the 
ie 2 
Lum- 
rane, 
 sec- 


HA’s 
10use 

tre- 
d be 
nents 
2aker 
h to 
> Op- 
y of 
“HA 
‘ding 
dure 


cture 
-edar 
yduc- 
cting 
rosa 

was 
‘edar 
ould 
inted 
bility 
ating 


was 
ision 
hich 
e in 
ipals 
is of 





pecember 21, 1935 


AMERICAN LUMBERMAN 


Reduced Rail Rates in Effect 


Southern Rates in Effect Dec. 12 


[Special telegram to AMERICAN LUMBERMAN ] 

WasuHincTon, D. C.; Dec. 18.— Reduced 
lumber freight rates from Southwestern terri- 
tory became effective Nov. 25. Reduced rates 
from southern territory east of the Mississippi 
River have been delayed because of Fourth Sec- 
tion difficulties, but the Interstate Commerce 
Commission has just approved temporary 
Fourth Section relief, which will permit re- 
duced rates to be effective without regard to 
the Fourth Section rule. Southern carriers’ 
representatives announced that reduced rates 
hecame effective as of Dec. 12. 


Gulf Exporters Protest Boost in 
Log Rates 


New Orveans, LA., Dec. 16.—Protests have 
been voiced by hardwood log exporters to the 
proposal by the Gulf-French Atlantic- Hamburg 
Range Steamship Conference, which would 
place an ocean rate of 3714 cents per 100 pounds 
on logs effective Jan. 1. The new rate would 
mark an advance of 10 cents, and would place 
the rate from the Gulf at 12% cents above the 
25 cent rate from North Atlantic ports. Ex- 
porters asked that the present rate be not raised 
prior to a similar increase in rates from North 
Atlantic ports, asserting that a 12% cent dif- 
ferential against Gulf log exporters would de- 
stroy their export trade. Exporters asserted 
they are experiencing difficulty in securing con- 
firmations for shipments to go forward after 
Jan. 1 


Other Changes Likely in Rates 
to Middle Atlantic 


New York, Dec. 16.—Local shippers are ab- 
sorbed by the problem of attempting to bring 
order out of the present chaos in freight charges 
of the lumber carriers both by rail and water, 
traced primarily to the initiative of the far 
western roads in cutting 20 percent from the 
transcontinental rates to points east of the In- 
diana-Illinois line. This was followed by a 
similar drop in freight charges from the South 
to the northern markets, to check the inroads 
of the West Coast woods at the northern and 
eastern centers. These cuts did not apply in 
the central Atlantic Coast area, and the North 
Carolina pine and hardwood shippers in that 
section have been up in arms against this ap- 
parent discrimination. Their protest resulted 
in a conference of railroad freight officials last 
week at a Buffalo hotel, to consider plans for 
rate revisions to bring the charges in that sec- 
tion into better balance with the rest of the 
country. A prominent local wholesaler, in dis- 
cussing this complex freight situation with the 
AMERICAN LUMBERMAN today, expressed the 
thought that the Western railroads “started 
something that will not end until freight 
charges on lumber from all sections strike a 
common and lower level.” “The fact is,” said 
he, “that the big cut in rates from the West 
Coast was opposed by most of the eastern 
lines, for they were sure to lose much of the 
back-haul business moving from the intercoastal 
boats at the seaboard. These eastern officials 
are now looking into this problem, and it will 
not be surprising if they start a counter move 
to revise eastern back-haul rates in an effort 
to regain the territory lost to them when the 
20 percent cut in transcontinental rates came 
into force. We are concerned also with pos- 
sible changes in water rates from the West 
Coast. You knows that the ‘Conference’ rate 
is $12.50, but foreign ‘tramps’ loading at 
British Columbia ports, make independent rates 
$1 to $3 below our standard. And now comes 
a new American line that has bought two boats 
to run in the intercoastal trade. It openly quotes 
a rate of $11 to move lots of one million feet 
or more. Our freight problem is still complex.’ 


Southeast Rates in Effect 


New Or.eEans, La., Dec. 16.—Reduced freight 
rates on southern pine and other southern lum- 
ber from Mississippi Valley and the Southeast 
to northern, central and eastern territories, ap- 
proved by the railroads and the Interstate Com- 
merce Commission, became effective Dec. 12. 
A. G. T. Moore, traffic manager of the South- 
ern Pine Association, commenting on this an- 
nouncement, said that the reduced rates are in 
similar proportion to the reductions granted on 
lumber from the: Southwest, which became 
effective Nov. 25. These new rates on south- 
ern lumber, he said, will accord the lumber mills 
located both west and east of the Mississippi 
River reductions which will in part offset the 
transcontinental lumber rate reductions from 
the Pacific Coast. 


Tax Increases Make Higher 


Terminal Rates Necessary 


Los ANGELES, Ca.iF., Dec. 14.—Lumber ter- 
minal operators of Los Angeles and Long Beach 
Harbor have just filed an application with the 
California State Railroad Commission for in- 
creased rates for the handling of lumber. 
Grounds for the requested increase are given 
as Governmental ‘ ‘experiments,” bringing many 
heretofore unknown forms of taxation. It is 
set forth that wages have been substantially 
increased and hours greatly shortened, with the 
result that a 25 to 40 percent increase in labor 
costs has taken place. 

In the words of the application, “the economic 
condition of the nation and the experiments of 
the Federal and State governments to provide 
relief and employment for the unemployed, are 
burdening applicants with many forms of taxa- 
tion heretofore unknown in the business of these 
applicants ‘ these taxes, too,” it is declared, 

“must be prov ‘ided by applicants by increase in 
rates and charges on forest products handled 
over the terminals.” 

The applicants included: John E. Marshall 
(Inc.), E. K. Wood Lumber Co., Patten-Blinn 
Lumber Co., Outer Harbor Dock & Wharf Co., 
Charles R. McCormick Lumber Co. of Los 
Angeles, Kerckhoff-Cuzner Mill & Lumber Co., 
Hammond Pacific Trailers (Ltd.), General 
Dock Co., Gripper & Haglind (Inc.), Consoli- 
dated Lumber Co., and and J. | H. Baxter & Co. 


To Issue New Cypress Rate 


Book 


JACKSONVILLE, FLa., Dec. 18.—Members of 
the Southern Cypress Manufacturers’ Associa- 
tion were advised by T. M. True, secretary, 
Dec. 6, of information received that date by 
wire that “reduced rates on lumber from the 
South to Official Territory . will be pub- 
lished today and will become effective Dec. 12.” 
Advising that an amendment to the association’s 
Rate Book will be published as quickly as possi- 
ble showing just what reductions are involved,” 
Mr. True said: 

It should be clearly understood that the 
reduced rates effective Dec. 12 are subject 
to a minimum carload weight of 50,000 pounds 
for cars 41° 6” and less in length, and if cars 
over 41’ 6” in length are used, the minimum 
weight based on the reduced rates will be 
60,000 pounds, but in no case will the charges 
based on the reduced rates at higher mini- 
mum weights exceed the charges based on 
the present rates at present minimum 
weights. 


Southern Hardwood Rates Cut 


MEMPHIS, TENN., Dec. 16.—New hardwood 
rates from southern territory to the North and 
East, to equalize the rates recently established 
from Pacific coast points, became effective Dec. 
12, according to the announcement of C. A. New, 
secretary-manager of the Southern Hardwood 
Traffic Association. The new rates mean large 
reductions for southern shippers. 
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CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LA. 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 














BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 




















= = = 


Fig. 3.—Cross section through arches 

of two types used in building at For- 

est Products Laboratory. The lower 

picture represents the type under 
test in Figure | 





Reflecting the serious interest in 
modern glued laminated and com- 
posite construction that is begin- 
ning to manifest itself in building 
circles, the U. S. Forest Products 
Laboratory at Madison, Wis., a few 
months ago erected a large service 
and storage building of plywood 
supported by glued arches. [Arti- 
cle in regard to this appeared in 
the issue of April 27, 1935, pages 
38-39—Enprror. ] Later develop- 
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Latest Developments in 


GLUED-ARCH CONSTRUCTION 


By T. R. C. Wutson, Senior Engineer, Forest Products Laboratory, Maintained at Madison, Wis., by the 
Forest Service, U. S. Department of Agriculture, in co-operation with the University of Wisconsin, 


shown in Figure 1, this page, in 
which deflection measurements are 
being taken on one of the solid 
laminated arches that is now un- 
dergoing time-loading tests. 

The exterior view of this test, 
begun last month, is shown in Fig- 
ure 2. Three hundred and fifteen 
sand bags totaling 31,500 pounds 
in weight are distributed directly 
above the arch being measured in 
Figure 1. This load is 50 percent 
in excess of that which would be 
carried by the arch under a load 
or drift of snow weighing 30 pounds 
per square foot, which is the load- 
ing for which the structure was de- 
signed. Under this load the deflec- 
tion of the roof peak is about 1-1/10 
inches, and the spreading outward 
at each shoulder of the arch is ap- 
proximately % inch. Accurate 
measurements taken over a period 
of several weeks indicate there will 
be little further deformation. La- 
boratory engineers, however, plan 
to check this by continuing the 
load and observations for several 
months. 

The arch carrying the load is 
one of five built to identical speci- 
fications. It was formed by assem- 
bling a group of thin boards with 
water-resistant casein glue and 
bending them against a form of 
the required curvature, where the 
assembly remained clamped until 
the glue had set, after which simi- 
lar groups were added until the 





Fig. 4.—Laminated wooden arches in 
community gymnasium and assembly 
hall at Peshtigo, Wis.; span 64 feet 





ments indicate that this lead is to 
be increasingly followed in varied 
types of commercial construction. 
In fact one company recently or- 
ganized is devoting its entire at- 
tention to the building of laminated 
glued arches. 

An interior view of the Forest 
Products Laboratory’s Building is 





required total thickness was at- 


tained. Figure 3 includes a cross- 
section of one of these arches. 
Glued laminated construction of 


this general type has been widely 
used during the past quarter cen- 
tury in several European countries. 

Latest developments in the 
United States in which laminated 





Fig. 6.—Ornamental curved laminated 
beams for ceiling of college chapel 
at Menominee, Mich.; span 28 feet 


wooden construction is employed 
are shown in Figures 4 and 5. 
Plans for a $350,000 high school 
now under construction in Racine, 
Wis., include laminated wooden 
arches of 60-foot span for support- 


arches of 58-foot span over the 
gymnasium. 

Types and occupancies of Euro. 
pean structures in which laminated 
wood construction has been em- 
ployed vary widely. They include 





Fig. 2.—Exterior view of building 

with 315 sand bags in place imme- 

diately above the arch being meas- 
ured in Figure | below 


Fig. |.—Interior view of building at 
Forest Products Laboratory, Madison, 


Wis., showing arch under test. 
Measurements are made of deflection 
at the center, and at the quarter 
points of the 45-foot span; also of 
the spread of the arch and walls at 
a point 10 feet above the foundation 





ing the roof of the gymnasium. 
Laminated beams of 38-foot span 
will carry the ceiling of the music 
room in this building. The Gibral- 
tar Union Free High School at 
Fish Creek, Wis., a project under 
contract, will use laminated wooden 


erection forms for stone and con- 
crete arch bridges, railway passen- 
ger and freight stations, passenger 
platforms, train sheds, tennis halls, 
dairy barns, warehouses, airplane 
hangars, foot bridges, riding acade- 
mies, sport halls, engine houses, 














Decem ber 





theatre: 
toriums 
other f 
Amo 
may b 
glued 
follow' 
terial 


S 


To 1 
ber A 
letter 
tary oO 
dent o 
attent! 
is un 
facts. 
said : 

Ret 
tisem 
cals « 
noun 
birth 
indus 
capti 
Tow! 

Th 
the ; 
steel 
railr 
at tk 

impl 
copy 

publ 
cons 
forn 
T) 
vige 
met 
the 
and 
T 
are 
kno 
tru’ 
is t 
on 
pet 
tea 
fol 
adi 
I 
me 
tio 
of 








21, 1935 


IN 


by the 


-Onsin, 


ver the 


f Euro- 
minated 
en em- 

include 





ir test, 
flection 
Quarter 
also of 
walls at 
indation 





| con- 
assen- 
enger 
halls, 
rplane 
acade- 
ouses, 


is 








December 21, 1935 





theatres, audi- 


gymnasiums, 
toriums, chemical plants and 
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the checking and warping 
involved in the seasoning of 


material produced from small trees 
can be utilized; laminations can be 
so arranged as to minimize the ef- 
fect of defects; the tapering of 
members so that their cross sec- 
tions at various points in the length 
are no greater than required by 
the imposed loads results in econ- 
omy of material; more artistic ap- 
pearance may be attained than with 
some other types of construction. 
Lower, and consequently in some 
instances thinner, side walls, to- 
gether with reduction of waste 
overhead space and resultant sav- 
ing in heating and air condition- 





Fig. 5.—Laminated wooden arches in 
dance pavilion at Hofa Park, Wis. 





ing, are additional advantages cited 
for arches of the type shown in 
Figures 1 and 4. 

Investigations directed toward 
the adaptation of laminated wooden 
construction to American practice 
and to putting the design of such 
construction on a sound engineer- 
ing basis are being carried on at 
the Forest Products Laboratory, 
and a_ publication dealing with 
them is planned for issue in a few 
months. Among the subjects un- 
der investigation are the effect on 
curved members of stress in bend- 
ing to shape, stresses for use in de- 
sign, correlation of stresses with 
defects and strength of laminations 
and with the arrangement of lami- 
nations, fire resistance of laminated 


other factories. large pieces; larger and members, behavior under long 
Among advantages that longer members than are continued loads, and other engi- 
may be cited for laminated generally available as single neering determinations which will 


pieces are 
members of 


glued construction are the 
following: Drying of ma- 
terial in small sizes avoids 


made _ possible; 
any 
curvature may be provided; 


develop laminated arch design for 
its most efficient service to Amer- 
ican users. 


desired 


Should Respect Ethics of Advertising 


To members of the National Hardwood Lum- 


ber Association, have been sent copies of a 
letter addressed by John W. McClure, secre- 
tary of the organization, to W. A. Irvin, presi- 


dent of the United States Steel Corp., in which 
attention is called to what Mr. McClure believes 
is unethical advertising, unwarranted by the 
facts. In his letter to Mr. Irvin, Mr. McClure 
said : 

Reference is made to your recent adver- 
tisement published in Time and other periodi- 
cals of national distribution, wherein you an- 
nounce the centenary of Andrew Carnegie’s 
birth, using a full page portrait of that great 
industrial leader, opposite a page of copy 
captioned, “He Came to a Country of Wooden 
Towns and Left It a Nation of Steel.” 

The hardwood lumber industry, which in 
the aggregate is a large customer for your 
steel products used principally in logging 
railroads and logging equipment, is incensed 
at the unfair and unwarranted inferences and 
implications contained in your advertising 
copy, evidently designed to prejudice the 
public mind against the use of wood in the 
construction of vehicles, homes and other 
forms of building. 

The purpose of this letter is to express a 
Vigorous protest against such advertising 
methods, directed toward the destruction of 
the lumber industry, upon which the welfare 
and livelihood of millions of people depend. 

The ethics of good advertising principles 
are well established and are presumably 
known to you. One of the first principles is 
truthfulness in advertising copy, and another 
is that an advertiser should offer his product 
on its own merits without mentioning a com- 
petitive product by name or attempting to 
tear down competitors; in other words, to 
follow constructive rather than destructive 
advertising methods. 

Measured by such principles, the advertise- 
ment in question is unworthy of a corpora- 
tion regarded as one of the industrial leaders 
of the nation, and is most inappropriate when 


with the great name of 
Andrew Carnegie, whose birth centenary was 
the occasion for your published statements. 

The very caption of your advertisement 
carries a false inference, because it is well 


used in connection 


known to you and to your readers that the 
wooden homes in the towns which Andrew 
Carnegie found on his arrival in America 


have not been replaced by steel residences. 
It is not on record that the great captain of 
industry built a steel home for his own use 
during his lifetime. 

The inference which your advertisement 
apparently intended to convey to your read- 
ers, that wood is a symbol of backwardness 
and primitive civilization, is a blow below- 
the-belt to the lumber industry, and violates 
all the principles of sound advertising ethics 
and of good sportsmanship. 

The lumber industry does not fear the com- 
petition of steel in residential construction, 
where wood stands pre-eminently as the most 
practical, economical, easily adaptable and 
readily available material, satisfying the in- 
herent love of the human race for wood, which 
has been supplied by nature in such abun- 
dance and in such variety of species, suitable 
for every purpose where strength, durability, 
comfort and beauty are requisites. 

Your right and privilege to make all the 
favorable representations of your own pro- 
ducts as may be justified by facts in offering 
your goods to the public, is recognized and 
respected. 

Lumbermen do not take issue with you 
concerning your very proper desire and right 
to sell your product to the housing trade or 
to other wood-using industries, so long as 
you refrain from adverse references to wood, 
and from invidious and unwarranted impli- 
cations reflecting on the merits of wood. 

It is the desire of the lumber interests that 
you discontinue the use of unfair and un- 
ethical practices in your advertising which 
are designed adversely to affect the demand 
for lumber and wood products. 

An expression from you on this subject is 
requested. 
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is now ready and we shall be 
glad to send you samples, 
prices and full particulars. 
LUMBER COMPANIES are 
finding Peacock Wallpaper a 
profitable line to handle. 

WRITE TODAY. 


LENNON 


WALLPAPER COMPANY, 


\ JOLIET ILL. 4 



































c We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 





anne We also invite orders for Northern Pine, Spruce, 
Flooring Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Amociation “Peerless Brand” Rock Maple, Beech and Birch flooring. 


Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 


Chicago Office: N. J. Clears Lumber Co., 
Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 

















YO U R REQUIREMENTS FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 
BROWN ASH — HEMLOCK 
SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 
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New Crossarm Company 
Incorporated 


CENTRALIA, WasH., Dec. 14.—Reid Hub- 
bard, Centralia lumberman who recently pur- 
chased the Northwest Forest Products Co.’s 
planing mill in Portland, Ore., has incorporated 
the Oregon Crossarm Co. to operate the plant. 
B. S.. Handwork, of Chicago, is president of 
the company. R. C. Boozer, also of Chicago, 
is secretary-treasurer. Mr. Hubbard is vice 
president and manager. He expects the plant 
to be operating by the first of the year. 





Greatest Bridge Across Missis- 
sippi River Opened to Traffic 


New Oreans, La., Dec. 16.—The longest 
railroad bridge in the world, the greatest of the 
twenty-nine bridges spanning the Mississippi 
River, the Huey P. Long bridge was opened 
to rail, highway and pedestrian traffic here to- 
day in impressive ceremonies, the triumphant 
climax to decades of work, persistence and faith 
that finally silenced the “can’t be done” boys. 
To the Southern Pacific Railroad it means the 
saving of an hour’s running time between New 
Orleans and points west, for the car ferry may 
now be discarded. To the highway users it 
means a toll-free, unbroken span across the 
Father of Waters, speeding traffic on U. S. 90 
—the Old Spanish trail between St. Augustine, 
Fla., and San Diego, Calif.—which just above 
New Orleans crosses U. S. 61 and 65, the Jeffer- 
son Trail to Winnipeg in Canada. 

And to the lumber industry it already has 
meant a market for great quantities of wood in 
various forms. For construction of the sand 
islands on which the pier foundations rest, far 
below the surface, 189,034 lineal feet (almost 
thirty-two and a half miles) of piling were re- 
quired, besides the 131,500 cubic yards of sand. 
Around the piers to prevent the disastrous ero- 
sion for which the river is famous, 537,500 
square feet of mattress protection was placed, 
requiring more thousands of feet of lumber. 
And up on the surface of the bridge itself went 
3,500,000 board feet of timber decking. The 
wood used was, of course, largely southern pine, 
although some hardwoods and West Coast 
woods were also employed. 

This $13,000,000 eight-span cantilever bridge 
is 4.4 miles long, of which a 3,524-foot length 
extends across the river itself at a height of 
35 feet above high-water level: the longest 
span is 709 feet. At the central pier the depth 
of water is 80 feet and the bottom of founda- 
tion 90 feet below that; from the bottom of the 
central pier’s foundation to the top of the sup- 
erstructure is 409 feet, the height of a 36-story 
building. It is 73 feet wide, with an 18-foot 
roadway, and a 2'%-foot pedestrian walk on 
either side of the double railroad tracks. 

The Reconstruction Finance Corporation ad- 
vanced the $13,000,000 necessary to start and 
complete the bridge, back in 1932; the Louisi- 
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ana Highway Commission contracted to pay $7,- 
000,000 for the consideration of a toll-free 
bridge; and the Southern Pacific Co. will pay 
tolls for its use of the center of the bridge. 





Re-opens Washington Mill 


RayMonD, WasuH., Dec. 14.—The Hart- 
Wood mill here, idle for some time, has been 
reopened by a new company, with Al Hart as 
manager. In addition to Mr. Hart, the or- 
ganizers of the new company include H. N. An- 
derson, of Aberdeen, and other associates. For 
the present, the company is purchasing its logs 
in the open market and is taking the log output 
of Everett Rogers. Plans call for a long-term 
operation of the mill, according to Mr. Hart. 
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Standard for Oak Flooring 
Grades Proposed 


Wasuincton, D. C., Dec. 16.—The Bureay 
of Standards, United States Department of 
Commerce, is sending to producers, distributors 
and users of oak flooring for their considera- 
tion a “proposed commercial standard for oak 
flooring, TS—2194, dated Dec. 6, 1935.” This 
covers standard grading rules for oak flooring 
as submitted by the National Oak Flooring 
Manufacturers’ Association. Being advised by 
the association that these grading rules have 
been in use about fifteen years as a basis for 
grade-marking, the bureau feels that a general 
conference is unnecessary. 


Launch Cook County Association 


Announcement has been made of the forma- 
tion of the Cook County Retail Lumber Deal- 
ers’ Association, after several weeks of work 
in getting it into active operation. After the 
NRA went into effect in June, 1933, the activi- 
ties of the Chicago Retail Lumber Dealers’ 
Association (Inc.) were suspended. On July 1 
of that year the affairs of the retail lumber 
trade in Chicago and Cook county were taken 
over by the Retail Lumber Code, and continued 
under this plan until the NRA’s invalidation 
by the Supreme Court last May. When the 
administrative affairs of the Retail Lumber 
Code were terminated in June of the current 
year, it was decided to form an entirely new 
retail lumber trade organization, and the fol- 
lowing men named to draft articles of associa- 
tion for the new voluntary body: John J. Chal- 
mers, secretary of Lord & Bushnell Co., chair- 
man; J. A. Bishop, vice president, Bishop Lum- 
ber Co.; I. Callner, treasurer, Joseph Lumber 
Co.; J. W. Embree, Jr., president of Ritten- 
house & Embree Co.; John E. Moeling, vice 
president of Sterling Lumber & Supply Co.; 
A. A. Siegel, president, Siegel Lumber Co., 
and Earl L. Weinstock, president of Winnetka 
Coal-Lumber Co. 


The organization committee felt the impor- 
tance and the urgent need of forming a trade 
association to safeguard the interests and to 
promote the welfare of the retail lumbermen of 
Chicago and Cook county. Since 1869, there 
has been a lumber trade group in existence, 
and it was felt that in these highly competitive 
times there was dire need of stabilized markets 
and honest co-operation. A meeting of the 
members of the association was called, and the 
following trustees were elected: 

Terms expiring in July, 1936—Ross W. 
Beatty, treasurer I. N. R. Beatty Lumber Co.; 
Fred H. Beckman, secretary Hegewisch Lum- 
ber & Supply Co.; Charles W. Jacob, presi- 
dent John Bader Lumber Co., and Earl L. 


Weinstock, president Winnetka Coal-Lumber 


Co. 
Terms 


expiring in July, 1937—Sangston 


Hettler, president Herman H. Hettler Lum- 
ber Co.; John E. Moeling, vice _ president 
Sterling Lumber & Supply Co.; L. E. Rollo, 
president Chicago & Riverdale Lumber Co., 
and A. A. Siegel, president Siegel Lumber Co. 

Terms expiring July, 1938—J. A. Bishop, 
vice president Bishop Lumber Co.; I. Callner, 
treasurer Joseph Lumber Co.; J. J. Chalmers, 
secretary Lord & Bushnell Co., and J. W. 
Smbree, Jr., president Rittenhouse & Embree 
Co. 


Soon after their election, the trustees met 
in the association’s headquarters at 30 North 
LaSalle Street, and elected the following offi- 
cers who will serve until July, 1936: 

President—J. W. Embree, Jr. 

Vice president—John J. Chalmers. 

Treasurer—I. Callner. 

Secretary—George W. Keehn. 





The Board of Trustees met again, and ap- 
pointed the committees below to serve until 
July, 1936: 

Committee on wholesale market costs and 
merchandising costs—John E. Moeling, vice 
president Sterling Lumber & Supply Co., 
chairman; I. Callner, J. J. Chalmers, Henry S. 
Embree, vice president Rittenhouse & Em- 
bree Co., and A. A. Siegel. 

Membership committee Peter DeVries, 
president S. J. DeVries Co., chairman; Charles 
W. Jacob, L. E. Rollo, M. A. Samuels, secre- 
tary Douglas Lumber Co., and Earl L. Wein- 
stock, 


Labor committee—John Claney, president 
Lord & Bushnell Co., chairman; Peter De- 
Vries, Frank J. Heitmann, president Heit- 
mann Lumber Co., Sangston Hettler, and 
Samuel Joseph, president Joseph Lumber Co. 


Committee on lumber promotion—Charles 
W. Jacob, chairman; Ross W. Beatty, Robert 
O. Butts, president 59th Street Lumber Co.. 
I. Callner, John E. Moeling, A. A. Siegel and 
Earl L. Weinstock. 

Legislative committee—J. A. Bishop, chair- 
man; Fred H. Beckman, R. J. Dickerson, vice 
president A. T. Stewart Lumber Co., Samuel 
Jensen, secretary Illinois Interior Finish Co., 
and Samuel Joseph. 
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Carpenter-Hixon Company, Limited 
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The McCloud River Lumber Company 
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Shevlin-Clarke Company, Limited 
Fort Frances, Ontario 
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Bend, Oregon 


— 














ine Sales Company 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 


EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 
NEW YORK CHICAGO 


1206 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 
Mohawk 4-9117 Telephone Central 9182 


SAN FRANCISCO TORONTO 
1030 Monadnock Bldg. 1512 Metropolitan Bldg. 
Kearney 7041 Elgin 9971 





ST Se 








SPECIES 


NORTHERN (Genuine) WHITE PINE 
(PINUS STROBUS) 


NORWAY OR RED PINE 
(PINUS RESINOSA) 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 
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tically obliterated West Coast exports to British 
markets; and to seek concessions for American 
jumber in the trade agreements which remain 
to be negotiated. 


Favorable Honduras Tariff 
Rate Continued 


[Special telegram to AMERICAN LUMBERMAN] 


WasuincTon, D. C., Dec. 19.—In the trade 
agreement between the United States and Hon- 
duras, just announced, favorable rates on tim- 
ber, boards, planks, etc., which accounted for 
$506,000 in 1929 and $401,000 in America’s 
1934 export trade, are to be bound against any 
increase. 


Barrier Still Substantial, Think 
Canadians 


VANCOUVER, B. C., Dec. 14.—At a meeting re- 
cently, directors of the British Columbia Lum- 
ber & Shingle Manufacturers’ Association ex- 
pressed their general approval of the new 
Canadian-American trade agreement, although 
many members of the association are concerned 
over restriction by quota on hemlock and fir 
imports to 250 million feet. 

With Maj. Leonard R. Andrews in the chair, 
in place of President Thomas Wilkinson, who is 
looking to the interests of the British Columbia 
Lumber & Shingle Manufacturers’ Association 
at Ottawa, the meeting discussed concessions 
made by the new pact for lumber, in the light of 
former practice. 

The peohibitive tariff of $4 a thousand feet 
imposed on Canadian lumber in 1932 practically 
excluded exports to the United States since 
that date, and the 50 percent reduction under 
the new trade agreement still leaves a tariff of 
$2, comrsidered by association members to be a 
substantial duty. It was pointed out also that 
the footage stipulated to come under the reduced 
tariff is only about 40 percent of the amount 
exported to the United States in 1929. 

The quota of 250 million feet, export of which 
will mean payment of $500,000 annually’ to the 
United States Government, is only about 10 
percent of the normal production in British 
Columbia, and is less than 3 percent of the 


total normal consumption of ‘softwoods in 
America. 

“We do not consider that this comparatively 
small export from Canada should adversely 


affect the interests of American softwood pro- 
ducers,” Maj. Andrews stated in answer to pro- 
tests from American manufacturers and opera- 
tors. “In general, the lumber industry of Brit- 
ish Columbia is very pleased to see the broad- 
ening of trade in the offing, and a lowering of 
artificial restrictions.” 


No Real Reciprocity While 
Empire Markets Closed 


SEATTLE, WASH., Dec. 14.—Col. W. B. Gree- 
ley, secretary-manager West Coast Lumber- 
men’s Association, has challenged the implica- 
tion in press stories, based on continued good 
business coming to the lumber industry of this 
section, that his association is now admitting 
that the reduction of $2 per thousand board feet 
on 250,000,000 feet of fir and hemlock from 
British Columbia, is not retarding buying, and 
hence that little or no harm will come to the 
industry from ihe importation of this lumber. 
In this connection, Col. Greeley said: 

The West Coast Lumberman’s Association 
has made no such statement or admission. This 
association has refrained from comment on the 
trade agreement since its first announcement. 
[he agreement must be ratified by the Cana- 
dian parliament and will not become effective 
until Jan. 1, 1936. 

Our association in the meantime is trying to 
have the United States government limit, in 
the interests of market stability, the amount of 
lumber to be imported under the reduction— 
250,000,000 feet—to 25,000,000 feet a month. 


Sor BRIGHT LUMBER Speci/y 


“ DOWICIDE - 


TTREATED” 


The natural grain and color of the wood is fully pre- 
served. No sap stain...no mold... no objection- 


able brownish cast. 













S ee What a 
Difference 


DOWICIDE madel! 


The boards on the right 
were untreated — note 
the heavy sap stain. 
The boards below were 
treated with DOWICIDE. 
See how bright and free 
from stain they arel 





Manufactured 
by The 
DOW CHEMICAL CO., 
Midland, Mich. 








BRIGHT LUMBER 


DOWICIDE’S advca- 
tages of greater perma- 
nence and effectiveness 
in both stain and mold 
control, its ease of ap- 
plication, low cost, con- 
venient warehouse 
stocks — have made it 
the logical choice of 
dealers who pride them- 
selves in furnishing their 
customers thoroughly 
bright lumber. 


Write for copy of folder giving specifications 
for inexpensive treating equipment and fur- 
ther information on DOWICIDE. 


Distributed and Serviced by 


A.D. CHAPMAN & COMPANY 


New Orleans, La. 


Chicago, Ill. 











At the same time, we are also trying to have 
the part of this lumber which will move by 
water restricted to either Canadian or Ameri- 
can tonnage, to eliminate the lower cost world 
tonnage now available to British Columbia man- 
ufacturers and denied Washington and Oregon 
shippers by American marine laws. American 
shippers must use American vessels between 
American ports. Canadians may use any ves- 
sels obtainable to the same ports. Frequently 
the difference in cost is several dollars per 
thousand board feet. 

We are also endeavoring to have the Admin- 
istration take an active interest in our loss to 
mills in British Columbia of foreign lumber 
trade within the British Empire during the 
past five years. These losses resulted from 
discriminatory tariffs. 

Our recommendation is that, when trade 
agreements are in process with Great Britain, 
Australia, or other countries within the Brit- 





ish Empire, the United States State Department 
secure for our mills equality of treatment, coun- 
try by country, with the mills in British Colum- 
bia. Then we could, through reciprocity, re- 
gain foreign trade within the empire to make 
room for the British Columbia lumber coming 
in here. 

While the quota of 250,000,000 feet is labeled 
by proponents of the treaty as insignificant 
when applied to British Columbia, this amount 
of lumber is over three times the 1934 sales of 
Washington and Oregon mills in all British 
Empire markets. Our mills sold 550,000,000 
feet in these markets in 1929, and but 70,000,000 
feet in 1934. British Columbia mills sold 150,- 
000,000 feet in 1929, to these same British Em- 
pire nations, and 625,000,000 feet in 1934. 

It is wholly indefensible “reciprocity” to open 
the American markets to Canadian mills, and 
keep the British Empire markets practically 
closed to our mills. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Dec, 16.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Dec. 7, and for forty- 


nine weeks ended that date, covering mills whose statistics for both 1935 and 1934 are available; also percentage comparison with statistics for 
identical mills for the corresponding period of 1934: 


TWO WEEKS: 
Softwoods: 

PE PEs ca6cevecnceceseveooesenvons e 
OS Se ere rer ren Cueeen 
EE Mn cnnnae end oedeeeeee ee oneeekenes 
COlILOPRIA ROGWOOG..cccccccccccccece . 
cc cosas achereeenereheséeeus 
i ace cneenr eer en ee eee Cenebes ee 
Northern Hemlock.... 


ee 


Total softwoods 
Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods 


Tee eee eee eee eee eee ee ee 


OCCT CTC CCT TT Te 
GEGRE WBbeccccccece 


FORTY-NINE WEEKS: 

Softwoods: 

OE eS Te 
ee Gc ceceses 
Western Pine 
California Redwood 
Southern Cypress 


ee 


Total softwoods 
Hardwoods: 
Southern Hardwoods* 
Northern Hardwoods 


CCC oe 


re 


Total hardwoods 
Pt sh .ceenuden decease kauennnewse 
*Recent reports estimated. 


eee eee eee ee ee ee 


TUnits of production 


Av. No. Production Percent Shipments Percent Orders Percent 
Mills 1935 of 1934 1935 of 1934 1935 of 1934 
123 65,049,000 169 61,340,000 136 59,775,000 138 
201 186,561,000 138 174,565,000 139 203,313,000 137 
112 98,639,000 185 86,662,000 113 94,811,000 127 
14 15,888,000 120 12,808,000 125 15,820,000 171 
12 4.740.000 276 655,000 139 4,773,000 105 
7 100,000 333 3/969,000 86 3'904,000 7 
16 2,090,000 141 1,507,000 150 1,713,000 166 
485 373,067,000 153 346,506,000 129 384,109,000 134 
68t 16,114,000 169 14,480,000 109 16,326,000 100 
16 2°797,000 152 3,288,000 156 4,080,000 192 
84 18,911,000 167 17,768,000 115 20,406,000 111 
553 391,978,000 154 364,274,000 129 404,515,000 133 
147 1,434,955,000 130 1,536,481,000 138 1,551,465,000 139 
201 3'720,916,000 114 3'875,427,000 126 3'949.466,000 126 
112 2'555,806,000 138 2'406,616,000 133 2'459.480,000 138 
15 330,524,000 104 339,368,000 115 348,509,000 129 
15 103,764,000 190 132'738,000 122 119,286,000 120 
7 92°948'000 124 89/118,000 86 84,608,000 86 
21 97,345,000 171 78,210,000 136 79,722,000 149 
"518 8,336,258,000 124 8,457,958,000 129 8,592,536,000 131 
115 506,385,000 119 515,447,000 132 512,435,000 129 
21 90,722,000 115 101,823,000 142 105,053,000 150 
136 597,107,000 118 617,270,000 134 617,488,000 122 
633 8,933,365,000 124 9,075,228,000 129 9,210,024,000 131 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Dec. 16.—Following is a statement for six groups of identical mills and 
two groups of flooring factories of unfilled orders and gross stock footage on Nov. 23: 


Unfilled Orders 


Gross Stocks 





No. 

Softwoods— Mills 1935 1934 1935 1934 

TT POO cccecertccescecoe 125 73,233,000 52,790,000 449,727,000 477,758,000 
tn <1 “cnnes ckeeekewenas 201 380,453,00 305,549,000 1,002,221,000 1,266,067,000 
\.  ., > essere 112 158,118,000 78,958,000 1,464,660,000 1,304,386,000 
Southern Cypress ......seeeeee. 12 5,628,000 3,916,000 164,279,000 195,073,000 
i ie Aan ce0enseeee eee 7 5,184,000 5,857,000 129,298,000 142,838,000 
WOOTEROPR MIGMIOCSN .ccccccccccccs 9 2,192,000 1,016,000 66,257,000 61,652,000 

Total Softwoods ............ 466 624,808,000 448,086,000 3,276,442,000 3,447,774,000 

Hard woods— 

Southern Hardwoods ..........No Report 

Northern Hardwoods ......... 5 8,257,000 3,259,000 97,598,000 100,885,000 
Flooring— 
FET re 75 20,864,000 6,980,000 54,215,000 62,566,000 
Maple, Beech & Birch........... 16 4,018,000 3,345,000 16,253,000 15,898,000 





Heads Drive in East for 
Insulating Products 


St. Paut, Minn., Dec. 16.—Announcement 
has been made by the Wood Conversion Co. 
of the appointment of Henry G. Schmidt as 
manager of its New York district, with head- 
quarters at 155 East 44th Street, New York 
City. Mr. Schmidt, who has spent several suc- 
cessful years as a retail lumber dealer in Beth- 
lehem, Pa., and Newark, N. J., comes to the 
Wood Conversion Co. with a wide background 
of experience in the building industry. He is 
well acquainted along the entire eastern sea- 
board, having been associated in sales engineer- 
ing and sales promotion work with such con- 
cerns as Universal Gypsum & Lime Co., the 
Celotex Corp., Barber Asphalt Co. and the 
Barrett Co. In addition to his knowledge of 
operating methods of the dealers, Mr. Schmidt 
brings to this new connection an understanding 
of consumer selling and financing, as well as 
an appreciation of the problems of the architect, 
contractor and carpenter. 

The Wood Conversion Co., a Weyerhaeuser 
subsidiary, heretofore has concentrated the 
major portion of its activities in the middle 
West, having been successful in distributing 
almost its entire output in that territory. A 
large increase in plant capacity, however, now 
makes possible an intensive sales program in 
eastern markets for such products as Balsam- 
Wool Sealed Insulation and Nu-Wood Interior 
Finish treatment. Under Mr. Schmidt's direc- 





HENRY G. SCHMIDT, New York 
City; 

New York district 

Conversion Co. 


Manager Wood 


tion, a drive will be made to introduce the 
company’s products to eastern dealers. It is 
believed that the success of Balsam-Wool and 
Nu-Wood in the West, where dealers find them 
to be profitable items, can be duplicated along 
the eastern seaboard. 


West Coast Review 


[Special telegram to Amertcan Lomperman] 


SEATTLE, WasH., Dec. 18—The 201 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended Dec. 14 reported: 
Production 205,485,000 
Shipments 166,935,000 18.76% under production 
Orders 203,684,000 0.88% under production 

A group of 201 mills, whose production re- 
ports for 1935 to date are complete, reported 
as follows: 

Average weekly cut for fifty weeks: 

1934 66,952,000 


5 76,500,000 
Average cut for two weeks ended 
BE aetna redewscsewhoaee wees 102,742,000 


A group of 201 mills whose production for the 
two weeks ended Dec. 14 was 205,485,000 feet, 
reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Rail .. 59,942,000 76,957,000 105,989,000 
Domestic 
cargo... 71,456,000 83,745,000 194,831,000 
Export .... 18,184,000 25,629,000 96,313,000 
Local 17,353,000 17,353,000 





166,935,000 


203,684,000 


397,133,000 


A group of 201 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1934 and 1935 to date, reported 
as follows: 

Aver. for two 


weeks ended Aver. for 50 weeks énded 
Dec. 14, 1935 Dec. 14, 1935 Dec. 15, 1934 


Production 102,742,000 76,500,000 66,952,000 
Shipments 83,468,000 79,090,000 62,805,000 
Orders 101,842,000 80,840,000 64,476,000 





Makes Addition to Motor 
Assembly Plant 


Kansas City, Mo., Dec. 16.—Increased lum- 
ber consumption was foreseen as a natural con- 
sequence of the announcement last week by 
the General Motors Corp. that. it now is build- 
ing an addition to the Leeds assembly plant 
here, which will bring the 1935 building pro- 
gram up to approximately 150,000 square feet 
of floor space. The structure will tie the parts 
depot in with the Chevrolet and Fisher body 
plants. The building is the fourth unit added 
to the local plant this year. The present pro- 
gram has permitted the company to increase the 
monthly output from 11,000 to 14,000 units. 
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December 21, 1985 


Output in 1935 75 Percent 
Above Depression Low, But 
Only Half Pre-Depression 
Average 


WasuHINGTON, D. C., Dec. 21.—Lumber pro- 
duction in the United States in 1935 climbed 
back from the depression low record of 10 
billion feet in 1932 (about the same as in 1869!) 
to approximately 17/4 billion feet, as compared 
with 1514 billion feet in 1934, 14 billion feet in 
1933, and a normal production of 37° billion 
feet in 1929. In the last quarter of 1935, soft- 
wood lumber production was approximately 40 
percent greater than in the last quarter of 1934, 
and consumption during the last half of the 
year Was approximately 20 percent above that 
of the corresponding period of 1934. 

Residential building, which is the largest 
factor in lumber consumption, during the last 
part of 1935, was, in floor space contracted for, 
nearly 2!4 times that of 1934, and is expected 
next year to be double that of 1935, which 
would make it the largest year since 1929. Such 
an increase in residence building, if other factors 
show similar gain, would signify an increase of 
lumber production in 1936 to around 25 to 26 
billion feet, or about equal to the 1930 lumber 
output. The industrial demand for lumber has 
been gaining rapidly and all the signs point to 
an approximation of industrial consumption next 
year equal to that of 1931 and perhaps to 1930. 
Employment has been slowly gaining during 
the last part of 1935 and, with present tenden- 
cies, should begin to approximate in 1936 at 
least the “normalcy” of 1930-31. These fore- 
casts will be somewhat affected by the results 
of increased imports of lumber under the new 
Canadian-American trade agreement, which will 
become effective in January. 

Resumption of normal production by the 
lumber and timber products industries (saw- 
mills and logging operations, the most important 
in the forest products group) will be noticeably 
advantageous in some thirty States in which 
the forest industries are important. The lum- 
ber and timber products industry was in 1929 
the leading one in ten States in respect of the 
number of wage earners; it led in nine States 
in amount of wages, and in six States in the 
value of products. Despite the exceptional 
effects of the depression upon it, it is still the 
leading industry in eight States and the second 
in five States, the number of wage earners being 
the criterion. In Washington, in 1933, the lum- 
ber industry employed 45 percent of all the 
wage earners; in Oregon, 48 percent; in Missi- 
sippi, 41 percent; Idaho, 42 percent; Arkansas, 
38 percent; Louisiana, 27 percent; and New 
Mexico, 35 percent. 

The forest products industries (including 
lumber and its manufactures) is fifth in num- 
ber of wage earners in a national count of 
fifteen general industrial groups; seventh in 
payrolls, and ninth in total value of products. It 
is exceeded normally in the number of wage 
earners only by the food, textiles, machinery, 
iron, and steel groups. 

Up to seventy years ago, the Northeastern 
States led in lumber production; in the ’80s and 
90s the Lake States took the lead; at the turn 
of the century the South was in the van; and 
now leadership is conceded to the far western 
States. Washington and Oregon have been 
the leading lumber producing States since 1920, 
with Louisiana, Mississippi and California not 
far behind. California is now third on the 
list. Southern pine is the leading species in 
point of production; then come Douglas fir, 
Ponderosa pine, oak, and white pine. QO the 
hardwoods, gum ranks next to oak and maple 
is third. 

It is estimated that nearly 60 percent of all 
lumber goes into building and construction. 
Boxes and crates require about 15 to 16 percent; 
the railways directly use 8 to 9 percent, and 
exports absorb about 7 percent, leaving some- 
where around 11 percent for the fabricating in- 
dustries. Lumber is the major material used 
in residence building; approximately 80 percent 
of the residence structures of the United States 
are at least lumber framed. 
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Sap-gum boards below were LIG- 
NASAN dipped. Those on left were 
not dipped. Test conducted at 
Brown-Florida Lumber Company, 
Caryville, Florida. 





TESTS PROVE LIGNASAN EFFECTIVE 


e Dozens of tests such as shown above have proved 
LIGNASAN is sap-stain’s worst enemy. Stain fungi 
cannot readily penetrate the protecting film that cov- 
ers lumber after it is dipped in LIGNASAN solution. 


Used in cold solution, LIG- 
NASAN can be applied at 
any sawmill. Avoids incon- 
venience of steam coils 
and temperature control in 
the vat. Does not cause 
yellowing of the wood. 


Only 1 lb. of LIGNASAN is 
needed.to 50 gallons of 
water. Enough to protect 
4000 to 5000 board feet of 
lumber against sap-stain. 
Coupon will bring details. 


cuss) LIGNASAN 
GND 


629 Euclid Ave., Cleveland, Ohio 
R6.u.s patore 





Dip one-half the length of 50 freshly sawn, 
very sappy boards in LIGNASAN solu- 
tion. Leave other half undipped. Carefully 
mark boards for identification later and 
stackin lower part ofan air seasoning pile. 
Inspect when dry and note sap stain 
control on LIGNASAN - dipped ends. 


GENTLEMEN: Please send us more 
information and prices on LIGNASAN. 
This is not to obligate us in any way. 





Manufactured by 
Name E. 1. DuPont De Nemours & Co 
Wilmington, Delaware, for 


















— THE GRASSELLI CHEMICAL CO. 
City & State Founded 1839 Incorporated Cleveland, O. 
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Selling Wood to Government Agencies 


The author of this article says he has written it “simply be- 
cause I believe there are a great many people in the lumber 
business who have the wrong idea about the Government's 
attitude toward wood and about Government specifications. I 
have spent a lot of time during the last year and a half in 


The consensus among manufacturers of wood 
windows, frames and moldings is that the Gov- 
ernment is using far too many steel sash, and 
that something ought to be done about it. 

Somebody writes to his congressman. The 
secretary of some association writes a “strong” 
—perhaps discourteous would be a better word 
—letter to somebody who is allegedly connected 
with writing specifications for some Govern- 
ment project. Probably the letter is addressed 
to the wrong man in the first place. Then per- 
haps Mr. So-and-So, a big shot lumber manu- 
facturer, actually stops at Washington for a day 
during an eastern trip and spends 30 minutes 
talking to Col. Whoosis. He comes away 
much disgusted with the situation. 

All this disjointed, contradictory, unco-ordi- 
nated, inconsistent, illogical, unintelligent effort 
amounts to nothing. And the disgruntled lum- 
bermen complain about the injustice of Govern- 
ment specification writers and hint broadly they 
are probably bribed by the steel interests. 


Sales, Not Political, Approach Needed 


If the lumber industry wants to sell the 
Government, it had better approach the enter- 
prise as a sales problem and not as a political 
problem. That is the first thing to remember— 
forget politics. All the specification writers in 
the old established Government departments 
have been there for several administrations. 
Their jobs are not dependent on politics, and 
the opinions of some accommodating congress- 
man are of no consequence to them. 

Next, forget the bribery angle; it does not 
exist. It is not claimed that every single small- 
time inspector is proof against it but, generally 
speaking, bribery is out, a thing not to be con- 
sidered—not only because it would be degrading 
—but also because it would be ineffective. 

The way to sell wood to the Government in 
place of substitutes is simply a matter of intel- 
ligent salesmanship just like selling anybody 
else. Primarily it involves such old standbys 
as: (1) Knowledge of the product; (2) secur- 
ing favorable attention; (3) showing how prod- 
uct can be used to best advantage by prospect; 
and (4) consistent effort. 


Lumbermen Don't Know Own Product 


Compared to the steel interests, the wood 
people know practically nothing about their 
own product. The steel institute can answer 
almost any question put to it, and answer it 
authoritatively. A question about wood has as 
many answers as there are species, and many 
of the answers are contradictory. Furthermore, 
many of the answers thus far have been ob- 
viously dictated by self-interest on the part of 
a manufacturer or an association trying to 
secure an advantage for some particular species. 
_ Is there any wonder that the case for wood 
is beclouded and confused in the minds of Gov- 
ernment officials? It doesn’t matter how fair 
they try to be, they simply can not get accurate, 
authoritative, unbiased information about wood 
products. The result is when they write a 
specification for wood items, as often as not 
they include every species in Christendom so 
as to hurt nobody’s feelings, and consequently 
get a species unsuited to the purpose. Which 
again harms the reputation of wood as a genus. 


Can YOU Answer This One? 


Specific information about performance is not 
obtainable. Example: What is declination 
(bending) of wood sash 4 feet by 8 feet—24 
lights—244” thick with 434” rim all around in 
a gale of 60 miles an hour? A foolish problem 


[By T. I. Corddry| 


you say? Maybe, but it is important to the 
specification writer of the Navy Department. 
Thousands of lights of glass are broken each 
year by bending of steel sash in a high wind. 
Would wood sash bend more or less under the 
same conditions? Try and find out and see 
where you land. 

The only answer is a Wood Institute sup- 
ported by all species to study performance of 
all species without fear or favor, and to recom- 
mend only the kind of wood suited for each pur- 
pose (let the chips fall where they may). An 
institute operated for the benefit of wood as 
a material. An institute of research finding 
out more about wood, disseminating authori- 
tative information and developing new uses, new 
practices that would result to the advantage of 
wood and increase its public acceptance. 


Some Approaches Antagonize Officials 


That’s what you need, but it would take a 
Moses and a Bonaparte to get it for you. 

But to get back to Government business. 
Something was said about “favorable atten- 
tion” and that means “friendly attention.” You 
would not expect to call a buyer a fool, a cheat 
and a liar and then sell him a bill of lumber. 
Well, why try it with the Government? Those 
men over in Washington are human just like 
anybody else. Mainly they are conscientious 
and capable, particularly in the older depart- 
ments, such as the Army, Navy, Treasury and 
Veterans’ Bureau. Admitted some of the new 
departments are poorly organized and some of 
their specifications are unsound—but that is 
simply because they lack experience and con- 
fidence. To get “friendly attention” in their 
case, simply requires a little more diplomacy. 

The matter of showing how wood products 
can be used to best advantage is extremely 
important. It means supplying information 
about methods of construction, proper species, 
grades and dimensions for specific uses. The 
Government will welcome with open arms such 


Washington, and am personally acquainted with the specifica- 
tion writers of all the Government departments ; and I think my 
experience may be of some value to the lumber industry, | 
believe it will do some good to clear up some of the existing 
misapprehension about Government specifications.”—Eprrop, 


helpful information about wood, particularly if 
it is unbiased or supported by reliable evidence. 
They are skeptical because they have to be, 
Too many attempts to bulldoze them are made 
for them to be anything else. But they do want 
to know the facts. 


Presentation of Wood Arouses Doubts 


There is no prejudice in Washington against 
wood as a material. If there is a prejudice, 
it is against some of the tactics of lumber inter- 
ests, and against the contradictory information 
received from lumber sources. Information 
about steel is clean-cut, consistent, authoritative. 
Information about wood is confused, contradic- 
tory, inconsistent; therefore, it is all question- 
able. Yet, in spite of all that, many of the Goy- 
ernment specification writers, especially in the 
old established departments, still have a real 
preference for wood. This is due more to the 
warm, mellow nature of wood than to any warm, 
mellow salesmanship of lumbermen. Wood has 
always the tremendous advantage of being an 
organic material, a living material, opposed to 
steel, which can never be anything but inor- 
ganic substance. 


Supply Specifications That Keep Cost Down 


The kind of selling needed is aptly shown 
by a recent Government specification for a large 
project: Window frames, white pine with jambs 
of longleaf yellow pine or edge grain fir. From 
a utility viewpoint, not a bad specification, but 
a difficult one from the viewpoint of ordinary 
commercial practice, because it automatically 
eliminates most if not all of the large frame 
manufacturers. That means the cost goes ’way 
up. Asa result, the job will go to steel because 
there is no doubt that the specifications on steel 
sash are all worked out to provide the most 
economical unit to suit the purpose. 

With a little intelligent salesmanship by the 
wood people, these specifications could have been 
revised to provide a frame much better for the 
purpose than steel, and at a substantially lower 
cost. 


Congress to Consider Measures That 
Affect Industry 


WasuHuincton, D. C., Dec. 16.—The second 
session of the seventy-fourth Congress convenes 
on Jan. 3. A great many industrial measures, 
left unfinished at the last session, will be brought 
to the front again at this. Prominent among 
such legislation are the Walsh bill on Govern- 
ment contracts; the Connery 30-hour-week bill; 
the O’Mahoney bill, licensing all corporations 
in interstate commerce and having the very 
strong backing of the American Federation of 
Labor, to take the place of a permanent NRA; 
the Ellenbogen bill for a textile NRA, similar 
to the Guffey coal law; amendments to the Fed- 
eral Trade Commission Act—and a number of 
others. 

It is expected that the Walsh bill on Govern- 
ment contracts, introduced at the last session, 
will immediately be the center of active in- 
terest. It seeks to establish the wage and hour 
provisions of the old NRA Codes, by granting 
Government contracts only to firms that are 
living up to these provisions, and it further 
extends the field of such application by requir- 
ing certification that the persons from whom 
the principal contractors are buying their sup- 


plies are also living up to acceptable standards. 
In the absence of Code standards, the President 
is given the power to establish them. The 
framers of this legislation believe that it would 
prevent “chiseling,”’ and give some degree of 
control over unfair competition. 

The 30-hour-week bill will also receive keen 
consideration. This bill, which has had strong 
political support for the last few years, will 
now have an increased backing because of the 
impracticability of general NRA legislation. It, 
like the Walsh bill, does not deal with the whole 
question of competitive practices. It does not 
even attack the problem of low wages. It is 
concerned only with the short work-week. 

The strongest argument in behalf of this kind 
of legislation is that, in spite of all efforts, 
there remains a pool of unemployed, variously 
estimated at from four to eleven millions, and 
that one way to make an appreciable reduction 
in this pool is to spread all available work 
among a larger number of people. The only 
way to do this is to reduce the length of the 
work-week. Even if the objectives of this bill 
could be achieved in interestate commerce, its 
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application would have to await further deci- 
sions of the Supreme Court. 

Perhaps an increasing industrial opinion leans 
toward the furtherance of voluntary agreements, 
and the transfer to the Federal Trade Commis- 
sion of whatever functions of the NRA are nec- 
essary. It is thought to be the only clearly 
legal way to advance. 

The present machinery for handling volun- 
tary agreements is a makeshift one, entirely too 
cumbersome. It is certain that voluntary agree- 
ments will continue, but that legislation is nec- 
essary to extend them and to properly protect 
the public interest. It is believed by those most 
interested that such protection should be af- 
forded through transfer to the Federal Trade 
Commission of the necessary functions in regard 
to wage and hour agreements; by an increase in 
personnel of the commission; by a more careful 
definition of its functions and powers; and by 
writing more positive standards into the Act. 


AMERICAN LUMBERMAN 


Employees Make Complaint 
Under Labor Act 


Wasuincton, D. C., Dec. 16.—The National 
Labor Relations Board has announced that a 
complaint has been issued against the Greens- 
boro Lumber Co., Greensboro, Ala., through its 
tenth region office. The complaint is based on 
a sworn charge filed by the Lumber & Sawmill 
Workers Union, No. 2688, United Brotherhood 
of Carpenters & Joiners of America, alleging 
that the company discharged and locked out 
two employees because of their membership and 
activities in the union. It is further alleged that 
the company has coerced its employees in the 
exercise of their right to organize, and has 
refused to bargain collectively with the union. 
This is the first formal complaint against an 
Alabama concern issued under the Wagner- 
Connery Act. 


Well Known Producer Offers Treated, 
Paintable Lumber 


Crospy, Miss., Dec. 16.—Realizing the con- 
stantly increasing interest among distributors 
and users in the desirability of using treated 
wood to a larger extent than in the past, and 
appreciating the advantage of making a wide 
variety of treated lumber more easily available, 
the Crosby Lumber & Manufacturing Co. has 
added to the equipment of its treating plant 
here a cylinder for preserving wood with what 
is generally referred to as the “white treat- 
ment.” Included in the improvements to the 
plant here when the operations were taken over 
by the Crosby interests was the installation of 
an uptodate creosoting plant. At the time this 
plant was installed, announcement was made of 
plans later on to equip the plant with facilities 
for giving a white treatment, and also for sup- 
plying the trade with fire retardant lumber, and 
these plans now have been carried out. 

After thorough investigation, it was decided 
to adopt the Grasselli chromated zinc chloride 
treatment, and in November the first anounce- 
ment was made that the company was prepared 
to supply dealers and wood-using industries with 
both creosoted lumber and timbers, and lumber 
treated with chromated zinc chloride. This an- 
nouncement was received with much favor, and 
many inquiries and orders have come from 
various sections of the country for this treated 
lumber, which the Crosby company has an- 
nounced it is in position to ship either in straight 
cars or in mixed cars with untreated lumber. 


Advantages Gained by New Formulation 


Among the advantages claimed for the chro- 
mated zinc chloride treatment, based on ex- 
haustive studies and experiments, are that it is 
termite resistant; decay resistant; fire resist- 
ant; clean; odorless; as adaptable to painting 
as untreated lumber; no more corrosive to nails 
and hardware than untreated lumber exposed 
under similar conditions would be, and that it 
is available at low cost. 

In response to a request for information as 
to chromated zinc chloride and its value as a 
preservative for lumber to be used in ordinary 
construction purposes, a representative of the 
Grasselli Chemical Co. said: 

“Chromated zinc chloride is merely a com- 
mercial formulation of zinc chloride and sodium 
dichromate. The toxicity of these ingredients 
separately has been long established, and will 
be found in many technical papers published 
from time to time. In this new formulation, 
however, we rely primarily upon the zinc chlor- 
ide to furnish toxicity, the sodium dichromate 
functioning as a mordant, fixing the toxic zinc 
chloride salt more permanently and more use- 
fully to the wood fiber.” 


Takes Paint Better Than Untreated Wood 


Concerning the paintability of lumber treated 
with chromated zinc chloride, reference is made 
to tests made at the Forest Products Labora- 


tory, Madison, Wis., this work having been 
undertaken as a private project, financed by 
the chemical company. In the published report 
of this work, it is declared that panels treated 
with zinc chloride and properly dried may be 
painted just as readily as untreated wood, while 
panels treated with a mixture of zinc chloride 
and sodium dichromate represented an improve- 
ment over plain zinc chloride. 

Reports of corrosion tests made in connection 
with this private study at the laboratory indi- 
cate that nails or hardware attached to 
thoroughly dry treated wood suffer no acceler- 
ated corrosion. Additional studies made in the 
company’s laboratory show the presence of di- 
chromate of soda beneficial as an inhibiting 
agent, the chromated zinc chloride formulation 
exhibiting less tendency toward corrosion than 
unaltered zinc chloride. 


Made More Resistant to Abrasion 


Another desirable feature developed through 
recent studies is the apparent increased resist- 
ance to abrasion exhibited by treated lumber. 
Of this the company’s representative said: 

“Matched specimens representing contiguous 
parts of a log, one treated, the other untreated, 
were subjected to rotating abrasion. In brief, 
the treated specimen exhibited approximately 25 
percent greater resistance to wear after 30,000 
revolutions.” 

A discussion in detail of the technical features 
of this process of wood treatment and its par- 
ticular advantages likely would be confusing 
to the average layman. However, dealers who 
are interested in promoting the greater use of 
treated lumber in their communities, and who 
desire to equip themselves to give prospective 
builders complete information on the subject, 
are invited to write to the Crosby Lumber & 
Manufacturing Co., which will be pleased to 
supply them with complete technical data that 
will enable them to intelligently present to their 
trade the desirable features of Crosby chromated 
zinc chloride treated lumber. 

In making more easily available this treated 
lumber, particularly suited for use in home and 
farm building construction, the Crosby com- 
pany feels that it is offering a service that will 
be appreciated by dealers everywhere and that 
will aid materially in both holding present mar- 
kets for lumber and developing new and en- 
larged ones. 





Tie Market Is Reviving 


Loncview, WasH., Dec. 14.—The railroad 
tie market is continuing to show signs of im- 
provement, according to shipping officials here. 
The first full cargo of railroad ties to be shipped 
from this locality to California in several years 
left here last week. The freighter El Centro 
sailed south with approximately 2,000,000 feet 
of ties loaded here and in Kalama. 
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Long Leaf 


The Emblem of Value 


This brand is the guide to quality for the 


lumber buyer and user. It signifies bright, 
straight, fresh, dry lumber from one of the 
finest virgin Long Leaf forests of the 
South, manufactured in a modern mill 
where the fine quality inherent in the 
timber is carefully preserved and deliv- 
ered to you in the finished product. 


The “Zimmerman” brand also stands for 
a service in keeping with the excellence 
of the product, and denotes an under- 
standing of the dealer's needs and re- 
quirements. 


For quality stock and prompt, accurate 
handling of your orders, just try 


ZIMMERMAN 


Long Leaf Yellow Pine 


Dimension & Timbers 
Lignasan Treated Lumber 











JABENTIEY LUMBER 00. 


ZIMMERMAN. LA. 











WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 












































RED 
CEDAR 
CLOSET 
LINING 


3% "x2%"—3%4"x4”" face 
1”x9”—1 ”“%10"—} a %yQ” 
13 ”"%10"—}3 "%12" 


RED CEDAR SHELVING 


%” Quarter Round 


RED CEDAR MOULDING 


Stock for Homecrafters and 
Manual Training Purposes 


Geo. C. Brown & Co. 
Greensboro, N. C. 
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AMERICAN LUMBERMAN 


Here's What's New— 


- - - for Increasing 


In the Selling of Roofing, 
Knowledge Is Power 


“Facts About Roofing,” a beautifully illus- 
trate and beautifully printed booklet which 
has been published by the Flintkote Co., 50 
West Fiftieth Street, New York City, as “a 
book of sales information for our distributors 
and their representatives,” is an important con- 
tribution to the sales equipment of any lumber 
and material dealer selling asphalt roofing. 
Written “for salesmen, by salesmen,” the new 
Flintkote book takes its readers behind the 
scenes at the roofing manufacturing plant, and 
in an interesting and enlightening manner de- 
scribes what is done there, and why—just as 
the dealer or his salesman will later be able to 


FACTS ABOUT 
ROOFING 





THE TLINTEOTE COMPANY, se WEST se STREET, NEW YoRR CITY 





describe the manufacturing process, or parts of 
it, to customers. As dealers well know, to a 
grocer or doctor or bookkeeper or machinist 
any piece of asphalt-covered felt with colored 
mineral on one face may pass for “roofing,” 
and the lowest price makes the sale, unless the 
salesman is able to explain convincingly that 
there is a difference. “Facts About Roofing” 
is designed to train the salesman to do exactly 
that. Copies may be had by AMERICAN LuM- 
BERMAN readers by writing the Flintkote Co. 
at New York. 


*-_ * * * 


Specific Sales Information 


Especially valuable in selling insulation, and 
also especially hard to obtain, is specific infor- 
mation about the value of insulation in preserv- 
ing the year-round comfort of some house with 
which the customer can compare his own. This 
type of information the Insulite Co., of Minne- 
apolis, has endeavored to make available in the 
fifth of its series of “Insulite Home Folders,” 
No. Af745. Copies are available on request. 

In this folder one may see the plan of the 
7-room house being discussed, sketches and de- 
scriptions of the several rooms as finished with 
Insulite products, information as to its cost (at 
18, 22 and 26 cents a cubic foot), and graphs 
showing the comparative quantities of coal, oil 
or gas consumed in heating this house, in the 
four different heat zones of the country. An 
iso-degree-day map of the United States locates 
these zones. The last page of the folder con- 
tains a sketch of a skeletonized house, showing 





Sales 


where Insulite is applied, and the customer is 
then urged to consult his local lumber dealer for 
further information on this subject, including 
prices, names of reliable contractors, and 
others, 

* * * * 


On Selling Wallboard to Mer- 
chants for Display Building 


Enterprising merchants on Main Streets 
everywhere have frequent need for attractive 
but inexpensive backgrounds or mountings for 
their displays in windows and booths, and for 
special decorative effects in the stores them- 
selves. A folder directed especially to this 
continuing market has been prepared by the 
United States Gypsum Co., of Chicago, and 
with strong illustrations shows merchants some 
of the many attention-getting displays that may 
be produced with Tiger fibre wallboard. Copies 
of this small neat folder are available to 
AMERICAN LUMBERMAN readers on request. 


*_ * * * 


Data on Waterproofing 
Basements 


Complete information on its Ranetite water- 
proofing and damp-proofing preparations, in- 
cluding directions for making a leaky concrete 
foundation wall withstand a water pressure of 
290 pounds per square inch, has been presented 
in a 12-page booklet by the Ranetite Manu- 
facturing Co. (Inc.), 1917 South Broadway, 
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St. Louis. Copies will be sent free on request 
to AMERICAN LUMBERMAN readers, and yi] 
offer data valuable to dealers, whether the 
problem is preventing new walls from leaking 
or becoming damp, or remedying such trouble 
that may already have developed. 


--- for Better Production 


Catalog of Friction Materials 


Its complete line of Condor friction materials, 
suitable for use wherever mechanical power js 
applied intermittently with sudden stops, neces- 
sitating brakes and clutches (especially where 
wood brake and clutch blocks are used, on such 
units as cranes, excavators, grab buckets, hoists, 
engines etc.), is described in a new catalog 
which has been announced by the Manhattan 
Rubber Manufacturing Division of Raybestos- 
Manhattan (Inc.), Passaic, N. J. Copies are 
available to AMERICAN LUMBERMAN readers 
on request. 


* * * * 


Latest Data on Kiln Drying 


Valuable to any lumber manufacturer who 
is intent upon offering his trade a high-grade 
product, kiln-dried properly to exactly the right 
moisture content, is an instruction and data 
booklet which recently was published by the 
Moore Dry Kiln Co., of Jacksonville, Fla., and 
North Portland, Ore. Besides complete in- 
structions and time charts there are sections 
devoted to the various pieces of equipment 
available, and copies of “Moore Facts,” pre- 
senting recent “kinks” and experience stories 
by Moore users. Copies are available to in- 
terested readers of the AMERICAN LUMBERMAN. 





TREES provide the human race with a multi- 
tude of life’s necessities. They are abundant re- 
producers. They are the only natural resource 
that reproduce themselves. 





NEWS AND 
VIEWS OF 


50 YEARS AGO 





From the AMERICAN LUMBERMAN 





Eastern Prejudice Against 
Red Oak.—A singular feature 
of the hardwood trade is the 
prejudice that exists in certain 
localities against red oak as a 
finishing wood. This prejudice 
seems to be strongest in New 
England, and the reason as- 
signed for it by the dealers is 
that it will not admit of a first- 
class finish because the pores of 
the wood absorb the filling to 
such an extent that a rough 
surface is left, which can not 
be polished down. If this is the 
only objection which can be 
urged against this beautiful 
wood, the parties who condemn 
it must be ignorant of the prac- 
tical facts in the case. Through- 
out the West, red oak is in 
favor for interior finishing and 
furniture uses. Western cabi- 
net makers and hardwood fin- 
ishers have no trouble what- 
ever in giving it as fine a sur- 
face as can be found upon the 
majority of woods used for 
such purposes. If properly 
sawed, it develops a beautiful 
diversified grain, the appear- 
ance of which is fully as strik- 
king and effective as any of the 
other light colored woods. It is 





next to impossible, however, to 
sell a carload of it in New 
England, and particularly in 
Boston. It is more than prob- 
able that prejudice and igno- 
rance have more to do with 
keeping it out of those locali- 
ties than any inherent defect 
in the wood itself. 

oe 


A Hand Power Circular Mill 
—There is a negro, living down 
in Alabama, by the name of 
Simeon Smith. His home is at 
Brewton, and he has been em- 
ployed pretty steadily in saw- 
mill work. One day, not long 
ago, an idea crossed through 
Sime’s lonesome brain, to the 
effect that lumber sawing 
would be much cHeaper if the 
cost of machinery, fuel etc. 
were reduced, or done away 
with. A negro is constantly em- 
ployed in throwing fuel into a 
furnace and raking out the 
ashes, while three or four more 
must haul and chop wood, and 
another gang must tend the en- 
gine etc. Would it not be bet- 
ter to apply this labor directly, 
instead of indirectly through 
the medium of boilers’ and en- 
gines? Besides, would not such 





a change give rise to a greater 
demand for muscular labor? 
Smith reduced his idea to prac- 
tice. He obtained a second- 
hand circular saw, and _ he 
rigged it up with a couple of 
cog wheels and a double crank, 
so that very soon he had his 
colored brethen harnessed 
thereto. A log carriage was 
contrived and moved in the 
same style, and after a little a 
plank was sawed, and offered 
for inspection. Smith granted 
that the process was a trifle 
slow, but very sure, and he was 
magnanimous in his triumph. 
He would allow steam mill men 
to sell out before he exploded 
his bonanza upon the world. If 
they did not take the opportun- 
ity, they would be forced to 
quit. It was a case of “trade or 
travel.” Smith went to Mobile, 
and so well did he talk up his 
new style of Keely motor that 
a practical machinist was in- 
duced to visit the Brewton mill 
and pass judgment upon it. The 
judgment is final, and_ the 
scheme upon which the colored 
race of that section built hopes 
of sudden wealth has faded 
away. 
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Reproduced by Courtesy of American Seating Co. 


The Stable- Born 


Christmas map come to manp lands 
And come to manp peoples, 
Come where the great cathedral stands, 
@r simple spires and steeples. 
Vet not alone the streets of town 
Shall hear its carols chorused: 
HManp a glorp shall come down 
Gpon the silent forest. 


The star that rises in the east 
Js not for cities only, 

Perhaps its radiance increased 
Jn regions far and lonely. 


Within a camp among the trees 
Bibhere not a bell is ringing 

@ stable-bop that beacon sees 
And hears the angels singing. 


For Christmas is not for the crowd, 
Alone the silken woman, 

Hot onlp for the rich and proud, 
But for the humble human. 

The Stable-Born, who knew no jop, 
Ao tinsel, no adorning, 

Gill not forget the stable-bop 
Gpon a Christmas morning. 





We See B’ the Papers 


Wishing you a Merry Christmas, 

And also a not too Happy New Year. 
y This was the last year of the depres- 
\" sion. 
‘ To destroy capitalism, first you take a 
lot of capitals. 


» Let’s hope AAA doesn’t come to mean 
Always After Assistance. 


_ Good thing we didn’t have the breath- 
ing spell right after repeal. 

Speaking of made work, at least we 
made work for the lawyers. 


This will be a Presidential year, and 
yet some people call it happy. 


In Washington it is getting so there is 
a bureau in every room. 





in The lumbermen of the Northwest bet- 
ayy 6=ster’ stand by to repel boards. 


4S This is the season of the year when 
even the children believe in Santa Claus. 


New Year’s Eve, to a lot of people, is 
the time to start the New Year wrong. 


It’s getting the Christmas shopping 
done that makes a Christmas so much 
fun. 

It’s all right, as long as nobody sends 
us anything like Muscle-inny is sending 
Ethiopia. 

We wish to warn Mr. Farley that 
other optimists have thought they could 
hold the farm vote. 


We make money to send our kids to 
college to learn that to make money is a 
crime. 


Seeing that the lumbermen supply the 
trees, it seems like they ought to get some 
of the presents. 


Governor Talmadge wants to go back 
to the days of Thomas Jefferson, when 
they didn’t even have the buggy. 


The Republican party has a flock of 
candidates that looks like some of the 
hands we draw in bridge. 


Every once in awhile we hear that 
some fellow is a promising candidate for 
President. But we are rather fed up on 


promising candidates. 












AND SOUTHERN. 


HARDWOODS \ 











Peavy-Moore Lumber Co. Inc. 
SHREVEPORT, LA. 







Manufacturers of 





Souther Yellow Pine 
Southern Hardwoods 
Oak Flooring 
Pine and Hardwood Dimension 
Hardwood Interior Trim, etc. 







Peavy-Wilson Lumber Co. Inc. 
HOLOPAW, FLA. 







Manufacturers of 






Extra Dense Virgin 
Long Leaf Florida Pine 


Dependable Values—Prompt Service 









J. A. MATHIEU 


Mills at Sales Office: 
111 West 
RAINY LAKE, 
ONTARIO Washington St. 


* CHICAGO, ILL. 


NORTHERN WHITE PINE 
White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
» All items Northern Pine Boxing and Crating 




















WHITE PINE [c2te— 
Ponderosa— 
Also ot tae ine 
Fir Wallboard Qa" atts products 
William Schuette Company 
New York 
Office—4i East 42d St. PITTSBURGH, PA. 











NONE BETTER -- 


WHY SHOP AROUND --- BUY A TRIAL CAR 


OCKWOOD 
OAK FLOORING 
SOFT TEXTURE UNIFORM COLOR 
Ask for Stock and Price List 


GEO. C. GRIFFITH STAVE CO. 
1760 Ry. Exch. Bidg. ST. LOUIS, MO. 
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Statistics Presented to Club Show 


Dry FAS Oak Oversold and 
No. | Sap Gum — a “Barometer” 


SOUTHWEST HARDWOOD 


MARKET STRONGER 


Monroz, La., Dec. 16.—Consideration of 
broken and oversold stocks, resulting from 
brisk demand for southern hardwoods; and of 
trade promotion plans for the industry, with 
the election of officers, featured the annual 
meeting of the Southwestern Hardwood Manu- 
facturers’ Club, held here on Dec. 10. King W. 
Bridges, of Pearl River Valley Lumber Co., 
Hammond, La., was elected president, succeed- 
ing E. F. Horan, who had served two annual 
terms. Other officers named included: 


First vice president—J. Leroy Glaze, Hill- 
yer-Deutsch-Edwards (Inc.), Oakdale, La. 

Second vice president—F. D. Goodwin, 
Frost Lumber Industries, Shreveport, La. 

Third vice president—Grover N. Harrison, 
Louisiana Central Lumber Co., Clarks, La. 

Secretary-treasurer— George Schaad, Jr., 
New Orleans representative of Southern Hard- 
wood Traffic Association (re-eiected). 

Directors: Three-year terms—E, F. Horan, 
Kirby Lumber Co., Houston, Tex.; T. J. White, 
Mobile River Sawmill Co., Mt. Vernon, Ala.; 
P. M. Anderson, Southern Pine Lumber Co., 
Texarkana, Ark. One year—H. H. Perry, 
Newellton Lumber Co., Newellton, La. Hold- 
over directors: H. J. Brenner, Ferd. Brenner 
Lumber Co., Alexandria, La.; W. E. Sailor, 
Long Bell Lumber Co., DeRidder, La.; H. Ben 
Johnson Mansfield Lumber Co., Shreveport, 
La.; Walter D. Brewer, Brewer-Nienstedt 
Lumber Co., Palmetto, La.; W. W. Kellogg, 
Kellogg Lumber Co., Monroe, La. 





The report of Secretary-Treasurer Schaad 
showed a substantial increase in membership, 
and that a net balance would be carried over 
Dec. 31. Following the approval of Mr. Schaad’s 
report, the nominating committee (which con- 
sisted of W. W. Kellogg, J. W. Bailey, J. J. 
Hammersley and D. C. Johnson) submitted its 
recommendations, which were adopted without 
dissent, 

In acknowledging his appreciation of his se- 
lection as president, Mr. Bridges pledged un- 
ae effort in carrying out the duties of the 
omee, 


Trade Promotion Is Vital Need 


Plans for the Southern Hardwood Producers 
(Inc.) were outlined by C. C. Sheppard, Clarks, 
La., president of the major organization. He 
referred to the high qualifications of E. M. 
Linn, selected as secretary-manager, and com- 
mented on the low cost of the work to be done 
when spread among many manufacturers. The 
need for trade promotion work was declared 
vital. The Southern Hardwood Producers’ 
(Inc.), Mr. Sheppard declared, planned to put 
three or four trained and capable engineers in 
the field to personally contact users of wood. 
A production of 600 million feet was said by 
Mr. Sheppard to have been signed up. 

Continuation of the daily sales reports, com- 


Report for Districts 1, 2, 3 and Atlantic Coast Mills 


piled by the club from member reports and re- 
turned to participants, was voted, it being the 
consensus that these are valuable. After an 
extended discussion, it was decided that a rule 
requiring report of all sales shall be applicable, 
but that inter-manufacturer sales and/or inter- 
company sales (mill to tlooring pliant etc.) shall 
be designated as such in the report. 


FAS Plain Red and White Oak Oversold 


A report of a special survey of oak stocks 
and unsold orders, made by Southern Hardwood 
Producers (inc.) and in which 4/4 FAS was 
shown strongly oversold, was read. The com- 
pilation was made to cover all five districts; 
and also on Districts No. 1, 2 and 3—exciuding 
btlorida, Georgia, the Carolinas and part of 
Virginia, which compose the Nos. 4 and 5 dis- 
tricts. The report covers seventy-iour firms 
representing 130.6 operating units in the first 
three districts, and 22 firms representing 22.1 
operating units on the Atlantic coast districts, 
or a total of 96 firms representing 152.7 operat- 
ing units. The compilation for these combined 
is shown in the accompanying table. 

In summarizing the report, C. E. Miller, 
statistician for Southern Hardwood Producers 
(Inc.), pointed out that in FAS plain white 
oak the dry stocks total 993,000 feet, while 
there are unfilled orders on hand amounting to 
1,438,000 feet, which is 145 percent of the 
amount dry. In No. 1 common and selects plain 
white oak, dry stocks amount to 7,759,000 feet, 
and unfilled orders to 4,094,000 feet, or 53 per- 
cent of the amount dry. 

As sent to participating member mills, the 
compilation shows the information broken down 
into districts for species and grade, and the com- 
plete list of mills reporting accompanies. 

Stocks of and unfilled orders for white and 
red oak, as reported by 74 firms representing 
130.6 operating units located in southern terri- 
tory, but excluding the Atlantic coast States, 
were as given in the accompanying table. 


Excessive Rains Curtail Production 


Excessively heavy rainfall, to a certain ex- 
tent seasonal, is curtailing operations and mem- 
bers believe it will result in further reduction 
of available stocks, particularly in the East 
Texas-West Louisiana producing area. Ben 
Johnson, Shreveport, reported having made a 
trip through this district and that “water was 
everywhere.” It was stated by manufacturers 
that operations in the affected districts are prac- 
tically at a standstill, with future production 
dependent upon the weather 

It was informally reported by members that 
the demand from both domestic and export 
fields has been very active, with many buyers 
in the market. Scarcity was reported of all 
thicknesses of FAS white and red oak, with 
low grade stocks for 














— Indicating Upward Trend 


section for filling mixed-car orders exclusively, 
and that no smipper is in a position to make 
straight carload shipments in any thickness. It 
was the feeling of individual manufacturers that 
a decidedly upward trend in the market may be 
anticipated because of this situation. 

Spokesmen pointed out that a principal rea- 
son tor the present optimism of the hardwood 
manufacturers in the Southwestern Hardwood 
Manufacturers’ Club area is the strength shown 
by 4/4 No. 1 C&S plain sap gum, considered a 
barometer by producers. This item, it was 
stated, has been oversold, even by some of the 
large ‘producers, and is now assuming its time- 
accustomed position. Strengthening of this 
item was declared imminent. 

Cypress was said by the manufacturers to be 
occupying a splendid position, because of in- 
creased building demand, and other items com- 
petitive to cypress are naturally expected to 
follow the upward trend. 





China Clipper Brings lowan 
Order from "King" Whittler 


OsKALoosa, Iowa., Dec. 16.—The Kalbach 
Lumber Co., well known retail lumber dealer, 
of this city, has received from Prof. A. L. Mor- 
rell, famous “Jack-knife King” of whittlers, a 
letter with an order for lumber to be shipped 
to Honolulu, where he now is located. The Kal- 
bach company ships lumber to him to any part 
of the world where the famous whittler may be 
located. This letter containing the order for 
lumber to be shipped to Honolulu, carried a 
special 25-cent Airship China Clipper stamp and 
was postmarked at Honolulu at 2 p. m., Dec. 5 
San Francisco, 12:30 p. m., Dec. 6; and at 
Oskaloosa, 7:30 a. m., Dec. 8. 

The Kalbach Lumber Co. is one of the oldest 
concerns in this section, having been founded 
in the early days when lumber was freighted 
across country by mule teams from the Mis- 
sissippi River, and has remained in business in 
the same city long enough to receive orders for 
lumber via the very latest ocean aircraft. 





Agree Not to Misuse "African 
Walnut" and ‘Walnut" 


Wasuincton, D. C., Dec. 16.—Misleading 
allegations in the advertisements of wood or 
wood products will be discontinued by three 
respondents entering into stipulations with the 
Federal Trade Commission. Articles not made 
from wood derived from trees of African origin 
and not of the botanical walnut family, will not 
be described for sale as “African walnut” or 
“walnut” by Consider H. Willett (Inc.), of 
Louisville, Ky., distributor of bridge tables 
made from various woods; by the Hoosier Panel 
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OUR ANSWER 
={= 


@ Consistent national advertising makes L-O-F Quality 


Glass easier to sell. The fact that it is brighter, clearer and 


flatter is as familiar to the public as it is to the trade. 


= y J fail 
Slower, more perfect annealing makes L-O-F Quality Glass 


less brittle and easier to cut. Your profit is protected 


LIBBEY: OWENS:FORD 
Pe QUALITY GLASS 
F 











because there is, consequently, less breakage in handling. 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO. 
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Tacoma, Wash. 


West Coast Woods—Virtually all manufac- 
turers here report that business continues 
unusually good for this time of year. In- 
ventories at mills are low, and consequently 
each day that the present rate of new orders 
continues, means that the industry as a whole 
is steadily gaining strength. A general im- 
provement in construction throughout the na- 
tion is held by lumbermen here to be re- 
sponsible for the improved market. Rail- 
roads find their traffic volume reflecting the 
industry’s bettered position. Local railroad 
traffic men are looking for a heavy rail lum- 
ber business in the spring, and note that 
lumbermen are highly optimistic regarding 
the trade that has been opened up in the 
Middle West by the new lumber rates to ter- 
ritory south and east of Chicago. 


Minneapolis, Minn. 


Northern Pine—There has been a seasonal 
falling off in demand, although orders still 
are being received from retailers for mixed 
shipments, with “rush” usually stipulated. 
Only a few orders are being placed for ship- 


ment after Jan. 1. Output for 1935 has ex- 
ceeded sales by approximately 5,000,000 feet, 
but this excess will be cut down considerably 
before new stock is ready to market. Most 
mills report stocks much shorter than they 
were a year ago at this time. Shipments 
to date have exceeded production figures by 
almost 6,000,000 feet. Prices are firm, with 


a few advances being made on scarce items. 
Northern White Cedar—Dealers report a 


continued seasonal decline in orders. In many 
eases, manufacturers have been forced to 
substitute 5-inch round posts and _ 6-inch 


halves for the scarce 3- and 4-inch rounds. 
Up to two weeks ago, pole sales increased, 
most of the material going for replacement 
work to power and telephone lines. Further 
business is anticipated in connection with 
rural electrification work contemplated with 
Government aid. 

Millwork—Prices are holding fairly firm, 
despite the seasonal slump in buying, with 
more advances in prospect before March 1. 
Prices of such material as glass and wire 


Veneer Plant Installs 


MEMPHIS, TENN., Dec. 16.—Under the di- 
rection of J. Ross Holcomb, a well known 
veneer man, the new and modern plant of 
Memphis Veneer (Inc.) is specializing in the 
manufacture of wire-bound package stock, egg 
cases and miscellaneous package material. Gum 
and cottonwood are the principal woods used. 
A Moore cross-circulation veneer dryer re- 
cently has been installed and the veneer being 
dried, shown in accompanying illustration, 
ranges in thickness from % inch to ¥s inch. 
At this plant an economical handling arrange- 
ment is employed. Several layers or sheets of 
veneer are stacked together between sticker 
right at the clippers, and as soon as a load is 
“built up” it is quickly transferred to the Moore 
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cloth also are expected to rise. The building 
of more than 80 schoolhouses in Minnesota 
alone, with the aid of the Government, is ex- 
pected to increase business for those firms 
interested in this sort of building. 


Birmingham, Ala. 


Southern Pine mills have been able to 
maintain full production only by cutting 
prices to move their stocks, certain items 
having been sluggish, and demand for upper 
grades poor. In many instances, shippers 
are sending along B&better stock with their 
No. 1, since prices of the two 
on a parity. No. 2, 1x3-inch, flooring is prov- 
ing to be a sticker; but demand for all 
workings of 1x6-inch or wider No. 3 common, 
and for 1x3- and i1x4-inch No. 1 flooring, 
exceeds supply. Rift flooring, especially 
No. 1 and “C” in plain and end-matched, 
priced below July level, can not be shipped 
fast enough to supply the demand. Dimen- 
sion is moving as fast as seasoned. No. 3 
flooring, 1x4-inch, is steady at $11, with No. 2 
and dropping ranging from $16@17 for short- 
leaf, and $18@20 for longleaf; and No. 1 and 
better grades range so close together that 
most mills now list these grades of 3- and 
4-inch shortleaf at $30 and of longleaf at $33, 
with 1x6- and 8-inch drop siding at $32. No. 2 
and droppings is $20, and No. 3 common is 
$10. Ceiling ranges with the flooring. No. 1 
and “C” rift flooring, 1x3-inch, is not made 
in large quantities, with demand exceeding 
supply, so price moved forward to $50 for 
plain end; $37 for 2- to 7-foot, $44 for 2- to 
16-foot, and $50 for 6- to 16-foot in longleaf 
—and $2 less for mixed longleaf and short- 
leaf. No. 2 rift, 1x3-inch, sells freely at $30 
for longleaf, and $28 for mixed. Finish and 
trim move slowly, with prices at about Oct. 1 
level. Demand for timbers continues to show 


Modern Equipment 


cross-circulation dryer, which is operated on 
the progressive method. By using low tempera- 
tures—a comparatively new development in the 
drying of veneers—together with a fast rever- 
sible air circulation, the drying is comparable 
with that of natural air seasoning. Tempera- 
ture, humidity and circulation, however, are 
positively regulated and controlled and the new 
method of seasoning veneers is literally “air 
conditioning.” Mr. Holcomb is well pleased 
with the fine quality of the seasoned veneer 
coming from the Moore cross-circulation veneer 
dryer, which affords unusually large drying ca- 
pacity, and reports that the high quality product 
has found favor with the numerous customers 
buying the firm’s veneer. 
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Drying veneer stock in plant of Memphis Veneer (Inc.), Memphis, Tenn., in recently installed Moore 


cross-circulation veneer dryer 
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a steady increase, and prices are holding to 
August level, with larger sizes slightly aq. 
vanced. Millwork plants report demand g00d, 
warehouse stocks low and seasoned stock 
hard to secure. 


Hardwood — Manufacturers of hardwood 
lumber find difficulty in taking care of orders, 
as thoroughly dry stocks are scarce. Demand 
for cabinet and trim lumber in almost every 
kind of hardwood, as well as cypress, ex- 
ceeds the supply. Hardwood flooring, how- 
ever, is sluggish and soft. 


Shingles—Red cedars, as well as native 
stocks, were up 20 cents a square this week, 
though demand is still poor. 


Spokane, Wash. 


Inland Empire Pines.—The larger mills in 
Spokane report that during the early part of 
December the market has been holding its 
own, and that they are expecting advances 
during the next few weeks, particularly as 
stock in some lines is running short, with 
mills slowing down operations seasonally. 
Although business for immediate shipment 
is not heavy, orders for delivery after Jan. 1 
are being received earlier than was the case 
last year. The bulk of these future orders 
seems to be from Atlantic seaboard markets. 


Kansas City, Mo. 


Southwest Market.—Eastern brokers have 
been flooding local wholesale and manufac- 
turing offices with wires regarding chances 
of placing orders now for shipment after the 
first of the year. Investigation showed very 
little of this business is being placed in com- 
parison with other years, since most dealers 
here expect an upturn in demand and prices 
shortly after the turn of the year. At pres- 
ent, the general trade is concerned princi- 
pally with taking inventory, and as a re- 
sult buying has lagged, since retailers and 
line-yard companies are making an even 
greater effort to end the year with small 
stocks. This is one factor in leading many 
observers here to predict higher new year 
prices, since demand is bound to show im- 
provement in view of the low stocks at most 
yards. 


Retail.—At 142 reporting yards in the tenth 
Federal Reserve district sales of lumber in 
board feet increased 19 per cent from Sep- 
tember to October and were 15.6 percent 
larger than in October, 1934. Cumulative 
sales for the first ten months of 1935 ex- 
ceeded the same period in 1934 by 22.9 per- 
cent. Dollar sales of all materials were 15.2 
percent greater than in September, and 22.7 
percent greater than last October. Stocks 
of lumber were approximately the same at 
the close of the month as one month earlier, 
and were 6.8 percent larger than a year 
earlier. 

Industrial.—A considerable proportion of 
current business is coming from the equip- 
ment renewal programs of several railroads. 
One large eastern industrial consumer was 
reported in the market for supplies to be 
shipped as late as next summer. Consistently 
good buyers were automotive factories and 
furniture manufacturers, this being the 
busiest season of the year for both. 


Southern Pine is in a better position to 
compete with West Coast varieties, under 
the new freight rate schedule, now in force, 
but, due to the season, there are few buyers 
to take advantage of the lower rate. Prices 
were firm and market observers predicted 
higher lists in January. Production was 
heavily curtailed, rains in the producing 
area having shut off nearly all shipments 
from smaller concerns. Stocks were low 
both at mills and yards. Wholesalers and 
producers are not pressing for sales, in the 
belief that prices will be higher next year. 
Some mills were reported making a deter- 
mined stand to keep their prices from slip- 
ping and were resisting overtures for con- 
cessions, 


Western Pines.—Prices are holding firm, 
though demand is slumping somewhat. Shop 
was the most active, with one or two items 





Decem ber 





* 
very stror 


entirely 0 
trial cons! 


Douglas 
heavy con 
the first ¢ 
puilding < 
of the we 
forward t 
next sprit 
with smal 


Hardwo 
tained an 
anced cu 
decreased 
weather, 
of a_ sh 
readily a 
was a c 
hardwooc 
tory. 

Shingle 
not as at 
than in 
scarce. 

Buildin 
district ¢ 
was less 
the nati 
building 
was 79.2 
awarded 
for the 
awards 
and of r 
the com 


Arkan 
fied ove 
proved 
Some m 
50 perce 
of 1934. 
entire t 
inquirie 
B&bette 
in very 
lengths 
ean fur 
tities o 
1x6-ine 
have b 
been g 
flooring 
tities, 
and m«¢ 
this ti 
4-inch 
limited 
items, 
ing an 
from 5 
year ¢ 
coming 
badly 
sion, a 
rather 
inch, ‘ 
of 2x! 
lath a 
mills 
Small 
about 
which 
believ 
preser 
advan 
on all 
floorir 
althou 
down 
prices 


Sou 
has c 
son. 
stock 
gum, 
been 
week 
in 4/: 
ply, 
autor 
facto 














935 


> to 
ad- 
od, 
ock 


ood 
ers, 
and 
ery 
ex- 
w- 


ive 
ek, 


in 
of 
its 
ces 


ith 
ly. 
ant 
% | 
ise 
ers 
its. 


ive 


3° 


la ti eh ke 











December 21, 1935 


very strong.. Millwork plants were almost 
entirely out of the market, and other indus- 
trial consumers were uninterested. 





Douglas Fir.—Some interest was shown in 
heavy construction items for shipment after 
the first of the year. There is virtually no 
pbuilding of consequence here now, because 
of the weather, but contractors are looking 
forward to an early start on PWA projects 
next spring. Railroads were in the market 
with small buying schedules. 


Hardwoods.—Volume of business was main- 
tained and prices held firm, since orders bal- 
anced current production. Production has 
decreased somewhat as a result of rainy 
weather, but there is no immediate danger 
of a_ shortage. Industrial buyers were 
readily absorbing stocks as offered. There 
was a complaint from time to time that 
hardwood flooring prices were not satisfac- 
tory. 

Shingles and Lath.—Although demand is 
not as active, shingle prices were more firm 
than in several weeks. Lath are firm and 
scarce. 

Building.—Building activity in the tenth 
district declined slightly during October and 
was less than in October, 1934, contrary to 
the national trend, although the value of 
building contracts awarded in the district 
was 79.2 percent, and of residential contracts 
awarded 94.4 percent, of the October average 
for the past five years; the value of total 
awards to Nov. 1 this year was 5.7 percent, 
and of residential awards 61.8 percent, above 
the comparable period in 1934. 


Warren, Ark. 


Arkansas Soft Pine mills have been grati- 
fied over the sustained demand, which has 
proved better than during average years. 
Some mills report both orders and shipments 
50 percent or more ahead of the same period 
of 1934. Demand is well distributed over the 
entire trade territory. A sizable volume of 
inquiries continues to come from railroads. 
B&better car siding, 4-inch, 10-foot continues 
in very limited supply, with 9- and 18-foot 
lengths none too plentiful. The average mill 
can furnish only comparatively small quan- 
tities of car siding and lining, and stocks of 
ix6-inch, 10-foot B&better car siding, which 
have been in surplus for two years, have 
been greatly reduced. Dealers are buying 
flooring and other shed stock in fair quan- 
tities, with demand for finish, casing, base 
and moldings much heavier than usual for 
this time of year. Stocks of both 3- and 
4-inch B&better edge grain flooring are very 
limited. Prices continue strong on these 
items, also on items of B&better finish, cas- 
ing and base. Mill stocks of all items vary 
from 50 to 75 percent of what they were a 
year ago, indicating shortages early this 
coming year. Stocks of No. 1 boards are 
badly broken, as are those of No. 1 dimen- 
sion, and 2x4-inch in both Nos. 1 and 2 are 
rather limited. Some mills are out of 2x6- 
inch, 20-foot Nos. 1 and 2, and most items 
of 2x12-inch No. 1. Stocks of No. 1 and 2 
lath are practically cleaned up, with most 
mills limiting sales to mixed-car loading. 
Small mills continue active, but complain 
about low prices on common items, most of 
which are handled at a loss. Mill operators 
believe that a sustained demand, meeting 
present low mill stocks, will result in. price 
advances early in the coming year, especially 
on all grades of common stock and flat grain 
flooring. Log supplies are reasonably good, 
although a few smaller mills have closed 
down because of a poor log supply and low 
prices. 


Southern Hardwoods—Demand for all items 
has continued very satisfactory for this sea- 
son. Small mills report practically all dry 
stock of flooring oak, also all items of sap 
gum, covered by orders. Flooring plants have 
been covering their requirements’ several 
weeks in advance. FAS white and red oak 
in 4/4, 5/4, and 8/4 are in very limited sup- 
ply, with stocks small. Demand from the 
automotive and furniture trade is very satis- 
factory, with sizable inquiries out covering 
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requirements for the first quarter of the new 
year. Prices are firm to strong, and it is 
felt that continuation of present demand 
after New Years will mean price advances. 
The average mill is reluctant to sell stock 
other than for shipment within thirty days. 
Log supplies are somewhat limited, due to 
the lowlands being too wet for woods opera- 


Portland, Ore. 


Douglas Fir and Hemlock—Fir quotations 
have advanced about $1 a thousand. At- 
lantic coast inquiries indicate that lumber is 
wanted but that the buyers there are re- 
luctant to pay going quotations except when 
they have to have the stock. Clears are in 
so active demand that mills are now asking 
prices that cause foreign buyers to hold off 
to some extent. Still the movement to 
foreign destinations is quite active and in- 
quiries indicate that lumber is wanted. Fir 
logs are very scarce for this time of year 
and a hard winter would result in a serious 
shortage. Fir logs have advanced an aver- 
age of 50 cents and are very firm. 


Spruce demand is active, with shop ard 
better grades in exceptionally heavy demanc. 
In fact more business is being offered than 
the mills are in position to take care cf 
promptly, and because of the general out- 
look they are not inclined to book far in 
advance. Spruce logs are very scarce on 
account of the active demand for lumber, 
especially airplane stock, much of which is 
going to Europe. Quotations are the same 
as two weeks ago, but very strong, and 
advances any time may be expected. Box 
lumber is the only item for which the demand 
can be said to be only normal. Spruce log 
prices have not changed, but the log price 
situation is such that mills are accepting 
lumber orders with caution. 


Western Pines—No. 2 common and C select 
are the items in greatest demand, and are 
reported active. A number of mills have 
shut down for the winter, as customary. 
Prices are firm. 


Houston, Tex. 


Building is slowing up to some extent, but 
the decline is nothing like normal. Small- 
town building is increasing rapidly, and WPA 
projects are now being let and orders for 
material placed. Lumbermen are very op- 
timistic and feel that after the holidays there 
will be all the business in southern Texas 
that the mills can handle. 


The export market is showing a tendency 
to strengthen, and volume is increasing. All 
exporters believe that immediately after Jan. 
1 there will be further increase in buying 
which will put the export market in fine 
shape. 


Southern Pine—The market continues to 
strengthen, and some mills have advanced 
prices $1 on a number of items. “Specials” 
seem to be well cleaned up. While stocks 
at mills are well assorted, they have not 
increased to speak of in the past sixty days, 
and are considerably lower than they were 
in January, 1935. Particularly is there a 
heavy reduction in stocks of No. 3 items. Rail- 
roads are sending out large inquiries; in fact 
one railroad which had been buying each 
thirty days for its immediate needs, is now 
placing orders for six months’ supply. An- 
other railroad has out an inquiry for ap- 
proximately one million feet covering switch 
ties, bridge ties and planking. Car siding is 
very scarce and advancing rapidly. There 
are inquiries out now for over a hundred 
schoolhouse bills, which WPA is pushing. 


Hardwoods — The market continues to 
strengthen, with all oak items scarce. Sap 
and red gum, particularly in the upper 
grades, are scarce, with cypress selling 
freely. C&better items are very § scarce. 
Hardwood manufacturers feel they are in for 
a much better market and expect to see 
prices advance to a point where there will 
be some profit in their operations. Recent 


THE STAIIDARD STOCK 
FOR SHEATHI/7G 
ROOF BOARDS 
SUB-FLOORS 


This is a good time to anticipate the 
Roofer needs of your community for 
jobs that are being planned to get 
under way in the early Spring. 


You can obtain from Mills in this 
group, stock dipped to prevent stain, 
kiln dried or air dried Roofers, lang 
leaf decking and other lumber items. 
Roofers manufactured by these Com- 
panies are furnished S48, S2S&CM 
or shiplap in 34” or 25/32” on spe- 
cial order. 


These Companies are all members of 
the Roofer Manufacturers Ass'n — 
comply with its rules and regulations 
—and stand behind their products. 
Order through your wholesaler, 
Roofers manufactured by these 
Companies. 


The King Lumber Co. 
Roofers and Kiln Dried Finish 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Pavo, Ga. 


Johns-Carroll Lumber Co. 


Can supply Lignasan dipped stock 


Hurtsboro, Ala. 
Jones Lumber Company 


Roofers, Railroad Decking and Siding 
Donalsonville, Ga. 


King & Thurston, 
Short Leaf Roofers--Long Leaf Decking 
Thomaston, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber -- Roofers a Specialty 
Acworth, Ga.; 


H. Dixon Smith, Inc. 


Roofers from “‘ The Wood Universal ”* 
Columbus, Ga. 


Bell Lumber Company 


Manufacturers High Grade Roofers 








q Richland, Ga. ail 
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rains have made it very difficult to log, and 
many hardwood mills have closed down. 


Shingles and Lath—Shingles are being 
bought freely for delivery after Jan. 1 and 
prices are strengthening rapidly. Some mills 
are out of the market, and others will not 
accept business unless prices are strictly on 
their published lists. If the 25 percent quota 
against British Columbia mills is applied, it 


will be almost impossible for yards hereto- 
fore using British Columbia shingles to se- 
cure them, so many of the yards are placing 
orders for shipment between Dec. 25 and 
Jan. 1, Lath continues scarce, with prices 
firm. 


Memphis, Tenn. 


Southern Hardwoods.—A good demand con- 
tinues from practically all domestic consum- 


ers. Prices are not satisfactory to the pro- 
ducers, but many popular items show a slight 
upward tendency. The best demand comes from 
automobile and furniture manufacturers. The 
automobile manufacturers report an excep- 
tionally good demand for this season. Demand 


for furniture has been surprising, and plants 
are operating throughout the holiday season, 
as many orders are for delivery after the 


first of the year. The demand from the man- 
ufacturers of radio cabinets is also continu- 
ing, and many plants will be running well 
into the new year on orders now on file. 


There is also a fair demand from manufac- 
turers of boxes and crates. Flooring plants 
throughout the South report a good demand 
for flooring, and are buying rough _ stock. 
Export demand, while showing a seasonal 
lull, is satisfactory. There are many orders 
being placed for delivery during the first few 


months of the new year, some of them siz- 
able. Salesmen returning from England re- 
port that business continues good. Mills are 
operating 50 hours a week on the average, 
and the majority have sufficient logs. Some 
are going down for the holiday season and 
for repairs, so production will not be normal 


again until after the middle of January. 


Jacksonville, Fla. 


Southeastern Trade—Seasonal slackening in 
business has been noted, though the recent 
upswing in construction has offset this, and 
sales are above normal for the year-end. 


Red Cypress—Demand for cypress is hold- 
ing up surprisingly well, coming from both 
yards and industrial users. Althougt, stocks 
of some items are not plentiful, the larger 
mills find it possible to satisfy their cus- 
tomers promptly. It is stated that a strength- 
ening of prices shortly after the first of the 
year is inevitable. 3usiness handled by a 
number of the big mills is running 37 per- 
cent above last year. 

Cypress Shingles—Strong demand is con- 


tinuing, coming from Florida, and from other 
States. 





Southern Pine—Shipping is keeping mills 


busy, despite the seasonal slump in new 
sales, 
Hardwoods—Demand from Great Britain 


and the Continent is continuing in substan- 
tial volume, although the shopping tendency 
is strong. But bargain hunters, domestic and 
foreign, have had their heyday, and must 
soon face the necessity of paying more nearly 
what the product is worth. 





Hymeneal 


MAYNARD-ENNIS—The marriage of Miss 
Ruby Ennis, daughter of Mr. and Mrs. H. H. 
Ennis of near Erwin, N. C., to B. D. Maynard 
of Cheraw, S. C., Oct. 19, has just been an- 
nounced. Mr. Maynard is manager of the 
Maynard Lumber Corp. in Cheraw. 


HUTCHINSON-ARRINGTON — Clark W. 
Hutchinson, associated with the Augusta 
Lumber Co., Augusta, Ga., was married Dec. 
10 to Miss Dora Virginia Arrington, daughter 
of Mr. and Mrs. E. N. Arrington. 


GROSSMAN-DWORKIN—Sidney W. Gross- 
man of lL. Grossman Sons (Inc.), Quincy, 
Mass., and Frances Ann Dworkin of Law- 
rence, Mass., were united in marriage Dec. 7, 
in the home of the groom’s brother, Joseph 
B. Grossman, treasurer of the lumber com- 
pany. 


TRARES-COURTNEY—V. J. Trares, mana- 
ger of the O'Fallon Lumber Co. (Inc.), O’Fal- 
lon, Ill., and Miss Carmen Courtney of St. 
Louis were married at Quincy, Ill., Nov. 27. 
Mr. Trares is building a new home for his 
bride west of O’Fallon. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Dec. 16.—The trade atmos- 
phere is steadily clearing, and confidence and 
courage is gaining ground rapidly in lumber 
distribution circles. The current rise in real 
estate values, the taking up of and the grow- 
ing scarcity of idle housing, and the sharp in- 
crease in the number of new homes being built 
or planned near the commercial and industrial 
centers—are straws which show clearly the 
present trend. Unless all signs fail, the open- 
ing of the spring building season will bring 
much more action in the consumption of lum- 
ber than at any time in the past five years. 
There are three very potent reasons why the 
delivery of lumber to the retail yards through 
the current month must be in small volume: 
1—The new law under which the personal prop- 
erty tax applies to the inventory as of Jan. 1 
instead of April 1. 2—The new tariff agree- 
ment cuts $2 per thousand feet from the import 
tax on Canadian lumber effective Jan. 1. 3— 
It is the annual inventory period. No cargoes 
of spruce from Canadian ports have been en- 
tered at Boston through the month but it is 
known that quite a fleet of lumber carriers has 
been chartered to load full cargoes not to be 
entered at the Custom House until after Jan. 1. 
Offices here report fairly heavy sales of West 
Coast woods for delivery after New Year’s. At 
annual meetings of State associations of retail 
dealers in New England, culminating with the 
Massachusetts meeting at Boston on Saturday, 
Dec. 7, as reported in detail in another column, 
the rising tide of trade optimism was given full 
and significant expression, and after-dinner ad- 
dresses took the form of a clarion call to the 
industry to shape its merchandising policies to 
meet the demands of a rapidly expanding con- 
suming market for lumber. 


West Coast Fir and Hemlock.—Receipts by 
water from the West Coast in December to 
date total about 3,500,000 feet, all of which 
was loaded before the new import tariff cut 
of $2 was announced on Nov. 15. The market 
for fir, either from the distribution yards or 
for mill shipment, though not quotably ad- 
vanced, is a trifle higher, and the tendency 
is still upward for, as recently as Friday, the 
producers met at Seattle, and the larger 
mills advanced most dimension items by a 
full dollar, despite the fact that the British 
Columbia mills will begin paying $2 less im- 
port duty two weeks hence. Intercoastal 
ship owners took drastic action in New York 
last week against the socalled “guerilla war- 
fare” of the labor unions in repudiating their 
peace agreements, by repeatedly throwing 
lumber transportation into chaos by sporadic 
strikes. All but two lines—chiefly passenger 
—have agreed to cancel their agreements 
with the unions and operate on the open shop 
plan when the next violation of the existing 
contract occurs. Owners and shippers who 
have lost millions as a result of these strikes 
during the past two shipping seasons are a 
unit in their determination to put an end 
to this destructive line of action. 


Eastern Spruce.—The Nov. 1 advance of $1 
through the spruce price list is being rigidly 
followed by the larger mills on all carload 
shipments. Thus far no price concessions, 
to apply after the import tariff drop of $2 
becomes effective on Jan 1, have been heard 
of. Two leading Canadian shippers visiting 
Boston within a week have stated that no 
price drop would come with the turn of the 
year. From Washington sources it is learned 
that when this tariff agreement was taking 
shape it was understood that the cut in the 
lumber rate was in the nature of a conces- 
sion for the benefit of the Canadian lumber 
manufacturers, one of whom has informed 
the writer that a close check-up of the new 
agreement shows that Canada conceded to 
the United States on 650 items in return for 
sixty concessions made to Canada. Perhaps 
this particular Canadian may be charged with 
bias, but in any event his comment reflects 
the reaction of Provincial producers to this 
new tariff pact. The prices listed in this 
column two weeks ago are unchanged. The 


inflow of cargo spruce by water will be im 
portant during January. J 

Lath and Shingles.—There is an active call 
for spruce lath, and offerings are light. The 
standard 1%-inch size is firm at $3.75, ana 
the 1%-inch at $4.25@4.40, delivered by car 
at Boston rate points. Eastern white cedar 
shingles hold to the price range of $4.25 for 
extras, $3.50 for clears and $3 for 2nd clears 
On West Coast red cedars, the price trend 
is upward, and supplies at the mills are far 
below requirements. Waterborne lots at At- 
lantic Coast terminals are confined chiefly to 
the lower grades of XXXXX. A few scattered 
lots are afloat, but they will be sold wel] in 
advance of arrival. A local distributor re. 
cently loaded a round million squares at a 
West Coast mill, and one buyer closed for 
half of this lot in one order. A leading 
British Columbia mill is turning back orders 
submitted at full list prices, as order files 
are full. Continued scarcity has brought 
another mark-up of 10 cents for the Nos, 2 
and 3 XXXXX, 16-inch, to $3.93 and $3.68 re- 
spectively, at Boston docks. All-rail prices 
are nominally $4.94 for the 18-inch Perfec- 
tions, and $4.44 for the 16-inch No. 1, XXXxXx, 


Pine Boxboards.—Sales of sub-standard 
inch round edge, in an effort to clear the mill 
yards of accumulations, are at a range of $11 
and $13, f. o. b. the mill, with good lots of 
standard quoted $14 to as high as $16. A 
Manchester manufacturer has inaugurated a 
departure in the construction of a large as- 
sembling yard and dressing plant at Milford, 
toward which the rough product of many 
small mills will converge for dressing and 
grading. The aim is to perfect the lumber 
and to get a proper market price for the 
clear and wide boards that every portable 
mill produces in limted quantities. There 
are sales of square edge box today as low 
as $22 and as high as $27, f. o. b. mill. 


A visitor in the Boston market recently was 
Ernest Ross, sales manager for the Fraser Co. 
(Ltd.), of Edmonston, N. B., prominent ship- 
pers of eastern spruce both to Great Britain 
and to New England and New York markets. 
His company will cut between 40 and 50 million 
feet through the season of 1936. Prior to the 
depression, this company had an annual output 
approximating 200,000,000 feet. Mr. Ross was 
quite optimistic as to the outlook for spruce 
in the English markets through 1936, as a new 
housing project to extend over a period of four 
years was now in full swing. He felt that the 
cut of $2 in the American import duty on Jan. 
1 would result in no reduction in delivered 
prices for spruce, as none had been announced 
by the mills and none was contemplated. 

F. A. Kirkpatrick. of Montreal, representing 
the Linton Lumber Co., of Toronto, was a visi- 
tor in New England wholesale offices last week. 
His company handles the product of a number 
of large spruce mills in the Provinces. Mr. 
Kirkpatrick was renewing contacts with the 
trade here after an absence of fifteen years, 
during which he had retired from active busi- 
ness. 

That the trend of residential building in this 
section is definitely upward is shown in figures 
released Dec. 14 covering building permits 
through November issued in the 39 cities and 
16 largest towns in Massachusetts. The total 
was $4,955.665, an increase of 57.2 percent over 
October. This was the highest November total 
since 1931, and exceeded the November, 1934. 
total bv 144.3 percent. Of the 208 plans filed 
for residential structures in November, all but 
two were for single homes. 


Baltimore, Md. 


North Carolina Pine.—Some slight, less- 
than-seasonal easing off in the inquiry seems 
to have taken place, but builders are busier 
than in vears. Prices are on the whole well! 
sustained, with box makers and other users 
of lumber also in the market on a somewhat 
augmented scale. Stocks have been absorbed 
a late about as fast as they were received 

ere. 


Georgia Pine.—Virtually no slowing down 
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in longleaf demand with the approach of the 
end of the year is being noted, while the 
range of the quotations is holding up quite 
well, and dealers encouraged to make addi- 
tions to their assortments, believing that a 
freer selection is called for by the revival 
jn demand. 

Douglas Fir.—The movement has shown 
some increase despite the slowing up that 
usually occurs at this time of year, and the 
sellers in this territory feel much encouraged. 


Hardwoods.—Relative quiet has begun to 
assert itself in hardwoods, with the inquiry 
undergoing some contraction. The tendency 
is to defer the placing of orders until the 
stocks are actually needed. Quotations are 
about as they were, with no indication of a 
recession. At least some exporters tell of a 
fair foreign business, and even report that 
they have had a good fall trade. 


NEW YORK, N. Y. 


Volume of new retail yard business has tap- 
ered off considerably, while the wholesale offices 
report a very dull month, though to date the 
season has been unusually mild and the price 
list on most items has shown few changes. 
There is a feeling of uncertainty, however, as 
to the price direction after the turn of the year, 
when the lower tariff charge against Canadian 
lumber must be reckoned with. Most dealers 
confidently predict a sharp upturn in the con- 
sumer demand by early March. Increase in 
speculative building has encouraged some buy- 
ing from the mills for spring delivery, but the 
sharp drop in receipts of West Coast fir and 
hemlock by water at the big terminals merely 
reflects the cautious buying of the past three 
months, as the dealers guard against heavy in- 
yentories at New Years. Most of the whole- 
sale offices booked better than an average run 
of mill orders in November, calling for delivery 
in March and April. Shippers of Canadian 
spruce have been here during the past two 
weeks looking over the situation, but invari- 
ably insisting that there is to be no price drop 
for ordinary dimension or boards when the 
import tariff is cut from $4 to $2 on Jan. 1. 

There is action a-plenty in association circles 
as the executives have concentrated on Wash- 
ington to attend the industry-labor conference 
which was called to develop the attitude of busi- 
ness toward a proposed revival of the NRA. 
Secretary Schupner, National-American Whole- 
sale Lumber Association, and R. T. Titus, of 
the Intercoastal Lumber Distributors’ Associa- 
tion, represented their trade groups at this con- 
ference which opened on Dec. 9 and proved to 
be quite turbulent, as business leaders made it 
clear that there was little or no sentiment in 
business circles that would favor a rebirth of 
the NRA or any of its activities that would 
tend to curb independent action by business 
leaders in the march back toward recovery. As 
one delegate expressed his views, “Let us alone 
and the lumber industry will work its way 
back in short order.” 


Buffalo, N. Y. 


Trade has shown a seasonal slowing up. 
The lower rates on southern lumber, which 
became effective on Dec. 12, have not had 
any effect on mill prices, and it is expected 
that an advance in quotations will take 
place after the first of the year. Whole- 
salers are not accepting business for January 
at present prices. Lumbermen look for good 
building business next year, though they be- 
lieve that local operations will be curtailed 
by the competition of the Federal Govern- 
ment’s housing project. 


Hardwoods—The trade in hardwoods is 
rather slow, but the wholesale yards find 
it better than it was a year ago, and say 
the outlook is considerably improved. The 
usual holding off for inventory is taking 
place, but improvement early next month is 
looked for. Northern hardwood prices are 
holding firm. Not much change is shown in 
the majority of southern hardwood items. 


Western Pines—The demand has dropped 
off, as is customary toward the end of the 
year. Prices in the various woods are hold- 
ing about steady, and are expected to remain 
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so, as the mills have no large surplus stocks 


and are about to close down for the holidays 
or longer. 


Northern Pine—The outlook is regarded as 
encouraging, and mill operations are ex- 
pected to be on a larger scale the coming 
season, particularly in Canada, where better 
trade is looked for as the result of the reci- 
procity treaty. Most industrial buyers are 
holding off until inventories are completed. 


Norfolk, Va. 


North Carolina Pine—Demand this month 
has been from fair to good, and practically 
all shipments are wanted immediately. The 
reduction in freight rates has held the mar- 
ket back to some extent, for buyers want to 
receive its benefit, as do millmen. There has 
been a good demand for 4/4 and thicker 
Bé&better finish, rough and dressed, and buy- 
ers are not averse to prompt shipment, al- 
though at this time of year yards usually 
want shipments delayed. All grades of floor- 
ing have been moving well, and the mills 
are more eager to ship fiooring in mixed cars 
with other items, because better prices can 
be secured in this manner. The demand for 
air dried and kiln dried roofers has been 
good, being not only for mixed cars but for 
solid cars of one width. The mills have not 
been able to advance prices, but would do 
so quickly should bad weather come on and 
the demand continue insistent. A number of 
items are hard to buy for immediate loading. 
The prices now quoted by North Carolina 
mills are higher than quoted by roofer mills 
farther south. The box manufacturers in the 
North and East are out looking for more 
lumber to be shipped either by rail or water; 
if by water, shipment to be made as soon as 
weather conditions permit. Air dried stock 
is generally preferred, but this item is prov- 
ing difficult to buy in any quantity and more 
dependence will have to be placed on kiln 
dried lumber. Retail yards, box makers and 
other large industrial consumers of lumber 
have very small stocks now and most mills, 
particularly small mills, are closing out the 
year with smaller stocks of dry lumber than 
they have had for some time. The southern 
yards are still buying a lot of lumber for 
truck delivery, and those in good financial 
condition are in the market for large blocks 
of green small framing to be held until dry. 
There have been more inquiries for bark 
strips and dunnage, and prices should be bet- 
ter before very long. 





Nine States Authorize National 


Forest Purchases 


WasHINGTON, D. C., Dec. 16.—Nine States 
have enacted laws authorizing Federal acquisi- 
tion of land for national forests, four others 
have extended the scope of previous laws, and 
in several other States legislation beneficial to 
conservation of forest resources was passed, ac- 
cording to the Forest Service. The States which 
passed‘ laws encouraging Federal acquisition 
were: Rhode Island, Ohio, Indiana, Idaho, Mon- 
tana, Utah, California, Oregon and Washington. 
This group swells the total of these States to 
thirty-four. Maine, New Hampshire, Missouri, 
and Arkansas modified existing laws. Wash- 
ington authorized the State forest board to is- 
sue utility bonds up to $300,000 for purchasing 
private lands suitable only for growing timber. 
Other States have taken varied actions in ac- 
quiring and managing their forest lands. 

Connecticut has provided that any receipts re- 
sulting from management of State forests shall 
go into a forestry fund, which will be spent in 
protection, management and development of the 
timber lands. Michigan has authorized the di- 
rector of conservation to dispose of lumber from 
its State property. Forest-fire legislation was 
revised and regulations strengthened in Oregon, 
California, Florida, West Virginia, Michigan 
and North Carolina, and Idaho, Indiana, New 
Hampshire, Vermont, North Dakota, North 
Carolina, and Washington passed laws provid- 
ing for paying the Federal Government for 
emergency conservation work when they profit 
from it. Oregon provided for the collection 
of taxes on timber taken from tax-delinquent 
land, to prevent removal of timber between 
Mar. 1 of each year and the tax-payment date 
of the subsequent year, without paying taxes 
and then letting the land revert. 





Booth- Kelly 


WISHES YOU 


A Happy 
Holiday Season 





Here's a hearty and sincere wish for a 
good old-fashioned Merry Christmas and 
Happy New Year for everybody in the 
trade. 


As a nation, we believe that we have 
much to make us merry this year—and 
every prospect for a brighter and more 
prosperous New Year. 


Especially, we want each of our custo- 
mers to know that we have appreciated 
and valued their confidence in us. We 
want your continued support during 1936 
and the years to come. 


You can depend upon us to give you 
the best possible values in Booth-Kelly 
Douglas Fir Dimension, Flooring, Drop Sid- 
ing, Ceiling, Mouldings, Finish, Stepping, 
Casing, Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


WootlAtell 


~ LUMBER ca 








TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Newsy Notes of Persons and Places 
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R. J. Hines, president Edward Hines Lum- 
ber Co., Chicago, and Peter McHugh, of the 
same concern, spent ten days on a trip to Burns, 
Ore., recently on business. 


Mr. and Mrs. C. C. Vanlandingham, Chi- 
cago, have returned from a visit to relatives in 
Kansas City, Mo. Mr. Vanlandingham oper- 
ates the lumber company bearing his name. 


C. C. Patrick, of the Patrick Lumber Co. 
(Inc.), Portland, Ore., stopped to see Chicago 
friends a few days ago en route home from a 
month’s business and pleasure trip to the East. 


Charles L. Weeks, a lumber and coal dealer 
in Detroit, Mich., since 1880, was elected presi- 
dent of the Automobile Club of Michigan re- 
cently. He has been a director in the body for 
seventeen years. 


William Whitman, of the DeSoto Hardwood 
Flooring Co., Memphis, Tenn., called recently 
at the office of the Vanlandingham Lumber Co., 
Chicago, which is the southern firm’s exclusive 
representative in the Lake City. 


Milton G. Wolfe was elected president of 
the Buffalo Builders’ Exchange at the annual 
election Dec. 12. Other officers named were: 
Henry C. Feist, vice president; Lloyd N. Beu- 
thel, secretary, Whitney N. Walrath, treasurer. 


Col. M. M. Buckman, of the Cherry River 
Boom & Lumber Co., Scranton, Pa., who has 
his headquarters in Philadelphia, called on the 
Kidd & Buckingham Lumber Co. at Baltimore, 
Md., recently. He said he had found business 
on the upgrade. 


H. W. Stearns of Willoughby, Ohio, sales- 
man for the Crossett Lumber Co. in northeast- 
ern Ohio, recently conducted a party of twelve 
lumbermen of the district on a seven-day trip 
to Crossett, Ark., where they visited the con- 
cern’s huge operations. 


Among members of the board of directors of 
the South Denver Civic Association, Denver, 
Colo., are the following lumber merchants: 
Frank Audiss, American Lumber Co.; Guy 
Martin of the Guy Martin Lumber Co., and 
S. Robinson with the E. W. Robinson Lumber 
Co. 

J. F. Sharp, proprietor of the J. F. Sharp 
Lumber Co., Seattle, Wash., spent a few days 
in Chicago recently. He had called on trade 
in the East and expected to continue his visits 
as far west as Omaha. Mr. Sharp expressed 
encouragement over business conditions in the 
cities where he had stopped. 


Arthur Black, of the P. J. Black Lumber Co., 
Cheyenne, Wyo., and a past president of the 
Mountain States Lumber Dealers’ Association, 
has been reappointed general chairman of the 
annual Cheyenne Frontier Days celebration to 
be held next July. Under Mr. Black’s super- 
vision this year, the event netted over $10,000 
profit. 


Steve Roemer, a member of the lumber firm 
of Roemer Brothers in Bowling Green, Ky., 
was a member of a party of between fifty and 
sixty lumber dealers of Michigan, Indiana, and 
Kentucky who spent a week touring points of 
interest in Mississippi and Alabama. The group 
visited lumber mills, and engaged in hunting. 


Roy F. Hagerman, well known commission 
lumberman, of Flint, Mich., reports business on 
the upgrade, with the outlook good for the com- 
ing year. Mr. Hagerman represents some of 
the best southern pine, Inland Empire and West 
Coast mills, and travels the same territory 
formerly covered by him for twelve years as a 
representative of Bradley, Miller & Co. 


Peter J. Feitner, president of the Osceola 
Cypress Co., Osceola, Fla., was in Baltimore 
Der. 11 en route South from New York after 


spending a few months in the North. He called 
at the othce of the R. B. Homer Lumber (Inc.) 
which handles the products of his firm, while in 
Baltimore. Mr. Feitner said he was pleased 
with the cypress business, and trade in general. 


S. C. Skeels, who spent ten years with the 
Loag-Bell Lumber Co., has been transferred 
to the Omaha regional office of the Home Own- 
ers’ Loan Corp., which he joined a year ago 
in Washington. Mr. Skeels resigned his post 
as assistant credit manager of the lumber firm, 
and is now in charge of servicing loans in 
Minnesota, lowa, Kansas, Colorado, Nebraska 
and the two Dakotas, 


R. T. Jones, president R. T. Jones Lumber 
Co. (inc.) North Tonawanda, N. Y., is spend- 
ing his sixteenth winter at Miami Beach, Fla, 
where he owns a home. His son, Charles D. 
Jones, a member of the company, has returned 
to Buffalo after a week’s visit with his father. 
John McLeod, vice president of the R. Laidlaw 
Lumber Co., Buffalo, has also returned from a 
month’s vacation at Miami Beach. 


George A. Baker, lumberman at Decorah, 
Iowa, who was drafted by all political factions 
last spring to serve as mayor, is living up to 
the faith the citizens had in him. Mr. Baker is 
paid $100 a year as the city’s chief, but in eight 
months he collected $1,400 in fines for viola- 
tions of the municipal ordinances, and licenses 
for shows and peddlers. A newspaper in De- 
corah commented as follows: “He will doubt- 
less turn over to the city treasury a sum fifteen 
times as large as his salary at the end of his 
first year as mayor.” 


Col. C. B. Cunningham, Chicago lumber 
broker and owner of the Cunningham Lumber 
Co., plans to leave Dec. 22 to spend the Christ- 
mas holidays with his parents, Mr. and Mrs, 
J. M. Cunningham, Sr., in McMinnville, Tenn, 
Col. Cunningham has been active the past year 
in military, patriotic and diplomatic affairs. He 
reports that 1935 has been his best business 
year since starting as a hardwood flooring spe- 
cialist ten years ago. While in the South, Col. 
Cunningham will visit various plants. He ex- 
pects to return to his office Jan. 2. 


C. Raymond Powell, who for more than five 
years has been associated with Lake-Spiro-Cohn 
(Inc.), advertising agent of Memphis, Tenn., as 
vice president and account executive, has re- 
signed that connection and on Dec. 16 began 
operation of the Raymond Powell Co. Readers 
of the AMERICAN LUMBERMAN, who have noted 
with so much interest and pleasure the attrac- 
tive advertising of the E. L. Bruce Co., Mem- 
phis, will be interested to know that Mr. Powell 
will continue to handle this account and to be 
of help to dealers throughout the country who 
are profitably distributing Bruce products. 





Safety Club Started by Insurance 
Casualty Company 


The Lumbermens Mutual Casualty Co., Chi- 
cago, has recently sent to its policy holders let- 
ters asking them to join the crusade against 
the greatest killer of the age—excessive speed 
in automobiles. The company has _ studied 
causes of accidents, and has found that the 
greatest single cause of automobile mishaps is 
improper speed. To fight this condition, the 
firm has organized the “Not Over 50” club, 
whose members are pledged to drive safely at 
speeds under fifty miles an hour on the open 
highways, and to observe the common sense 
rules of safe driving outlined in the club’s 
creed. The letter mailed out by the casualty 
company includes small arrows which are to be 
pasted on the car’s speedometer pointed to the 
50-mile-an-hour limit, and an emblem for the 
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machine’s rear window. A pledge card is 

- Bar al 
included for signing by those agreeing to abide 
by the rules. All of the material may be re- 
ceived by anyone interested upon request, 


Wholesale Partnership Is Dissolved 


The dissolution of the Vanlandingham- 
Lumber Co., Chicago, effective 4 og 
been announced by the principals in the former 
partnership. The two associates recently moved 
from the 13th floor of the building at 19 South 
LaSalle Street to a suite on the 15th floor. They 
will keep their same locations, with Walter 
Vanlandingham operating in Room 1511, and 
the Burt E. Cook Lumber Co. in room 159. 
The two had been together in business since 
September, 1929. 

_Mr. Vanlandingkam will have as his asso- 
ciates, Roscoe C. Clark, W. N. Belk, James 
Vranek, William Mallory, Ann Tax and Mrs. 
Raymond Hughes. David Gray will be Mr. 
Cook’s assistant. 

CCC 


Returns from Successful Business 
Trip to Europe 


Edward V. French, vice president and man- 
ager of foreign sales of the Atlantic Lumber 
Co., of Boston, returned Dec. 12 from a nine 
weeks business tour of northern Europe and 
Great Britain. This was his seventh trans- 
atlantic trip and he confided to the AMERICAN 
LUMBERMAN at his head office in Boston that 
while his quest for business was highly suc- 
cessful he felt under less pressure to find an 
outlet for the product of the company’s five 
hardwood mills in the 
South, by reason of a 
much snappier demand 
at American centers for 
this class of stock. 
While abroad he visited 
the industrial centers in 
England, Scotland, Bel- 
gium, Holland and 
France. Unfortunately 
it was necessary to cut 
Italy from his itinerary 
though that country 
usually is a fertile field 
for marketing certain 
American hardwoods. 
He will be pleased when 
commercial Italy returns 
to normal. France, Bel- 
gium and Holland are 
gaining ground steadily, 
and since Belgium went 
off the gold standard 
her business basis has 
greatly improved. Scotland is always steady 
and safe. Mr. French was in England through 
the election period and as the basis of govern- 
ment is now settled for the ensuing five years 
business interests are given new courage. He 
said: 

It is my observation that London is grow- 
ing faster than any other city in the world, 
and home building is on as big a scale right 
now as was ever attained by any American 
city at any time. Perhaps 25 percent of the 
new construction would be classed as low 
cost corporation houses, but there are many 
fine and costly homes being built. There is 
a big housing and slum clearing program 
that still has four years to run. The trim 
mills and furniture factories in England are 
taking kindly to our Appalachian oak, for 
the tendency is toward better trim and more 
substantial furniture. The demand in Eng- 
land was good when I was last there a year 
ago. It is mich better today. 


Referring to the general business of his com- 
pany, Mr. French stated that 1935 was fully 40 
percent ahead of 1934 and that all company 
mills in the South had very much less lumber 
on hand than on Jan. 1, though all plants had 
run steadily through the year. He said further: 

Our feeling in this office is that both 
in Europe and this country business is suc- 
cessfully hurdling the obstacles that have 
been placed in its path and is now definitely 
going ahead. The general elections in Eng- 
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jand this year and in the United States in 
the year that is ahead will have little ill 
effect on business volume. The trade swing 
poth in this country and in England is 
clearly upward and if the politicians will 
give business half a chance this favorable 
swing will continue until we are safely 
neaded for real prosperity. 


Company "Stag" Preludes 
Northwestern 


Sr. Paut, Minn., Dec. 16.—F. I. Products 
Co., of St. Paul, jobbers of building materials. 
announces that it will stage the “biggest stag 
party on record” at the West Hotel, Minne- 
apolis, the evening of Jan. 13, preceding the 
opening of the Northwestern Lumbermen’s As- 
sociation convention. Among those attending 
will be Tom Sawyer, now with the Silvercote 
Products Co., Chicago, and Si Ford, Tom 
Irvine, Art Hemphill and Lew Bury, of the 
F I organization. F I dealers have been invited 
to attend. 


Believes Railroad Cars Should Have 
Wood Under Roof 


Commenting on a recent large order placed 
by the Pennsylvania railroad for new cars, 
Walter Vanlandingham, who has been active 
in bringing to the attention of railroad officials 
and shippers the necessity of lumber being 
shipped either in wooden cars or cars with 
roofs lined with wood, says: “Included in the 
Pennsylvania railroad order are a great many 
box cars which will have wooden decks and be 
lined, both ends and sides to the top, with wood. 
But the railroads should go a step further and 
line underneath the steel roofs, for by doing 
so they will not only help to eliminate claims 
for damage on cereals, flour, and cement, but 
also give better protection to shipments of lum- 
ber and other commodities.” Mr. Vanlanding- 
ham recently was advised by the freight traffic 
manager of the Illinois Central system that 
some of the equipment of that road was being 
remodeled and the ends relined with wood. His 
attention was called to the desirability of lining 
under the steel roofs with wood, in order to 
prevent damage not only to lumber but other 
commodities. 








Southern Mill Concern Reorganized 


Kansas City, Mo., Dec. 16.—The Dierks 
Lumber & Coal Co. and its two large sub- 
sidiaries, the Pine Valley Lumber Co. and the 
Choctaw Lumber Co., are prepared to be 
launched upon a new corporate existence under 
a reorganization plan adopted in Federal court 
here last week. Stockholders and directors 
will meet Dec. 27 to initiate the authorized plan. 
At that time, also, a movement will be started 
to consolidate the subsidiaries with the parent 
company. Under the old status, the subsidiaries 
were 74 percent owned. The Dierks company 
owns large timber tracts, logging railroads 
and similar equipment. It is reputed to own 
the largest stand of shortleaf pine timber under 
private control. 

a—_—_—_—_—_—_—_—_— 


Expect Bigger Volume in 1936 


TACOMA, Wasu., Dec. 14.—Increased_busi- 
ness volume in 1936 was predicted by H. T. 


Kendall, general manager of the Weyerhaeuser’ 


Sales Co., who came here from St. Paul to 
direct a three-day conference of the western 
division sales staff Dec. 2, 3 and 4. Mr. Ken- 
dall directed the conference in the absence of 
President F. K. Weyerhaeuser, who was unable 
to make the trip. Approximately fifty sales 
represesntatives and mill men from Pacific 
Coast and Rocky Mountain States attended the 
meeting, which was held at the Hotel Win- 
throp. “Prices may not change,” Mr. Kendall 
said, “but we are anticipating greater volume 
all through the year. Home construction has 
received a good start now through Govern- 
ment stimulation, and should go along on its 
own momentum.” Company officials said that 
reports from the various districts represented 
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at the meeting substantiated the belief that 1936 
will be a big lumber year. “We are certain 
that next year’s volume will be much higher,” 
said J. E. Morris, assistant manager of the 
company in charge of the western division, who 
arranged the conference. “The prospect is ex- 
cellent for steady working of mills in this sec- 
tion through the whole year.” The Tacoma 
conference is one of three similar meetings held 
annually by the company. The others are held 
in New York and in Chicago, for Middle West 
and eastern divisions. 





Lumberman Is Ninety Years Old 


DAvENPORT, Iowa, Dec. 16.—H. O. Seiffert, 
president of the H. O. Seiffert Lumber Co., 
Davenport, Iowa, observed his ninetieth birthday 
Dec. 10 at his desk as usual. Mr. Seiffert came 
here when 21 from Germany, and has seen 
Davenport grow from a small river town to a 
thriving city. Besides heading his lumber 
company, which was founded years ago, Mr. 
Seiffert is a director of the Davenport Bank & 
Trust Co. The nonagenarian has been a sub- 
scriber of the AMERICAN LUMBERMAN for 
thirty-eight years. 

—_—_—_—_—_—— 


Month's Hardwood Inspection Off 


John W. McClure, secretary-treasurer of the 
National Hardwood Lumber Association, re- 
ports that there was a drop of 15 percent in 
volume of official hardwood inspection in No- 
vember contrasted with October of this year. 
Even considering this slump, however, he said 
that November, 1935, was still 45 percent above 
the same month a year ago. The main factors 
causing the November drop were the announce- 
ment of lower freight rates, and the Canadian 
tariff agreement, Mr. McClure concluded. 





Metropolitan New York Enjoys 
Real Building Boom 


John W. McClure, secretary-treasurer of the 
National Hardwood Lumber Association with 
offices in Chicago, returned recently from a 
two-weeks trip to Boston, New York City, 
Philadelphia and Washington, D. C., and was 
enthusiastic over the improved business condi- 


tions which he saw on every hand. He was 
especially impressed and agreeably surprised 


upon reaching New York to see the increased 
building that is evident in the metropolitan dis- 
trict. Scores of small new houses are being 
constructed and sold immediately upon comple- 
tion in the nation’s largest city, Mr. McClure. 
reports. The lumber dealers are selling large 
quantities of building materials, and are ex- 
periencing more difficulty in replenishing their 
stocks than during the lax period. It was 
learned by Mr. McClure from the dealers that 
the buyers of residences are paying a substan- 
tially greater percentage in cash on their places 
than even during the prosperous 1920's. 
Kitchens and bathrooms are the focal spots of 
inspection by young couples who are out look- 
ing for a home to buy, the association official 
was informed in New York. A modern, handy, 
and gadget-equipped kitchen, and a pretty bath- 
room are playing major roles in the selection 
of dwellings in Gotham. Mr. McClure was 
told that there were approximately 1,000 houses 
under construction in Flushing, a suburb of the 
metropolis. 

Interesting information was given to Mr. 
McClure by the aggressive young salesmen who 
were in the audience when he addressed the 
New York Lumber Trade Association. One 
piece of practical knowledge garnered was the 
method being used in many instances to drum 
up house remodeling jobs. The first step is 
the dealer’s arrangement with the FHA agency 
for repair loans to persons interested in im- 
proving their residences. A salesman, then, 
walks down some street, selects a house that 
needs work done on it, and quickly estimates 
the cost of making those changes. He allows 
a little extra for interior work, but plans prin- 
cipally on outside improvements. The salesman 
raps on the door, and as soon as it is opened 
presents his entire speech in one rapid-fire sen- 
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tence before the person has time to slam the 
door. The sales talk may be like this: “Your 
house can be remodeled by my company for 
$311, and you may pay for it in monthly in- 
stallments over a year’s time.” He hands the 
individual some literature, his name and that 
of the firm he represents, and leaves unless 
asked for further information. Many times it 
has been found, the house owner likes the idea 
after thinking it over, and telephones the sales- 
man to come out and explain the matter fully. 
He is told what can be done architecturally 
and in modernization for the sum, and that all 
details will be cared for by the lumber dealer. 
All he has to do is sign a form agreeing to 
have the work done, and operations begin. If 
the salesmen can sell one job in a block, they 
are confident that upon its completion other 
home owners will be in the market. 

Boston has a large volume of renovizing, and 
good prospects for new building, Mr. McClure 
discovered. A more optimistic feeling exists in 
the lumber yards, and throughout the entire 
bay city. The same situation was found in 
Philadelphia. Construction in Washington has 
been dwarfing previous strides due to the rab- 
bit-like multiplication of governmental bureaus 
which must have offices, and their occupants 
who need residences. Real estate was found 
to be selling well, and lumber retailers are 
doing a good business supplying building ma- 
terials for persons building homes in the sub- 
urbs. 


To Sell in Twin Cities 


MINNEAPOLIS, MINN., Dec. 14.—W. C. Mor: 
ley has become city salesman for the Shevlin 
Pine Sales Co., succeeding E. J. Dwyer, who 
has resigned to enter business for himself. Mr. 
Morley has been associated with the Shevlin 
Pine Sales Co. for eighteen years, in both the 
sales and manufacturing departments. He was 
associated with the McCloud River Lumber 
Co., a Shevlin, Carpenter & Clarke Co. enter- 
prise, for ten years, and later with the Car- 
penter Hixon Co. (Ltd.) at Blind River, Ont. 
Since 1930 he has been with the Toronto sales 
office of the Shevlin Pine Sales Co., covering 
eastern Canadian territory from his headquar- 
ters at London, Ont. 
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Saw Chief Gets Pleasant Birthday 
Surprise 


INDIANAPOLIS, INp., Dec. 16.—An unusually 
pleasant recent event was a surprise party, hon- 
oring the sixty-seventh birthday anniversary of 
Henry C. Atkins, president and general man- 
ager of E. C. Atkins & Co., the party having 
been given in the Atkins factory. Office and 
factory employees congregated at a previously 
appointed place, to which Mr. Atkins was dji- 
rected by a ruse. Here he was surprised and 
delighted to find a home-made, iced angel food 
birthday cake, adorned with 67 lighted candles, 
Fred C. Gardner, secretary-treasurer of the 
company, presented to Mr. Atkins, as gifts 
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from the employees, a fitted traveling case and 
a combination desk lamp and clock. Taken by 
surprise himself, Mr. Gardner in turn was pre- 
sented with a junior floor lamp in appreciation 
of his 54 years of service. A basket of yellow 
chrysanthemums and other fall flowers was pre- 
sented to Mrs. Atkins, wife of the president; 
and a similar basket was presented to Mrs. Fred 
C. Gardner, who was prevented by illness from 
being present. 

William Weaver, representing the Atkins 
Pioneer Service Club, presided as chairman; 
other speakers being W. A. Atkins and Charles 
Bronson, 
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Incorporations 


CONNECTICUT. East Hartford—Imperial Lum- 
ber & Supply Corporation; $50,000. Incorporators: 
Albert H. Germaine and Abe Ostin, 

FLORIDA, Jacksonville Beach—Ocean 
Lumber Co. Directors: F. W. 
Montgomery and J. Hodges. 

Miami—W. E. Dwars Roofing Co. Directors: W. 
E. Dwars, J. M. Dwars, and Paul Kirk. 


KENTUCKY. Hyden-Shipley Stave & Lumber 


Beach 
Darby, W. E. 


Co.; $8,000. Incorporators: Charles F., Lyman 
and Dan Shipley, and W. H. Lewis. 
MASSACHUSETTS. Beverly — A. Shepherdson 


(Inc.); building materials. 
incorporator. 


MICHIGAN, 


Albert Shepherdson an 


Detroit—Seibert & Wells Lumber 
Co., 12188 Mendota; $15,000. Robert A. Seibert, 
4152 Lakewood, an incorporator. 

Detroit—Storm Flooring Co. of Michigan, 918 
Fisher Building; $10,000. 

NEW YORK. White Plains—Interstate Bullding 
Material Corporation; building materials; $25,000. 
Care of Nathan Goldstein, 185 Main St., White 
Plains. 

NORTH CAROLINA. Tryon—Luckey Stave & 
Lumber Co. Incorporators: Prentice Luckey, Sarah 
S. Luckey, of New York, and Waverly M. Hester, 
of Tryon. 

OKLAHOMA. Oklahoma City—Western Wood 
Preserving Co. Incorporators: H. B. Crawford 
and J. W. Everest. 

Wewoka—Porterfield Lumber Co.; $5,000. In- 
corporators: L. V. Porterfield, J. Gladston Emery, 
of Wewoka; and J. H. Posey, Antlers. 

OREGON. yoshen—Coast Fork Lumber Co.; 
$5,000. Incorporators: M. M. Evans and J. H. 
McDonald. 

PENNSYLVANIA. 








Philadelphia—Girard Supply 
& Equipment Co., Bulletin Bldg.; lumber, paint, 
electrical goods; $1,000. Albert G, Bauer, 4451 
Sherwood Road, an incorporator. 

TENNESSEE, Oneida—Buffalo Stave Co.; $20,000. 
Incorporators: L. W. Clark and G. N, Sawyer. 

TEXAS. Chester—Neches Lumber Co.; $7,500. 
Manufacturing and merchandise. Incorporators: 
H. O. Sutton, C. H. Caskey and Clara M. Thorn- 
ton. 


WASHINGTON. Blaine—Peace Portal Co-opera- 
tive Mill; $60,000. To operate sawmill. Incor- 
porators: C. C. Goff, W. L. Bowles and others. 

Seattle—Evergreen Loggers (Inc.); $10,000. In- 
corporators: N. Kion, M. Allen and Edward 
J. Burns, 

WEST VIRGINIA. 
Supply Co.; $25,000. Officers of the 
President, Edgar M. Crouch; 
Wiley; secretary, M. F. Noel. 


WISCONSIN. Madison—Pendleton Lumber Co.; 
$60,000. “Logging and lumber business. Incorpora- 
tors: George E. King, Janesville; H. S. Gilkey, 
Minneapolis; and Alfred T. Rogers and J. R. Cald- 
well of Madison. 

CANADA. BRITISH COLUMBIA. 
Acme Shingle Co. (Ltd.); $10,000. 
812, 510 West Hastings St. 
a shingle mill and sawmill. 

B. C., Vancouver—Marpole Sawmills (Ltd.), 611, 


837 West Hastings St.; $10,000. 


Beckley—City Lumber & 
firm are: 
treasurer, A. D. 


Vancouver— 
Offices are at 
The firm will operate 


Business Changes 


ALABAMA. Lineville—Hooton & Boazman Lum- 
ber Co. succeeded by D. M. Hooton Lumber Co. 

CALIFORNIA. Los’ Angeles — Belcher-Phillips 
(Inc.) changed name to Belcher (Inc.); 6623 Stan- 
ford Ave. 

Pinedale—S. & L. Planing Mill succeeded by M. 
J. Madsen. 

FLORIDA. Jacksonville— Dekle Lumber Co. 
changed name to Mason Lumber Co., 520 Osceola. 

Plant City—J. E. Glover Lumber Co. succeeded 
by Glover Lumber Co. (Inc.). 

IDAHO. Idaho Falls—Independent Lumber & 
Coal Co. of Idaho Falls (Inc.) succeeded by Bonne- 
ville Lumber Co. 

INDIANA. Columbia City—S. J. Peabody Lum- 
ber Co. changed name to Morsches-Nowels Lumber 
Co. 


MASSACHUSETTS. Boston—C. R. Boulter & 


Son, 73 Haverhill St., now Boulter Show Case Co. 

Clinton—Jorgenson Woodworking Co. taken over 
by a new corporation known as Clinton Woodwork- 
ing Co., capitalized for $20,000, by Attorneys Henry 
W. Pickford and George E. O’Toole; Herbert §&. 
Child, and Ernest J. Hopfmann. 
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MINNESOTA. Braham—Local yard of the Rudd 
Lumber Co. sold to L. Gilbert Olson of Braham 
and C. C. Thronson of Minneapolis, and the firm 
name has been changed to Braham Lumber Co, 

MISSISSIPPI Laurel—Pascagoula Hardwood Co 
sold its sawmill, veneer mill, railroad and logging 
equipment, and about 100,000,000 feet of standing 
nardwood timber to the Mengel Co (Inc), of Louis- 
ville, Ky. 

NEBRASKA. McCook—Bullard Lumber Co. 
merged with the Sterling Lumber & Investment 
Co. of Colorado; the name Bullard Lumber Co. 
will be retained. 

NEW YORK. Central Square—Blye Bros. suc- 
ceeded by Neil J. Gilmore. 

Croghan—Croghan Flooring & Manufacturing Co. 
taken over by Elmer English. ee 

Crown Point—Fred L. Porter now Porter Milling 


co. 

. New York City—Builders Supply Co. of Jamaica 
succeeded by Jamaica Builders Supply Corpora- 
tion, 95-46 157th St., Jamaica. 

OKLAHOMA. Oklahoma City—T. J. Stewart 
Lumber Co., 39th St. and May Ave., purchased by 
Barney Stewart and Barney Stewart Jr., who will 
operate as the Barney Stewart Lumber Co. 

PENNSYLVANIA. Nescopeck—Nescopeck Lum- 
ber Yard taken over by William F. Sutter, con- 
tractor, and will be known in future as Sutter 
Lumber Co. 

VIRGINIA. Kents Store and Staunton—John S. 
Pancake & Co. incorporated as Pancake Lumber 
Co. 


New Ventures 


CALIFORNIA. Los Angeles—Hollywood Vene- 
tian Blind Co., 6506 Sunset Blvd. 

FLORIDA. Jacksonville—Jacksonville Lumber 
& Supply Co. has been opened by Hugh L. Holley 
at 245 Ives St. A complete line of lumber of all 
kinds in rough, dimension and dressed stock will 
be carried, specializing in tidewater cypress. 

ILLINOIS. Peoria—Siegle-Hunt Lumber Co., 2026 
South Washington St., opened by Arthur Siegle 
and Lawrence Hunt, both of this city. The new 
yard will be operated on a cash and carry basis. 

LOUISIANA. Opelousas—D. B. Deville and 
Gantt Nicholson have opened a retail lumber and 
building materials business here, which is tem- 
porarily located in the Nicholson Shingle Factory. 

OREGON. Brighton—oO. E. Hoffman has engaged 
in business as the Brighton Shingle Mill. 

Portland—Nelson Bros., logging, has 
formed by Walter L. and Clarence D. Nelson. 

PENNSYLVANIA. Philadelphia—Frankford 
Crate Co. has opened a factory at 4424 Hedge 
St.. with C. A. Snyder as manager. 

Morton—J. H. York has opened a lumber yard 
just south of town. 

WASHINGTON. Anacortes—R. L. Tucker Lum- 
ber Co has engaged in building material and lum- 
ber business on corner of Commercial and 15th 
Streets. 

Seattle—Wurnsted (Inc.) has engaged in lumber 


business on corner of 10th Ave., N. E., and 110th 
St. 


been 


Casualties 


GEORGIA. Vienna—H. F. Moore sawmill and 
planing mill destroyed, with loss of $15,000, par- 
tially insured. 


KENTUCKY. Putney—Intermountain Lumber 
Co. reported damaged approximately $200,000 by 
fire. Lumber stacked nearby was saved. 


MINNESOTA. St. Paul—Stanton Lumber Co., 
East Seventh and Earl Streets, suffered loss by 
fire of storage shed and damage to three other 
sheds and lumber, valued at approximately $85,000. 
NEW YORK. Stony Brook—D. T. Bayles & 
Son Lumber Co. mill building destroyed by fire. 

NORTH CAROLINA. Goldsboro—Clinton Lum- 
ber Co. mill and machinery destroyed by fire; 
causing loss estimated at $25,000, partly covered 
by insurance. Only a small part of the lumber on 
the yard was destroyed. 


New Mills and Equipment 


_ MINNESOTA. Winona—Botsford Lumber Co., 
57 Kansas St., contemplates rebuilding five lumber 
sheds next spring. 


_CANADA. QUEBEC. Bishopton—S. N. Bishop 
Co. is constructing a $30,000 casket factory. 


To Erect Big Building Material 
Plant Near New Orleans 


New Orteans, La., Dec. 16.—Immediate 
construction of a manufacturing plant which 
will produce a complete line of the products of 
the Johns-Manville Sales Corp., to be located 
on a newly acquired 60-acre tract of land on 
the west bank of the Mississippi River opposite 
New Orleans, has been announced by John M. 
Taylor, regional vice president of that company. 
The new plant, ultimately, will be the third 
largest manufacturing unit of that company in 
the United States. Construction work sched- 
uled for 1936 provides for erection of the first 
unit of the plant, with a 1936 investment of 
$750,000. The new plant will employ 400 per- 
sons. When the new unit has been completed, 
the personnel and operation of the shingle plant 
at Gretna, La., opposite New Orleans, will be 
transferred to the new location. R. B. Mur- 
phy, who is in charge of the Gretna plant, will 
be superintendent of the new unit. 
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NORMAN PRESTON HATTEN, 51, promi- 
nent Mississippi lumberman, died in his sleep 
Nov. 30 at Hendersonville, S. C., where he was 
spending Thanksgiving with his family. The 
deceased entered the lumber business in 1906, 
when he and his brother, Wade, formed the 
Hatten Brothers Lumber Co. About a year 
later, Randolph Batson, his father-in-law, be- 
came associated with them, and the Southern 
Lumber & Timber Co. was formed at Hills- 
dale, Miss. The concern operated a mill at 
this point until it was destroyed by fire in 
1922. The company acquired a mill at Orvis- 
burg in 1920, and operated it until 1927. In 
1924 the three organized the Batson & Hatten 
Lumber Co., and bought a tract of timber 
land and a sawmill. More recently interests 
with which Mr. Hatten was associated ac- 
quired the Phoenix naval stores plant on 
Bayou Bernard, which is being improved. 
Some time ago he moved to Gulfport, Miss., 
where he purchased considerable real estate. 
Surviving are his widow, two sons, a brother, 
and a sister. 


MRS. ANNA E. McCORMICK, 85, widow of 
Robert Laird McCormick, prominent Pacific 
Northwest lumberman, and mother of Wil- 
liam L. McCormick, secretary of the Weyer- 
haeuser Sales Co., died Dec. 2 in Tacoma, 
Wash. Mrs. McCormick was known for her 
philanthropies, which included a_ branch 
library bearing her name in Tacoma, a boys’ 
dormitory at the Pacific University, Forest 
trove, Ore., and gifts to the College of Puget 
Sound in Tacoma. She also contributed 
heavily for Ferry Museum, home of the 
Washington State Historical Society at Ta- 
coma. She married her husband at Melmore, 
Ohio, in 1870 after her graduation from a 
Methodist college in Tiffin, Ohio. After they 
had lived in Hayward, Wis., and Winona, 
Minn., the couple moved to Tacoma in 1903. 
She leaves her son and five grandchildren. 


EDWARD BROOKS JAMES, 93, veteran re- 
tail lumber dealer in the Boston district, 
who retired from active business twenty-five 
years ago, died at his home in Cambridge, 
Mass., Dec. 7. He was one of six brothers, 
four of whom were prominent in Boston 
lumber circles. The deceased once served 
as secretary of the Massachusetts Retail 
Lumber Dealers Protective Association. A 
brother, George B., operated a yellow pine 
yard before organizing the White Mountain 
Paper Co. at Portsmouth, N. H. He had also 
organized and been secretary of the old 
Northeastern Lumber Manufacturers’ Asso- 
ciation. Another brother, Charles L., headed 
the wholesale firm of James & Abbot, while 
a third brother, Benjamin, was a_ lumber 
salesman. The deceased leaves a daughter 
and a son. 


JOSEPH E. CASHIN, 40, well known in the 
lumber industry of metropolitan New York 
City, died Dec. 11 at St. Joseph’s Sanitorium, 
Asheville, N. C., where he was trying to re- 
gain his health. He started his lumber career 
in 1914 as a clerk with the Stevens, Eaton 
Co. During the World War he was in the 
U. S. navy, and at the end of the conflict 
returned to his former employment. He 
stayed with the firm until 1921, when he 
became bill clerk for the Dykes Lumber Co. 
His advance was steady, and he eventually 
became lumber buyer for the entire Dykes 
organization. Mr. Cashin was a charter 
member of the Nylta Club, and served as its 
president in 1932-33. Surviving him are his 
widow, a brother and two sisters. 


THOMAS HENRY JOHNSTON, 72, vice 
president and a director of the Estes Lumber 
Co., Birmingham, Ala., died Dec. 11 in his 
home after an illness of several months. The 
deceased lived in Birmingham for a half cen- 
tury. For many years he was active in the 
wholesale lumber business and organized 
T. H. Johnston & Co. Later Mr. Johnston 
consolidated his firm with the American Lum- 
ber & Export Co. Some years afterwards he 
was one of the organizers of the Estes Lum- 
ber Co. During his career, he had also 
started and operated the manufacturing firm 
of Blount Lumber Co. He was an active civic 
leader, and served as president of the 
Y. M. C. A. His widow, three sons, two 
daughters, two sisters, and two grandsons 
survive. 


MICHAEL J. WHISSEL, 83, former retail 
lumberman of Buffalo, N. Y., died Dec. 6. In 
1890, he and Philip J. Ferkel organized the 
Whissel Lumber Co., which was sold to the 
Harrigan Lumber Co. several years ago. The 
deceased was a former member of. the Na- 
tional Retail Lumber Dealers Association, the 
Order of Hoo-Hoo, and the Knights of Co- 
lumbus. He is survived by four sons, one of 
whom is Lawrence N. Whissel, who is presi- 
dent of the L. N. Whissel Lumber Co. (Inc.), 
Buffalo, which was founded after his father 
had sold his business, and three daughters. 


JOHN F. FLEMING, 73, pioneer lumberman 
and miner at Red Cliff, Colo., died Nov. 30. 
For many years the deceased lived in Den- 
ver in winter, but kept his interests in Red 
Cliff, including the management of the Flem- 
ing Lumber & Mercantile Co. He_ served 
Eagle County as representative in the four- 
teenth general assembly of Colorado. His 
widow, three daughters and a son survive. 


JESSE S. SPRINGER, 68, pioneer lumber- 
man of the Pacific Northwest, died in an 
Olympia, Wash., hospital, Dec. 7. In 1884 he 
became associated with a brother, Charles H., 
in operating a mill at Tumwater, near Olym- 
pia. The mill was moved to Olympia in 1887, 
where it has continued to operate. His widow 
and two daughters are left. 


ARTHUR B. REED, 68, of the E. P. Reed 
Lumber Co., North Abington, Mass., died Dec. 
11, at his home in that city. The deceased 
was the third generation of Reeds to carry 
on the lumber business in North Abington. 
He was active in his town’s social, civic and 
business life. Surviving are his widow, a 
daughter and a son. 


Cc. S. BUTTERFIELD, 72, retired lumber- 
man, died suddenly Dec. 12 at his home in 
Pensacola, Fla. He entered the lumber busi- 
ness with his father in Mississippi in 1884, 
and was active in the development of the 
yellow pine industry until he retired twelve 
years ago. His widow, two sons and five 
daughters survive. 


W. E. ROBINSON, official inspector for the 
National Hardwood Lumber Association in 
the St. Louis, Mo., district for the last 
twenty-seven years, died Dec. 15 from pneu- 
monia. He had made a fine association 


record. He leaves a widow and other sur- 
vivors. 
FRED A. WAUGH, 56, treasurer’ for 


twenty-five years of the Teachout Sash, Door 
& Glass Co., Columbus, Ohio, died Nov. 30 
after an illness of seven years. He was a 
Mason, a member of the Scottish Rite and 
Aladdin Shrine. His widow, a _ som, one 
brother and a granddaughter survive. 


JOSEPH S. CLARKE, who was secretary- 
treasurer of the Morgan Millwork Co., Bal- 
timore, anaffiliate of the MorganCo.at Osh- 
kosh, Wis., died Dec. 13, at a sister’s home. 
Ill health forced his retirement some time 
ago. Two sisters and a brother are left. 


MRS. ALICE NAOMI COOKE, 85, mother- 
in-law of Waldo E. Cummer, Jacksonville, 
Fla., an official in the various Cummer lum- 
ber concerns, died Dec. 17. She leaves her 
daughter, four grandchildren and two great- 
grandchildren. 


LESLIE W. GREELY, 52, manager of the 
Yorktown Lumber Co., Yorktown, Ind., died 
Dec. 4. He had held the position for many 
years. Surviving are his widow, two sons, 
and three brothers. 


MRS. DORA MAY FARRELL, 43, wife of 
Jay L. Farrell, Seattle retail lumber dealer, 
died Dec. 4 after a long sickness. She leaves 
her husband, parents, three sisters and three 
brothers. 


PHILIP PRYOR LIPSCOMB, 58, president 
of the Lipscomb Lumber Co. (Inc.), Rich- 
mond, Va., since he organized it in 1915, died 
Dec. 8. He leaves his widow, a brother, three 
sisters and two nephews. 


A. L. DENNIS, 80, western Michigan lum- 
berman, died Dec. 10. He operated the Dennis 
Brothers Salt & Lumber Co., now the A. L. 
Dennis Co., and the Dennis Canadian Co. A 
son and four daughters survive. 





Loadings of Revenue Freight 


A report of the car service division of Asso- 
ciation of American Railroads shows that rev- 
enue freight loadings for the two weeks ended 
Dec. 7, 1935, totaled 1,207,560 cars as follows: 
Forest products 55,518 cars (an increase of 899 
cars above the amount for the two weeks ended 
Nov. 23) ; coal, 258,267 cars; grain, 61,158 cars; 
livestock, 28,180 cars; ore, 12,804 cars; coke, 
16,388 cars; merchandise, 296,649 cars, and mis- 
cellaneous, 478,596 cars. The total loadings for 
the two weeks ended Dec. 7 show a decrease of 
67,273 cars below the amount for the two weeks 
ended Nov. 23. 
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LUMBER MARKET REVIEW 


Low West Coast Stocks Tend to Strengthen Market But 
Tariff Cut Makes Buyers Hesitant 


Though West Coast production has been considerably 
increased, bookings during the two weeks ended Dec. 14 
were only about one percent below it. The report on dis- 
tribution of orders for the week ended Dec. 7, the latest 
available, showed that none of the domestic cargo business 
had gone to Canadian mills, and that week it amounted 
to about half of the total bookings. Shipments have con- 
tinued to fall behind new business, and order files are 
steadily increasing. 

Rail business made a spurt in the last period, because 
of the fact that some items are harder to secure and are 
showing price strength. Stocks at the mills are about ten 
percent lower than last year at this time. Some large 
orders are reported to have been offered at present prices 
for future shipment, but these the mills are reluctant to 
book with advances possible. Some buying of railroad 
and heavy-construction items is being done, and inquiries 
promise an expansion in this business. 

The Atlantic coast market is confused by changes in rail 
and water rates, effective or in prospect, and by the tariff 
reduction that is likely to result in larger receipts of 
Canadian lumber, from British Columbia and the Maritime 
Provinces. There have been some price concessions on 
common boards in the East, despite the firm position taken 
by most Northwest mills. 

There has been a fair volume of foreign business, but 
the bulk of it continues to go to British Columbia mills. 


Many Southern Hardwood Items Becoming Scarce; 
Prices Firmer as Rains Curtail Production 


Hardwoods have been in good domestic demand from 
automotive and furniture factories. Furniture sales in Oc- 
tober were 54 percent above 1934, and 47 percent above for 
the year to date; and sales of new model cars are reported 
good, with production active. For the season, flooring 
demand is rather good, and excellent prospects for the new 
year are encouraging the factories to buy rough stock in 
advance. Mill stocks of FAS oak are reported oversold, 
with those of wanted gum items rapidly getting into that 
position, and so much of the southern lowlands covered by 
water that logging and production are heavily curtailed. It 
is likely that continuation of present demand would soon 
exhaust dry stocks. Foreign buyers now show more inter- 
est in the market, seemingly preparing to get in ahead of 
any advance in prices. Quotations remain low, but more 
and more items are being classed scarce and advanced. 
Northern mills have marked up some items of birch. 


Southern Pine Mills Report Good Volume of Inquiry, 
Especially From Industrial Users 


While booking of new business with the southern pine 
mills shows the expected year-end sag, numerous inquiries 
for future delivery have given the market a good undertone. 
Many sellers are inclined to hold back until after inventory 
time, believing that a price advance is in prospect, and 
there are now hardly any of the specials being offered that 
recently disturbed the market. The reduced rail rates in 
effect from the Southwest and the Southeast are expected 
to be a helpful factor in post-inventory business. The fact 
that production has been heavily curtailed by winter rains 
is adding to the firmness of quotations. Industrial, railroad 
and heavy-construction inquiries for large amounts are in 
the market, with indications of early placements. 


North Carolina pine is being bought mostly for immedi. | 
ate needs, with prices showing no change. Yards and in- 
dustrial users, however, have very low stocks; and stocks 
at kiln-drying mills are much lower than usual at this time 
of year, while wet weather has made it practically impossi- 
ble for small air-drying mills to produce or ship. An ad- 


vance in mill prices is thought probable early in the new ‘ 


year, with a reduction in rates an offsetting factor in ship- 
ping from the Southeast. 


Arkansas Soft Pine mills report an excellent retail de- 
mand for shed items, stocks of which are exceptionally 
low. No 1 dimension and boards are also in small supply 


at the larger mills, but small mills have a surplus of the ri 


grades they produce, and commons are not as strong as the 


uppers. The fact that small-mill output has been curtailed ° 


by rains is encouraging hopes of better prices on commons, 
Heavy inquiry is being received for car building items, and 
prices of these are strong. 


Western Pine Mills Have Good Order Files and Report 
Inquiry for Forward Needs 


Western pine unfilled orders on Dec. 7 were double the 


amount on hand at the corresponding date last year, and ’ 
reports indicate that many buyers are preparing to enter 
the market earlier this winter for their spring needs. De- 
mand during the two weeks ended Dec. 7 was 127 percent 
above 1934 and only 4 percent below the production, which 
was 85 percent greater than for the same period last year. 
While mill stocks Dec. 7 were 10 percent above last year’s, 
those of the wanted yard items do not show this increase, 
for there has been some accumulation of box grades. There 
seems to be some surplus also of No. 3, with prices softer. 
On attractive orders for some other grades, especially No. 
2 common and D selects, prices have been infrequently 
shaded. But most Ponderosa items are being held firmly 
by the mills, and there have been no concessions on the 
soft pines. The advantage of lower rates to territory east 
of Chicago has been offset by reductions in rates from the 
Southwest and Southeast; but prospects for western pine 
in the eastern markets are considered good. 


Northern Pine, Eastern Spruce Stocks Low, Prices Firm; 
Revisions Stimulate Northern Hemlock 


The northern pine mills have been closed down. Stocks 
are about ten percent below those of a year before, though 
to date this year the bookings have been 19 percent under 
the output, and winter demand will bring a further reduc- 
tion in mill assortments. Both in the Northwest and the 
Niagara area, buying is being held down until after inven- 
tories, but prospects seem good for the new year. Scarce 
items are strong, and it is indicated that the cut of $2 in the 
tariff on Canadian pine will mean no change in the list. 

Northern hemlock mills in the week ended Dec. 7 re- 
ported new business 90 percent above that for the corre- 
sponding week last year—perhaps partly as the result of a 
downward revision in prices of 10- and 12-inch No. 1 dimen- 
sion and boards. Bookings to date in 1935 have been 18 per- 
cent below output and mill stocks exceed last year’s. 

Business in eastern spruce is rather unsettled as buyers 
await the result of increased January imports from the 
Maritime Provinces at the reduced tariff rate; but the 
larger New England mills, with dry stock scarce, are hold- 
ing their quotations firmly. Reports indicate that bottoms 
have been chartered for a rather heavy movement from 
Canada after the new tariff becomes effective Jan. 1. 


Statistics, Page 50 — Market Reports, Pages 58-61 — Prices, Pages 67-70 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales 
for sales made in the period Dec. 2-6, but, 


change, New Orleans, La., 


‘ of November have been inserted and distinguished by asterisk: 











prices on southern pine to the Southern Pine Lumber Ex- 


where prices for this period were not available, prices for the month 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard /|Drop Siding, Standard Partition, Standard No. 1 Shiplap and 
Lengths Lengths, 1x6” Lengths 1x8 reerere 1° of os 
in i a %x4&6”"— eee ° 
. ae elie Eibatter.. 22.67 #30.14| B&better.. 37.00 37.00) 1x5&10 ... ae ea 
rtleaf.. 60.21 69.37|No. 1 .... 29.78 *30.40 MEP creves ‘59 49.16 
Sho U Rough Finish 
Longleaf. .*59.00 *56.00/No,. 116— 10-20 No. 2 Shiplap and 
No. 1— Bé&better.. 38.83 35.07 pe netter— Boards, Std. Lgth, 
Shortleaf..*46.88 46.50/No. 1 .... 34.48 33.00 Inch thick— Shortleaf— 
Longleaf... .... *48.00|/Assorted #8 ; {4 ........ 39.00 ....{1x8 ...... 18.10 16.93 
No. 2 ....%34.44 31.00) patterns é peat te 39.00 *37.00 1x10 teens 17.91 15.97 
| 1x3” flat Bé&better.. 35.30 33.50/8 ---..... 1.40 *39.00|1x12 ..... 25.66 20.87 
grain— No. 1 .... 32.31 *31.71]1x5&10 52.63 43.76 songiens— ? 
B&better.. 36.31 36.75 _ pie *65.00 *60.00|/1x8 ...... eee, 118-79 
No. 1 ' 33.38 33.19] Surfaced Finish, 5&6/4 1x10 tees 18.50 %19.88 
No. 2 ” 24.50 25.00 10-20’ i thick— i Ee ee 29.03 
No. 2 * eee 53.30 *50.43 
eto Pe tia Se ag Ee] bala 
' Shortleaf.. 58.87 58. O0l4 sinker 43.41 38.00|12 *--++°: 73.75 64.50 x4” 
Longleaf... .... *57.00/g (777777? 43.42 40.73 Ceiling, Standard 12 & 14... 24.59 20.16 
oe ‘i f.. 47.64 %46 36l1 ere 50:83 50-43 Oe rinse peewee a Se 
$ af.. , ‘ es . ' ee 
Longleaf. .... °47.00lIx5 |... 49.19 43.94 ee “ECeT oes 12 & 
s . $45 Fi ite. ‘ 2& 14 21.93 20.38 
No. 2 . 36.26 80.61/18 ....... 65.36 62.45 aE sees *22.60i76 S OSs: 22°50 21°99 
1x4” flat 5&6/4 thiele=- B&better.. 27.24 27.10|2x8” 
in— “8. 53.82 54.75|~ er.. 27. 27. : 

* pabetter.. 37.01 35.19/5&10 ..... 57.42 62.12; No 1 S600 26.00/22 & 14 et ans 
No. 1 » WE SRORRE aescsen 76.25 72.50} No. 1 Fencing, 10-20’ cae nee _ . 
~~ 3 19:39 18.62lc_ “anes - 32.93 34.31| 2x10 $5.08 24.00 
Casing, Base & Jamb|Inch thick—. , . B celintepodets ee POE oo ess 25.82 28.44 

6 ILLITE 8700 41.66] Ne. 2 Fencing & om [16 220000: 45 55.09 
ee... 52.35 *49.89/8 ........ 8.84 *37.55| Standard Lengths | 2x19” 
1x6&8 .... 50.97 48.63'1x5&10 ... 41.83 51.50 1x4 ...... 18.18 16.01/12 & 14 28.35 25.54 
1x5&10 ... 55.60 53.5012 ....... 62.00 56.00 1x6 ...... G7 T6800 oes ccs 29.75 28.50 








Side’ Side Bide Side 
de e e e 
No. 2 Shortleaf No. 2 Longleaf 
Dimension 4" Dimension 

2x4” 12 & 14...*22.50 21. 
12 & 14... 20.26 15.48/16 ~.14""7533'00 eaaios 
_ eer 21.21 16.80] 9x6” 
x6” 12 & 14...%*19.69 *17.31 
12 & 14 16.26 15.29 . etbaceles *21.00 *18.25 
| resins 17.22 .22| 2x8” 
x8" meio  < 14...#21.00 *20.00 
12 & 14... 18.09 1652/16. --+-- ane SORE 
16 18.87 17.36| 2X10 
eee non 86112 & 14...921.00 $20.00 
12 & 14. 18.55 18.18 16 oo eeeee 18.00 20.96 
16 13.98 16.13) 25%% 
= . TY 112 & 14.,.921.50 920.88 
12 & 14 19.17 18.21|16 --.----- 23.50 *22.00 
16 19.25 % We Lath 
eee eee . eee x r. ’ 
No. 1 Longleaf No. 1 8.71 3.71 
Dimension No. 2 2.82 2.67 
2x4” Timbers, 20 & Under, 
o2 & 14 eae *24.00  ... 1 
Se é #24. ~ ord 
2x6” or 3x4 & 4x4. 25.50 *23.71 
12 & 14 23.50 *23.40|4x6—8x8. 624.50 #22.92 
ee *26.08 *23.00|3&4x10 ...*33.75 _ .. 
2x8” 5x10- 10x10 *32.75 
12 & 14. 25.00 *25.00|3&4x12 .. .*43.7 *44.75 
S os svce eee "21.40 5x12—12x12 *43.00 
2x10” Shortleaf— 
2A *28.19 eee | OX4 & 4x4. 22.19 22.08 
Lee *29.50 *28.80|4x6—8x8.. 21.06 22.06 
lahat fat *31.41 *32.00|}3&4x10 ... 25.92 23.00 
2x12” | 5x10—10x10 25.00 *22.10 
12 & 14...*34.45 *35.00! 3&4x12 ... 28.20 *22.25 
SD esecuws *38.30 —12x12 29.11 29.75 


*38.00 | 5x12 





WESTERN RED CEDAR 


Seattle, Wash., Dee. 16.—Prices for red 
cedar siding in mixed cars, new bundling, 8 


to 18 foot, f. o. b. mill, are: 
Beveled Siding, %-inch 
Clear 4° —- 
eae ee -$25.00 $23.00 om 00 
DER sca0esenbns ee 29.00 25.00 2.00 
6-inch ...c. ai ae 30.00 27.50 oi 00 
Clear Bungalow Siding, %-inch 
DOG scescses ieee me aceehie koh weed $40.00 
RED tccrceadater ees Kewanee wewnw ein 50.00 
ee ea - 60.00 
Finish, B&better, S2 or 4S, 8-18’ 
82S or S4S 
or Rough 
ee  <cccnme ene eer umene a Dame awe enna $45.00 
ll Ee es Hort © mes Be 5/8: 50.00 
DE. nde ai ries de Sanat dcarnieieig eae anere aa 60.00 
DE: éinseddnadrscad nian commas veknrionee 70.00 
DT. sckh nee eek ee eeaeneen wena eens 75.00 
INE sirartiig tise sorakin ub tacos wtabenia aoa ie aelalaerer daa 80.00 
0 een rrr re re tr 90.00 
WEE cneamackee bun nba caine nae 95.00 
Ceiling or Flooring, B&better, 4-18’ 
Se” «wsesaeae dine he aiedie ‘ pvaeesend $30.00 
a Le A Se 32.00 
Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 
Listing under $3..... peemecan as anemia 64% 
Re er 6 nc sk oeucdscwxewed 59% 
Series 7000— 

MN ON a ac i cichits alla eb ous --64% 
eae 59% 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin ft. 
if eT ee rere bin ieee A - 
WEP’ eaghinnniies saneuubaebaiesaaukia ade ae 





WEST COAST LOGS 


Seattle, Dec. 14.—Average prices of logs 
are as follows: 

Fir: No. 1, $22@24; ie. 2, $14@17; No. 
$10@i2; peelers, No. 1, $28@31: No. 2, 21 @2t 

Cedar: Shingle logs, $14; lumber logs, $19. 

Hemlock: No. 2&3, $9@9. 50. 


[Special telegram to Amertcan LumBErMAN] 


Portland, Ore., Dee, 18.—Log market quo- 
tations: 
Yellow Fir: No. 1, $20; No. 2, $15; No. 3, $10. 
Red Fir: $11@ 12. 
Cedar: Shingle logs, $13. 
Hemlock: Nos. 2 and 3, $8@ @ 8.50. 
Spruce: No. 1, $20; No. 2, $15; No. 3, $10. 





NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 





No.1 No.2 No.3 
Brown AsH— FAS SEL Com Com Com 
Hr sseeeeeee 45.00 36.00 30.00 24.00 18.00 
seeeseeee 50.00 41.00 33.00 26.00 19.00 
e/a seeeeeees 55.00 48.00 40.00 80.00 19.00 
8/4 ...+4--.. 60.00 63.00 43.00 32.00 20.00 
Basswoop— 
4/4 ....454. 60.00 50.00 40.00 26.00 18.00 
5/4 ........ 65.00 55.00 45.00 28.00 20.00 
 ceeeseaa Me 8.00 45.00 28.00 20.00 
SY) “eke -- 75.00 65.00 655.00 30.00 20.00 
10/4 ........ 90.00 80.00 65.00 43.00 . eon 
_. ees -- 95.00 85.00 70:00 48.00 ..... 
BPO wencsece Ge 45.00 $82.00 22.00 ..... 
Key stock, 4/4, No. 1 and greta. a5: or on 
grade, FAS, $75; No. 1, wii ; 1 and 
better, $70; or on grades, FAS, "36: 6 . 1, $60. 
No.1 he : No. 3 
Harp MapLp— FAS Sel Com Com Com 
4/4 ........ 62.00 47.00 40.00 28.00 14.00 
5/4 ........ 67.00 652.00 42.00 32.00 17.00 
C/E .cccccese 13.00 57.00 47.00 4.00 17.00 
Te scccccece TE -anne 2.00 34.00 18.00 
8/4 seeeee 77.00 62.00 52.00 34.00 18.00 
9/4 > 90.00 75.00 60.00 xe 
. 90.00 75.00 60.00 35.00 ..... 
i! ee is rye 95.00 75.00 40.00 ..... 
12/4 ........110.00 95.00 75.00 40.00 ..:. 
16/4 ........150.00 aa et . Re 
0.1Com No.2 No. 3 
Sorr ELm— FAS — Sel Com Com 
29.00 24.00 18.00 
(|, ees ee 30.00 24.00 20.00 
re csvcesvce Ge 31.00 24.00 20.00 
BFS scccccee Ge 34.00 26.00 20.00 
10/4 ae ag 39.00 28.00 shone 
, Se 5.00 49.00 33.00 inniaonese 
4/4 iia No. 2&Btr.—$28. 
No.1 No.2 No.3 
Rock Etm— FAS Com Com Com 
Oe cccceces GE sisee 40.00 21.00 16.00 
et cepsnene EE snes 5.00 23.00 18.00 
e/¢ esceccee 75.00 ..... 650.00 28.00 18.00 
8/4 ....+.5- 80.00 ..... 65.00 28.00 21.00 
ee eétncewew a tnchs 5.00 40.00 ..... 
SES sccnsiecl “cscos 5.00 45.00 30.00 
No.1 No.2 No.8 
BrrcH— FAS Sel Com Com Com 
, See 60.00 50.00 40.00 29.00 18.00 
oy ear 65.00 55.00 43.00 32.00 18.00 
eas 70.00 60.00 48.00 37.00 18.00 
8/4 80.00 70.00 58.00 40.00 19.00 
10/4 ea ag + 35-38 70.00 40.00 ..... 
are on 75.00 45.00 .... 
16/4 _ooe 09 130: ‘0 _ * ewes 
nr scene aon Can seeks sen 
, ae aa ae 00 it 00 $2.00 ::.. (anaes 
No.1 No.2 No.3 
Sorr MarpLte— FAS Sel Com Com Com 
4/4 ..cee0e-+ 50.00 45.00 37.00 25.00 16.50 
B/4 .....++-- 55.00 45.00 40.00 26.00 18.00 
6/4 ......+-- 65.00 60.00 45.00 31.00 8.00 
8/4 .....+e0+ 70.00 65.00 60.00 81.00 W 





DOUGLAS FIR 


{Special Air Mail to AMERICAN LUMBERMAN] 


Seattle, Wash., Dee. 16.—Current quota- 
tions f. o. b. mill, on Douglas fir items in 
mixed cars for rail shipment direct to the 
trade appear below; and straight-car prices, 
ana on the items, are from $1 to $3 
ess: 


Vertical Grain Flooring 


Bé&btr. Cc D 
UE ore ein oun en nication $43.00 $32.00 $22.00 
Flat Grain Flooring 
Bé&btr ¢ D 
NS awd a8 ei a Ae $25.00 $22.00 $19.00 
DE -anwek eee eee ws oleae 28.00 26.50 22.00 
Ceiling 
SET” 5 ncn ww aiden ore aed $22.00 $20.00 $15.50 
Be bab ssoeedcemun ne P.00 28.00 21.50 16.00 
Drop Siding, 1x6” 
| IPPC er $27.00 $25.50 $21.00 
BRUIT 'si choise nash arin ote ale eek ac 27.00 25.50 
Common Boards and Shiplap 
1x6” 1x8” ixi@° i113” 
OS: Seer $17.00 $19.00 $18.00 $20.50 
eS 13.00 14.50 14.00 15.00 
Pe srcoueenan 10.00 11.00 11.00 11.00 
No. 1 Common Dimension 
12” 14’ 16’ 18’ 20° 
2x 4” ...$19.00 $19.50 $21.00 $22.00 $21.00 
2x 6” +8 59 18.50 19.00 20.00 20.00 
2x 8” 18.00 19.00 19.50 20.50 20.50 
2x10” . 20.00 20.50 21.00 21.50 21.50 
oe 22.00 22.00 22.00 23.00 23.00 
2x4”, "$21. 00; 2x4”, 10’, $21.00. 
ast ah or 2, 2x4”, $15; No. 3, $10. 


No. 1 Common Rough and/or Surfaced 


lanks 20 oT cat d 4x12 
i ‘ and shorter an x 
a serpliontthonesempepyliaeeniboneil "$16.00 
12812" Se 2 Se dansGuPinseouswesonuene 16.00 
Se os ee a oceeehenw ec heaweeecen 17.00 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 16.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade, the average being 
obtained from actual sales reported by many 
mills: 


Royals 
1 24” 4/2 pepwe bene Lensee sews bee kan $4.00 
a OB ae ear are eee 2.75—2.80 
sa ie aks a a ae ae ae e wale aele Kae 1.75—1.80 
Perfections: 
1-1 EN ectd tiis'se wien a eiak piaacaca esa neem $3.20-3.35 
= ee rey ee 2.35-—2.40 
os RR eee ser 1.80-1.90 
Peese | 
ll * ee ee er $2.80—2.90 
SA A eR ae cee eT 2.00 
og |. Re rere rT 1.5 
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WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine 
Association by members during the period 


Nov. 4 to 16, inclusive. Averages include 
both direct and* wholesale sales, and are 
based on specified items only. Quotations 
follow: 
Ponderosa Pine 
5/4x8” 6/4x8” 
SeLects, S2 or 4S— _ 1x8” & wadr. & war. 
of. ff - ee $45.58 $57.38 TT 
D Select RL...... 34.15 46.00 $43.00 
SHop, S28S— No. 1 No. 
DD chit dmath bbe bane weaeaeee 28.22 $20.58 
OO Pee eee 27.45 20.35 
Commons, S2 or 4S— No. 2 No. 3 
PM ctccaweeneesnaeeeo be $22.85 $19.74 
ol 2 jee 27.62 20.16 
Se eee , ll errr errs. $14.28 
Idaho White Pine 5&6/4x8” 
SELEctTs, S2 or 4S— 1x & wdr. 
eG cre $54.42 $80.38 
3 RSP P= 41.10 neoe 
ComMMoNsS, S2 or 4S— 
Colonial Sterling Standard 
Be. ot.ce0et wines $37.66 $29.84 $22.76 
Sere a 64.65 39.31 26.68 
Sree, GFE, FOr aN 668 seb we wesenwses $17.47 
Sugar Pine 
1&8” 5/4x8” 6/4x8” 
SeLects, S2 or 4S— & wdr. & wdr & wdr 
0 A: ae 73.00 $70.00 $70.15 
GC MOneOt Bebsice ssc 68.37 65.16 60.04 
D Select RL...... 53.00 Pr 46.50 
Suop, S2S— No. 1 No. 2 No. 8 
ee ¢asadroesavnns $42.25 $23.89 $18.49 
Ole. saveeescuéteen 41.71 24.96 21.00 
SO vvrscicserewas 52.53 30.02 19.37 
Larch—Douglas Fir 
Pome Te. 2. Me cicvncntecereoewes $22.39 
Seenemetem TG. 3, BOE scccceccccsesese 22.18 
Boards, No. 8, S20r4S 128... cccccccves 18.27 
Flooring, vert. gr. C&Btr. 4 RL......... 32.65 





CAROLINA PINE 


Following is a summary of average sales prices 
of southern pine, delivered on a Norfolk, Va., 
rate of freight, as made during the week ended 


Dec. 14: 
Flooring 
Bé&btr. No. 1 No. 2 
OD i cnebs oerxoawenee 35.80 $32.80 $21.50 
ee pisenessnekeoves 35.40 32.30 21.30 
Ceiling 
22.75 20.70 13.60 
Finish Dressed, B&better 
PG cawseowea $40.45 SIG ccnencews $46.65 
Pe veseseaes 40.45 er 48.15 
De seeetoden 39.35 5/4x10...... 57.35 
Se teeeweoes 40.40 5/4x12 67.40 
Boards, Dressed 
No. 1 No. 2 No. 3 
SD svaueceaenisaren $34.05 $19.60 oe 
De a0e6eecencenkede 36.95 19.30 or 
Dn gacebenebisebees 36.95 20.25 $16.70 
a eee 34.95 20.25 18.20 
Di se660veeesaenan 39.50 20.75 17.20 
ee 49.15 24.00 21.70 
Air Dried No. 2 Common or Roofer Grade, 
Dressed 
Se sateeennd $16.90 Pr rertre 18.25 
SEE ae a aie rare 18.50 . Sere 20.30 
See éeerneens 18.75 





8-16 18-20 
BEG ccccvccvcccvcrscesesoesses $19.25 $21.45 
Dt chads en vaseéweaasendewenne 18.85 21.25 
ee ren 19.45 22.05 
De sekhvedencdeeeweneswaeakt 20.25 24.65 
GE 0h see Ce reer exrretowsacees 21.10 23.45 
Michigan and Wisconsin flooring mills 
report the following prices realized f. o b. 
peering mill basis, during the week ended 
ec, 4° 
First Second Third 
se: $65.01 $57.03 $44.98 





Bids in on 86 Timber Bridges for 
Nebraska 


Kansas City, Mo., Dec. 16.—Engineers at 
the Tri-County Irrigation and Power Project 
headquarters in Hastings, Neb., were busily 
computing bids on construction of approxi- 
mately 86 timber bridges in central Nebraska. 
Contracts for the work are expected to be let 
soon, since the initial allotment of $229,000 for 
the work already has been made by PWA of- 
ficials in Washington. : 





AMERICAN LUMBERMAN 


ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 
mills during the week ended Dec. 14: 
Flooring 
Edge grain— 38-inch 4-inch 
DEE Kteesecceoenecens ---$59.00 $58.00 
Py 2 es csacrersrveseencesenes 52.00 51.00 
i pire seOsee ene Sane eeee nae 32.00 
Flat grain— 
 cteée banenwineteeeum 38.00 37.00 
Ee tkkbtventdakeeeaeweew ad 33.00 32.50 
UGE ainkan eecrendse eer eee een 25.00 25.00 


Ceiling & Partition 

: Bé&better No.1 
Ceiling, %x4 2 

Partition, %x4 

Boston Partition, 


DGREE sc ctachecaceacoondcwene $31.00 $36.00 
Pk E Rt rdecarceawiveeneesions ven 29.00 32.50 
We DF ccuscevacdoeeenve eccece 25.00 26.00 


4 10 12 
4/4 ...$42.00 $51.00 $43.00 $44.00 $51.00 $71.00 


5/4 ... 62.00 67.00 62.00 62.00 67.00 80.00 
Casing & Bae, » geeeee | 
8 
0” $49.00 $53.00 $50.00 $51.00 
Pe c1stasaanee tat eave 50.00 $51.00 
Moldings Discount 
Listed at $3 and under..........cccecees 1% 
Pe GS asidedaresdrerbenaksdewentnvsenar 42% 
Boards and Shiplap 
1x6 1x8 1x10 1x12 
Boards, S4S, No. 1..$34.00 $32.00 $35.00 $49.00 
No. 2.. 17.00 17.50 18.00 26.00 
No. 3.. 12.00 13.00 13.50 13.50 
Shiplap, No. 1.. -. $32.00 $35.00 nme 
No. 2.. 17.50 18.00 .... 
No. 3.. 13.00 13.50 13.50 
Dimension, S4S, 16-Foot 
No. 1 No. 2 
a Wh s26i<netawaeteaneewsanbenee $25.50 $21.00 
BEE wednessan ce coietésiassacenwn 23.5 19.00 
a> iste ah eka a 6s avant waco oar ean 25.00 20.00 
ED oi) 50g Wiis tik Wiebe ina eda areca dl 27.00 22.00 
BE €irkarednkcedernabsecdewniawr 31.00 24.00 
" Lath, %x1%, 4-foot 
2h DP whemadcneveadicg d hw newebeeabeanacek $3.75 
Ws BD ghee nvrdneekesed Mxewbbsadkantddanye 3.00 





OAK FLOORING 


Following are current quotations on oak 


flooring in carlots, f.o.b. logical points of 
origin—Memphis and Johnson City, Tenn., 
and Alexandria, La. 
13x2%” 33x11%4” %x2” %x116” 
Clr. qtd. wht....$89.00 $70.00 $57.00 $45.00 
Clr. qtd, red..... 72.00 62.00 49.00 45.00 
Sel. qtd. wht 61.00 52.00 45.00 39.00 
Sel. qtd. red..... 54.00 47.00 40.00 39.00 
Clr. pin. wht - 62.00 52.00 49.00 40.00 
Clr. pin. red..... 57.00 50.00 45.00 40.00 
Sel. pln. wht 50.00 39.00 40.00 34.00 
Sel. pln. red..... 48.00 42.00 37.00 36.00 
No. 1 com, wht.. 43.00 33.00 33.00 30.00 
No. 1 com. red.. 42.00 35.00 32.00 30.00 
ee ee 27.00 25.00 17.00 17.00 
14x2” %x1%” x2” 
Clr. qtd. wht....$67.00 $65.00 $75.00 
Clr. qtd. red.... 62.00 60.00 66.00 
Sel. qtd. wht.... 53.00 51.00 53.00 
Sel. qtd. red.... 53.00 51.00 52.00 
Clr. pln. wht.... 55.00 52.00 57.00 
Clr. pin. red.... 53.00 52.00 52.00 
Sel. pln. wht.... 50.00 48.00 48.00 
Sel. pln. red.... 49.00 47.00 43.00 
No. 1 com. wht.. 46.00 37.00 40.00 
No. 1 com. red 46.00 37.00 36.00 
me 3B OOc caves 25.00 24.00 cals 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}#-inch stock, $8; for %-inch, $4; for %- and 
tx -inch, $4.50. 

Chieago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }}- 
inch stock, $6; for %-inch, $3; for %- and 
tx-inch, $3.50. 


WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LuMBERMAN] 





Portland, Ore., Dee. 18.—The following are 
prices for mixed carlots prevailing today: 





Finish— Factory stock— 
See cchaw'ws $66.00 
a” sheresee 46.00 
1x5—11” 55.00 
3evel Siding— 
%x4"—B and 
better ..... .00 
=¢"—— 
i éetanewee 34.00 
a eewaneane 32.00 
GS ssesnenee 25.00 box ..$12.50@13.00 








December 21, 1935 


ATLANTIC COAST PRICES 


All Ports C. i. f. for West Coast Fir and 
Hemlock 


Prices are based upon the current inter. 
coastal water, rate for rough stock, of $12.50 
per thousand feet. 


Handling charges beyond “ships tackle” 
vary at each port. When figuring backhay] 
freight—dock to delivery point—base on near- 
est quarter dollar—if fraction is 12% cents 
, more, add 25 cents; if less than 12% cents 

rop. : 

Fir Flooring K.D. 4-20’ 


» gnee, 
.G. V.G. 
RE ake kee irate Bae a wee eS $32.25 $49.25 
DE. ‘sdtvkee waned waneeanpaeed 33.75 51.25 
_ . PCLT TR eee 37.00 53.00 
ll Se eee aap i 35.00 51.50 
DE” § ‘$id vieseueeaseousaane 34.00 51.00 
Fir Ceiling K.D. 4-20’ 

Bé&btr = —- 
Ss ci kele ew esaeine $28.00 $26.00 $21.75 
|. Serre 28.5 26.5 22.25 
OS ee ee 30.75 28.25 24.00 
OO = Pree 32.00 29.50 25.25 
ere 35.00 33.50 29.25 
MT” Score arin we aticnden 35.75 34.25 30.00 

Fir Siding K.D. 

B&btr. ~~ — 
1x6” 4 to 20 feet....$35.25 $33.75 $29.50 
Fir Finish 6-20’ 

Bé&btr. B&btr, 

F.G. V.G. 

SCE as00Geedadeveraeeanenee $40.75 $47.75 
DCE tn weteekinbaanee nes owed 39.75 46.75 
> Se re er 45.50 52.50 
a eae 43.25 50.25 
RE ong. areca wr ews Wore Ge sae 44.25 51.25 
 wsrhenca ve cedenachawhan 54.25 61.25 
Sa” piwaxdissaseedencennecen 59.00 66.00 


For 5/4 and 6/4 add $5.00 to one inch price. 
For 2 inch add $2.00. 


Fir Stepping 3-20’ 


B&btr Cc. 

V.G. V.G. 
OO 3 eee $66.50 $56.50 
 -weieahikabwe ye aewae wave 71.75 61.75 
ll ere eae 66.75 56.75 
a. (ee 72.00 62.00 

Eave Gutters 10-40’ 

De CD Wiss ccnccuccavessdsesenscess $52.00 
DD. gis. ssenkavneovswadexeens eed beeneons 52.25 
4x6 Re ee ree 6 tttnneenwwnee 52.50 


Fir Dimension and Plank 

2-inch fir dimension, green, surfaced to \% 
inch off. 

No. 1 common fir—15% No. 2. 

For straight No. 1 common, add $1. 

Following are wholesale prices to dealer, 
ec. i. f. at ships tackle at all ports. Handling 
charges at each coast port vary, as does 


trucking or back haul charges to delivery 
point. 


2x3 2x4 2x6 2x8 2x10 2x12 

6 $24.75 $27.00 $23.75 $25.50 $24.00 $24.00 
26.75 29.00 25.75 27.50 26.00 25.75 

10 27.25 29.00 26.75 27.50 27.50 27.75 
12-14 28.25 26.75 28.75 28.50 28.50 28.75 
16-20 30.75 30.25 29.25 29.00 29.00 30.25 
22-24 34.75 32.25 31.25 30.50 30.50 31.75 
26-32 38.75 35.00 32.75 32.00 32.00 32.75 

Fir Timbers 

Cc. i. f. prices, dressed, range from $39.25 
for 6x6: to $32.00 for 18x18”, lengths 8’ to 


20’; $31.25 to $34.00 in lengths 22’ and 24’; 
$32.25 to $36.00 in lengths 30’ to 40’, No. 1 
common, 159%, No. 2. 
For No. 2 common, deduct $3.50 per M from 
above; No. 3 common, deduct $6.50. 
For lengths 41’ to 100° call for special 
quotations. 
Boards 
Inch common fir and/or hemlock green 
random length 6’ to 20’ S4S. 
For straight No. 1 common, add $1.50. 
For dry No. 1 common, add $2; No. 2 com- 
mon, add $1. 
For matching and beading, 
No. 115%, 
No. 2 


add 50 cents. 


No. 2 No.3 Rough 

Com Com. Com. Add 
eae $23.25 $21.75 $20.75 $4.50 
ee 25.75 23.75 20.75 4.75 
FS _ re 25.50 23.50 21.50 4.50 
0 25.50 23.50 21.50 4.50 
DE scaees 26.00 23.50 22.00 4.25 





GEORGIA ROOFERS 


Following is a condensed summary show- 
ing the average prices f. o. b. Georgia Main 
Line on dressed roofers, random lengths, re- 
ported by twenty mills for the week ended 
Dec. 12: 


8 eee 13.73 
BEB coccvecsees BAB.SO 8 BRID nc ccccccces 13.57 
BED ccvesecece 13.98 1x12 ......0e0- 14.50 
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Qtrd. Figure 
Gum— 


eeeeee 


4 No.1&Sel: 
Hr No.1&Sel: 


Plain Red G 
, 4/4 FAS...- 
Hh FAS.... 
6/4 FAS...- 


4/4 No.1&Se 
5/4 No.1&Se! 
6/4 No.1&Sel 
4/4 No.2 Cor 


Qtrd. Sap G 


4/4 FAS... 
6/4 FAS... 
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) American 
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Following are f.o.b, mill prices of southern hardwoods, from mills in Texas, Louisiana, Mississippi and Alabama: 
atrd. Figured Red| 6/4 FAS..... 35.00 | Qtrd. Black Gum— | Plain White Oak—|5/4 FAS..... 54.00|10/4 No, 1 & 4/4 No. 2-A. 18.60/6/4 ....... 30-20-12 
Gum— ail 8/4 FAS... ‘5.00 ae van..... 2.001%Eir Ue. 6/4 FAS..... 68.00 ee! yg 200 | 4 No. 2-B. 18.00 avs noone 30-20-12 
Ue Boe a ie] chee tals th | Ua RAteis Mh | Ue BAR: MMRUATE Neues HEea| Bowe aeca lat rag... spec AR. gu 
els +++ 39.00) £4 No.1&Sels 26.00 | 8/4 No.1&Sels 25.00 19/4 was... g1py|5/4 No1&Sele 31.00 S/4 No.2 Gom 19:00 874 FAS... 50.00 rr waiases iy + 
Qtrd. Red Gum— | 6/4 No.1&Sels 26.50 4/4 FAS 59.00|6/4 No.1&Sels 36.00] 6/4 No.2 Com 20.00 |4/4 No.1&Sels 25.00| 8/4 No 1&Sels 36.00 
Ree 57.00| 8/4 No.1&Sels 27.00 | Tupelo— 5/4 FAS. 67.00 | 8/4 No.1&Sels 47.00| 8/4 No.2 Com 21.00 |5/4 No.1&Sels 27.00| 474 No.2 Com 12.00 
Hy FAS..... 58.00} 10/4 No.1& ntiles rae 6/4 FAS..... 71.00 se ao 5 om ed “A ag one ee 8/4 No.2 Com 15.00 
ccccce . id , m 17. . ; 

Ut Wa Gael GRO anon] EARage 188 |e Netaiae 2008 |4/4 Ne EA’ tas a ee Belle Ree 
cs 1&Seis Pye: 5/8 FAS... . 20:00 | 8/4 No laSet, 20:60|4/4.No. 3-B.. 8.50] */8,28".& Up. Beech, Log Run—|$/4 «------ 84-24-14 
No.1&Sels 38.00 on s . 0.1&Sels 30. = | Reeheter: 85.00 |5/8 ....... 30-20-10 hee < * 
oT 43.00 even 8/4 PAS... 27°00 3/4 No1&Sels 34.00 | Mixed Oak 4/4 13 to it /4 3829-13|9/4 <7 88-26-18 
acechaapenaregen 4/4 13 to 17° 6/4 FAS..... 27.00] 6/4 No.1&Sels 43.00 | 4/4 Snd Wy. 17.00] ‘ras & Box oS Gakipeipne ad rte oh a 

Plain Red Gum— AS & Box 5/8 No.1&Sels 14.50 | 8/4 No.1&Sels 54.00 | 4/4 No. 3-A.. 11.50] Bas. ..... TEOO1E/4 000550: 41-26-13 | Qtrd. Spenmere, 
soon anes Deter os.28 vs No. 1&8els 17.50 5/8 No.2 Com 15.50|4/4 No. 3-B.. 8.00/4/4 FAs..... 54.00 18/4 .....6. 45-30-15 Los R ee 
i FAS..... 54.00|4/4 FAS..... 29.00 | 6/4 No.1&Sels 20.00 6/8 No. 3A 19.50 | Masnolia— vr |S gg OEY Sty | re sci Miee 
6/4 FAS..... 56.00 | 5/4 FAS 31.00 | 4/4 No.2 Com 12.00] 474 No. 3-A.. 12.00 4/4 FAS..... 41.00 4/4 Saps & 4/4 13 to 17” ain Eaamere, 
4/4 No.1&Sels 29.00|6/4 FAS..... 34.00| 5/4 No.2 Com 12.50] 4/4 No. 3-B.. 8.50|5/4 FAS..... 43.00 pee 34.00] ‘Box Bas.. 63. 90 5/8 _ 28-18- 9 
5/4 No.1&Sels 34.00] 5/8 No.1&Sels 17.00 | 6/4 No. 2 Com 12.50 /4 FAS..... 44.0018/4 Saps & 4/4 FAS..... 28.001/4/4 ....... 29-19-11 
6/4 No.1&Sels 36.00] 4/4 No.1&Sels 19.50| 4/4 No.3 Com 7.50| Qtrd. Red Oak— /|8/4 FAS..... 45.00] ‘Sels ...... 45.00 | 474 No ee 20.00|5/4 ....... 32-22-12 
4/4 No.2 Com 17. SO. 2ESON® 33. 4/4 FAS..... 63.00 AS.... 53.00)4/4 No.1 Com 26.00 “2Com 15.00|6/4 ......: 793. 
7.00 ea wo-satew 33.59 anit Chie tien tee Oe 12/4 San’° ates Ve ei tee eel" No.2 Com 15.00|6/4 :.....: 33-23-13 
Qtrd. Sap Gum— | 4/4 No. 2 Com 12.00 4 — Fietn Bed aii: 4/4 No.1&Sels 26.00 “74 No.1 Com Soft Elm, Log Willow— 
4/4 FAS..... 31.00| 6/4 No. 2 Com 12:60 | 4/4 No-1&Sels 60:00 |5/8 FAS..... 37.00 |6/4 No1&Sels 31.00|4/4 2-A com (4/4. . 30-20-10|474 NoreSela 21:00 
5/4 FAS..... 34.00} 4/4.No.3Com 7.50| 4/4 No.2 Com 24.00 | 4/4 FAS..... 50.00:'8/4 No.1&Sels 32.00] (Bung) ... 30.00|5/4 .......30-20-11|4/4 No.2 Com 14.00 
=| 
If page number does not appear opposite name, display advertisement will be found in a previous issue 
Abesto Mfg. Co............ Crossett-Western Co......... Kinzel Lumber Co .......... 15 Red River Lumber Co., The. 7 
Alderman & Sons Co. D, W.. Crowell & Spencer Lbr. Co., Kinzua Pine Mills Co........ 5 Rib Lake Lumber Co........ 15 
jo mony pee ay masses : PR RKeeseteebeisenednses 2 men a yt - oer “ 15 Richard Shipping Corp....... 45 
erican Logging Too ace neeland-McLurg Flooring Co. Robbins Flooring Co........ 15 
American Lumber & Treating Davenport Hotel............ Kurth Lumber Mfg. Co...... 8 Roddis Lbr. & Veneer Co.... 15 
__ ater ererteain — Stark & Brown Cypress 45 Lacey & Co., James D 1¢ Roofers Group Page......... 59 
American Steel & Wire Co.... SDs nee ene eer e see neneeees aa Roosevelt The........cssee0- 10 
Anaconda Copper Mining Co.. 6 Dierks Lumber & Coal Co.. 75 Lackey Lbr. Co., 8. E........ Ruberoid Co., The.... 
Angelina County Lumber Co.. 8 Disston & Sons, Inc., Henry. Lennon Wallpaper Co........ 45 —- 
Angelina Hardwood Co....... g Du Pont de Nemours & 0., Libbey-Owens-Ford Glass ~~ of St. Moritz Hotel 
Antrim Iron Co., .........--. Bi Rirsietesncrevsentees o Se Sailie Lumber Co..........-- 
Archer-Daniels-Midland Co. . Dyke Bros..........++..00 — —— : abled a Samson Cordage Works...... 
—— — Roun. 42 Enterprise Co, The........ ys Lowe Brothers Co., The..... aa om, ng Co.....-++- = 
hemes Cock Peadente Co Ethel Lumber Co............ Lumbermen’s Credit Assn... . Sch 2 tt ce Ww ee ee 55 
Associated Lumber Mutuals... Exchange Saw Mills SalesCo. 41 Lumbermen’s Mutual Casualty Sewall phen W. Pee cat 
Atkins & Co., E.C.......... Firestone Tire & Rubber Co.. ‘a nes ctyiess ‘Resa aa Shevlin Pine Sales Co........ 48 
Atlantic Lumber Co......... Florida-Louisiana Red Cypress Maisey & Dion............ .+ 63 Shimer & Sons. Inc.,8.J..... 
nr e. sibban eda al 43 Manhattan Rubber Mfg. Div. Sisalkraft Co., The.......... 
Sherk Co. W. W.. Th LI cn nhnrekvnse’ . m.. arn ray gw 7 Smith, Inc., H. Dixon.. songs 59 
abcock Uo., W. W., ihe.... Ford Motor Company........ arietta Paint olor Co. Smith Lumber Co., Ralph L.. 8 
Balsa Wood Co. Inc., The. ... Fordyce-Crossett Sales Co.... 12 Mathieu, Limited, J. A....... 55 Solvay Sales Corporation. .... 
Barber Asphalt Co., The Rg aca Fordyce Lumber Co Sas Mauk Seattle Lbr. Co., Seoeees 16 Soule Steam Feed Works ee 
Bay De Noquet Co.......... 15 Frantz Manufacturing Co.... Meadow River Lumber Co...._ 16 Southern Lumber Co.. bs 
B. C. Spruce Mills, Ltd... ... 6 Frost Lumber Industries, Inc.. 13 Menominee BayShore Lbr.Co. 15 Southern Pine Ass’n.......... 
Bell Lumber Co............. 59 Menominee Indian Mills. .... Spain & Co.,H.M.......... 16 
OS Stee Gilchrist-Fordney Co........ Meridian Lumber Co., Ltd.... 2 Spokane Pine Products Co.. 10 
Bentley Lumber Co., J. A.... 53 Glidden Co., The............ Metropolitan Building Co.... 64 Standard Lime & Stone Co. 
ae ae ow a’ a an Grasselli Chemical > sa . Vo. s Po a Lumber Stange Lumber Co.......... 15 
oedel Donovan Lbr ills. *s 0 ee Stanley Works, The......... 
ee oe Co.,The. 61 Henderson-Molpus Co....... Milcor Steel Co. ........... Stephenson Co., iat eaqiawe 15 
radley Lumber Sales ess 3 #ill-Behan Lumber Co....... g§ Mills Lumber Co. of Ga.,Inc.. 59 Stevens, Chicago, The........ 14 
Bratlie Bros. Mill Co........ Hines Lumber Co., Edw...... 15 Miner Saw Mfg. Co., J. H.... Sumter Lumber Company, Inc. 12 
- smamag S. gee. eS -~4 Holland Lumber Co E.M.... 15 Mews oy — pgs ar oe 
TUCS NOny Be Lee oe no cccrccee I Bic os concdcxess 16 umby Lumber ingleCo. 4 Taylor Hotel, Wm........... 
ae ~— R. & Ny oseccece Holley-Terrell Lbr. Co. ....-- 43 National Dry Kiln Co........ 74 Tennessee Eastman Corp..... 
~ eg nteneoeny—heanes ey: - 63 Holt Hardwood Company....12-15 National Lead Co........... 4 Thunder Lake LumberCo.... 15 
urton-Swartz Cypress Co. . Holt Lumber Company......12-15 Nelson & Co., Gilbert........ 63 Toledo Guaranty Corp., La 42 
Bomeseite Lumber Co..... Newman Lane Coe., J.5.... zemnens po her, = any.. 8 
, pO reer e Nicholson File Co........... rout Creek Lumber Uo...... 
se pried nage yaa — a eyenteber ses z — Bangor ae Co. a Twin City Lbr. & Shingle Co. 
ty) Rs ioip ae be ad orthwestern Cooperage ‘ 
PR os Sag” alepaetalaladal Huss Lumber Co............ PE hactdacvnsnns 5-47 Vanlandingham, Walter...... 
Se eee ‘ Von Platen-Fox Company. ..15-47 
Certain-teed we BN Corp. .. Insulite Company, The....... O’Brien Varnish Co., The.. 
Chapman & Co., A. D....... 49 International Harvester Co... Oconto Company............ 15 Webster Lumber Co., H. E... 45 
(hapmen & Dewey Lbr. Co.. a). | aaa Ostrander Railway & Timber Lae ay oe. rw teeees 15 
es & waeees 15 Jackson & Tindle, le 15 We ices acdsee sar essa here 64 wasehenan Sales Co. : : ° 
Clancy Co., Leon............ 59 Jackson Lumber Co.....-.... 74 Peavy-Moore Lbr. Co....... 55 white River Lumber Company 
Clay wen —_ta Jeffreys-McElrath Mfg. Co... 59 Peav od Lumber Co.. 55 Wier Long Leaf Lumber —" 
~ ball Johns-Carroll Lumber Co..... 59 Pittsburgh Plate Glass Co. . “: 
ytd Valley Lumber Co. . 6 Johns-Manville Pittsburgh Steel Co Williams bn = 7 7 pega 58 
re ~9 Lumber & Creosoting Johnson Lumber Co., C.D... 10 Polson Lumber & Shingle Co.. 16 Ls eed gic pn ae Co15-16 
Cannon taneines Corp weenie Jones Lumber Co............ 59 tenant eog | yepehesteesune = Wisconsin-Michigan Lbr.Co.. 15 
Continental Steel Corp....... Kent Machine Co........... 74 Putman, <i" taaatlaliai * Wisconsin-Michigan Page.... 15 
Coronado ee Kerry & Hanson Floorin a 15 Ranetite Mfg. Co........ ass. 16 Wood Conversion Co........ 
Grosiy + od Lay ag a aa Kear ene Wire - ay . “anemone Underwriting Yawkey-Bissell Lumber Co... 15 
Crossett Lumber Co......... King Lumber Co., The....... 59 Red Cedar Shingle Bureau. . Zimmerman., F, M.......... 


Directory of Products Advertised in AMERICAN LUMBERMAN will be Sunil 4 on following two pages. 
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Jacksonville, Fla., Dee. 16.—Following is a list of wholesale prices on tidewater red Following are prices f. 0. b. delivery points 
cypress, f. o. b. mill: in Wisconsin: 
Grades 1” 5/4 6/4 8/4 10/4 12/4 16/4 No. 1 Hemlock Boards, $18 os or > SISIE: 
T: T&L, r h , , ‘ i 14’ 16’ 
Tank, RW&L, rough.... .... as $96.00 $109.50 $131.50 $131.50 $138.50 i el eee $31.50 10,3 = alt, 
FAS, RW&L, rough....$55.00 $62.00 73,00 88.25 112.50 112.50 | Z2E & “pebeheetonsagate 33°00 34.00 HH 
Select, RW&L, rough... 47.00 55.00 55.00 58.25 78.00 78.00 87.00 | 1X 8” .....sesececeeee 34.00 35.00 36.50 
No. 1 Shop, RW&L, rough 34.00 39.00 49.00 51.75 68.00 68.00 76.00 ry Pete e tere eeeeees ante eared 38.00 
Box, RW&L, rough..... 22.00 24.00 24.00 24.00 alll ‘D&M, gach Ghee sa . 
, plain shiplap or S4S add 
Peck, RW&L, rough.... 24.00 26.00 26.00 27.00 CYPRESS SHINGLES - | cents; for drop siding, ceiling, fancy shiplas 
“A" Finish, RW&L, S4S. 63.50 70.50 78.50 94.50 a eee $600 grooved roofing or partition, add $2.75, 
“B” Finish, RW&L, S48. 55.00 62.00 62.00 66.00 Paints, 18*.*s00 *4'49 | No. 1 Hemlock Dimension, $1S1E or S48; 
“Cc” Finish, RW&L, S4S. 50.00 57.00 57.00 61.00 Economy, 18” 3.50 3.90 a 8’ 10,12&14" 16 
“D” Finish, RW&L, S4S. 46.00 53.00 53.00 57.00 laity LATH = So yenesneecesions MEE 32-50 Wes 50 
No.1 com., RW&L, rough 37.00 42.00 42.00 45.00 ix x48". $5. Ko. et BX BY wc ccccscececvees 33.50 33.50 34.50 
No. 2 com., RW&L, rough 31.00 33.00 33.00 33.00 Sx1%%x32" .. 260 -.... ep Reeseervevaetney arty eer see 
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A—Northern Pine 

B—Northern Spruce 

Bi—West Virginia Spruce 

C—Northern Hemlock 

Cl—West Virginia Hem- 
lock 

D—Northern Cedar 


Antrim Iron Co.......... abe 
Bay De Noquet Co....cd 
Christiansen Co., 

i. cheb ihne ae ak oan acd 
Hines Lbr. Co., Edw..abc 
Holland Lbr. Co., E. 

i heetesinn swash oe aba acd 
Bolt Lumber Co...... ed 


Jackson & Tindle, Inc.abe 
Kerry & Hanson Flooring 


i tnvhuheabneteumaeaue ab 
Kinzel ts Mn a lalate ac 
Mathieu, Ltd., J. A...abk 


Menominee Bay Shore 
Ler. Co. .. acd 
Menominee Indian Mills. ‘shed 
Northwestern Cooperage 
& Lbr. Co., The..abcde 
Oconto C ompany na eie ae cd 
Rib Lake Lbr. Co....acd 
Roddis Lumber & Ve- 
neer Co. 
Sawyer Goodman Co.. war 
Shevlin Pine Sales Co.. 
Stange Lbr. Co........ 
Stephenson Co., I.. ‘abe 
shender Lake Lbr. 


Toledo Guaranty Co.abliel 
Von-Platen-Fox Co....ac 
Weyerhaeuser Sales Co. 


ajlmrs 
Wigeonsin Land & Lbr. 


Svetendeaenoeees acd 


SOFTWOOD LUMBER 


Wisconsin-Michigan 

Lbr. Co 
Yawkey ;-Bissell Lbr. 

Tl wetreunseenenaoue ac 
E—Southern Yellow Pine 
F—Cypress 
Alderman & Sons Co., 

D. W. 


sees® 
Avhanene Lumber Co...e 


i" iS Ss eee e 
Bentley Lbr. Co., J. A..e 
Bradley Lbr. Sales Co,...... e 
meeens Ge, Be Bioscccecs 


mugeen- -Swartz Cypress 
ones es parame ih ee 

NT Renee f 
Clancy Co., 
Colfax Lbr. & Creo- 


a ee e 
Conroe Lumber Co...... 6 
Crowell & Spencer Lbd. 

> Be Se eer e 


Dibert, Stark & Brown 
Cypress Co., Ltd..... 

Ethel Lumber Co....... 

—— inge Sawmills Sales 


on 


Florida Louisiana Red 
Ce Gea sc weuneees a 
— Lbr. Industries, 
Gilchrist-Fordney Co...e 
Henderson-Molpus Co.. s<@ 
Hill-Behan Lbr. Co......e 
Holley-Terrell Lbr. Co...... f 


Homochitto Lumber Co..e 


Huss Lumber Co........ f 
Jackson Lumber Co..... e 
Jeffreys-McElrath 

A re e 
Johns-Carroll Lbr. Co...e 
Ue Se. eee e 
King & Thurston....... e 
King Lbr. Co., The...... e 
Kurth Lumber Co....... e 


Lackey Lbr. Co., S. E...e 
“en Lumber Co., 


aermess Lair. Coa. J. J. 
Peavy-Moore Lbr. + 
Peavy-Wilson Lbr. Co.. 
lee Bee. COccccccvecs e 
Smith, Inc., H. Dixon...e 
Sumter Lumber Co., Inc.e 
Tremont Lumber Co...ef 
Trout Creek Lumber Co.e 
Vanlandingham, Walter ....e 
Wier Long Leaf Lbr. Co.e 
G—Arkansas Soft al 
Caddo River Lbr. Co.. 
Crossett Lbr. Co........ 
Dierks Lbr. & Coal Co. < 
pet -Crossett Sales 


Fordyce Lbr. Co........ 
te 4 Lbr. Industries, 


ee 


®ooo0 


I—North Carolina Pine 
Schuette Co., Wm 


HARDWOOD LUMBER 


DO scenes ay Magnolia. .! 
Basswood .b Maple(Hard 
Beech ....¢ and Soft).m 
Birch ....d Ee 
Cherry 4 Sycamore .p 
Chestnut. of Tupelo a 
Cottonw’d ¢ Walnut r 
ED (praia h Foreign 
Sra i Woods...s 
Hickory ..j Mahogany .t 
Philippine.k Balsa ....u 
Aléerman & Sons Co., 

. Peer imnoq 
pet Hardwood Co... .ni 
Antrim Iron Co......... cdmn 
Atlantic Lumber Co...acgin 
Balsa Wood Co., Inc., The..u 


Bay De Noquet Co..... bdmn 
Bradley Lbr. Sales Co.....cin 
Bruce Co. E. L....abchijlmno 
Chapman & Dewe 


y 
Lumber Co.........aghimnp 


MILLWORK. FRAMES. SHINGLES, PACKAGE TRIM, ETC. 


SASH, DOORS, COLUMNS, 
MILLWORK 

Clay Equipment Corp. 
Dyke Bros. 

Hill-Behan Lbr. Co. 

Red River Lbr. Co. 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 
Kinzua Pine Mills Co. 


Christiansen Co., C. M.abdhm 


Cisar Brothers....... adhimng 

Dibert, Stark & Brown 
Cypress Co., Ltd......... q 

Ethel Lumber Co......... ino 


Exchange Sawmills Sales 
PR ererer -~ 

Fordyce-Crossett Sales Co.. 

+ Lumber Industries, 


hi cicaee saenewens achijing 
Hill Behan Lbr. Co....ino 
Hines Lbr. Co.. Edw...adhmn 


Holland Lbr. Co., E. M.abdhm 
Holt Lumber Co........ bdhm 
Jackson & Tindle, Inc. .bedhm 
Kerry & Hanson Flooring 


Te. Ace nenn@haneeaees bedhm 
ees Rae, GO, wcccacoae dmn 
Kneeland-Bigelow Co....... m 
some G& Ge. Fe Giesccesse us 
Maisey & Dion...... adhimng 
Meadow River Lumber 

Sa wetsutesteueras bdfmno 


Red River Lbr. Co. 
Spokane Pine Products Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co., Inc 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Weyerhaeuser Sales Co. 


i 7 Bay Shore 
semen aid abdhmn 


PS OPE CEE: mn 
Newman Lumber Co., 
chioaeeannee acijmnopq 
Northwestern Cooperage & 
Lbr. Co. 


m 

Oconto Company Aik al ee 
peevy. -Moore Lbr. Co. 

Rib Lake 3S Sere AM 


Sawyer Goodman Co... 
Beene Eee. CB. os. cvced -—- 
Stephenson Co., I....... cdm 

Thunder Lake Lbr. Co. Sie 


Toledo Guaranty Corp., The 


EE REE NE ae abemno 
Tremont Lumber Co... .ching 
Von-Platen-Fox Co.....abdhm 
Weidman Lbr. Co....abdhmn 


SHINGLES 
Northern Cedar 





” 
Western Red ae 
cracess oneee onl 
DE thaewnckewnene ted d 
Bay De Noquet Co......... a 
Bratlie Bros. Mill Co....... b 
Holley Terrell ear er 


Holt Lumber Co........... 
Mauk Seattle br, er 
Menominee Bay Shore 

| SR Rerae ere 
Mumby Lbr. & Shingle Co..b 


H—Aromatic Red Cedar 
Bradley Lbr. Sales Co..h 
Brown & _« 

Bruce Co., H Bee coccoel 


J—Fir 
K—Spruce (Engelmann) 
L—Spruce (Sitka) 
M—Western Red Cedar 
N—Western Hemlock 
O—Port Orford Cedar 
B C Spruce Mills, Ltd...k 
Bloedel Donovan Lbr. 
che Wade aaa a eae 
Booth-Kelly Lbr. Co.....j 
Bratlie Bros. Mill Co..jm 
Crossett-Western Co.....j 
samenge Sawmills Sales 


j 
Hill-Behan Lbr. Co......3 
Johnson Lumber Co. 

SS > jin 
Mathieu, Ltd., A....abk 
Mauk Seattle Pet, Co.jmn 
ar . end Lbr. & Shingle 


Keeesatcnciesces jmn 
Ostrander Railway & 
TE GO vost r oxen dees j 
Polson Lumber & 
BeImee Ce, 2cccsses jmn 
Smith Lbr. Co., Ralph 
De Sdeas en ocanee eu no 
Twin City Lbr. & 
a “eee jm 
Vanlandingham, Walter ..jkm 


Wagernacuser Sales 


Williams & Voris Lbr. Co..ino 
Wisconsin Land & Lbr. 
Gi sasecee jbnmeecuene’ edm 


HARDWOOD 


Beech ..... TTT TTT TT TT 
eee eeccccccose oe * 
MER cseee aeccecescescosondl 
Maple ...... PTerTTrTTrTirtr sr d 

penned Ceausesendeons --6 


Frost Lumber Industries... .e 

Fordyce-Crossett Sales Co...e 

Griffith Stave Co.. Geo. C...e 

pe Hardwood Co. 
Kerry & Hanson eon 
ing Co. 


eee eee ee 


Northwestern Cooperage & 
Lumber Co., The.......... 
Oconto Company ........... a 
Polson Lumber & Shingle Co.b 
Putman, Chas. E b 
Rib Lake Lbr. Co.......... a 
Sawyer Goodman Co.. 8 
Stephenson Co., I........... a 
Twin ay Lbr. & Shingle Co...b 
Vanlandingham, Walter ....b 
Weyerhaeuser Sales Co..... b 
White River Lbr. Co........b 


Alphabetical Index to Advertisements will be found on preceding page. 
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Winton Lamber Sales 
a acuec Sree 
P—California Pine 
Q—California Sugar Pine 
R—Redwood 
Clover Valley Lbr. Co. » 
Hill-Behan Lbr. Co...... 
Michigan-California 
Bae GO. 2c cccesss 
Red River Lumber Co. +4 
es ge Lbr. Co., Ralph 


S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


—e Copper Min- 


oor ee eeeseeeseseee 


faa PIO COs ccccessace 
Kinzua Pine Mills Co. 
Long Lake Lbr. Co. “kau 
Mauk Seattle Lbr. Co. 
Michigan-California 
Lumber Co.....---ees pt 
Schuette Co., Wm..... ais 
Shevlin Pine Sales Co.qt 
Spokane Pine Products 


Co csksnaervedenaranes st 
Twin City Lbr. & 

Shingle Co. ......-++- st 
Vanlandingham, Walter. ..t 
Weyerhaeuser Sales 

P. cc can manwees ajknst 
Winton Lumber Sales 

GU. v cltceweneerees jkmst 
W)eenste- Michigan Lbr. 

icehaheeen bake neat admn 

Yawkey-Bisseli Lbr. Co..dmn 
FLOORING 
Kneeland-Bigelow Co......- x | 
a -McLurg Floor- 
Northwestern Cooperage & 

Lumber Co., The....... abd 


Peavy-Moore Lbr. Co...@ 
Robbins Flooring Co..... abde 
— Lumber & Veneer 

Stephenson Co., I......--- abd 
Tremont Lumber ae ax 
Vanlandingham, Walter, 
Webster Lumber Co., H E..e 
Wells Lumber Co., . W..bd 


Williams & Voris Lor. Co...€ 
“ae Land & Lbr. 


Tere eee ee ee eee, 


Yawkey-Bissell Lbr. Co.. 


Winton Lumber Sales Co...b 
Wisconsin Land & Lbr. Co..a 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Bradley Lbr. Sales Co. 
Bruce Co., E. L. 
Robbins Flooring Co. 
Wisconsin Land & Lbr. Co 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Biles-Coleman Lbr. Co. 
Kinzua Pine Mills Co. 
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Takes Over Mississippi Hard- 
wood Operation 


Lauret, Miss., Dec. 16.—Additional activ- 
ity in the lumber industry, upon which this city 
was founded and built, has followed the recent 
purchase by the Mengel Co., of Louisville, Ky., 
of the holdings of the Pascagoula Hardwood 


AMERICAN LUMBERMAN 


pleted. 


Co. This purchase included the hardwood mill, 


veneer mill, railroad and logging equipment and 
100,000,000 feet of standing hardwood timber. 
Walter Jones, vice president of the Mengel 
Co., who handled the negotiations for his con- 
cern, has announced that the new company will 
operate one sawmill of two units—a band mill 
and resaw—and a veneer mill; and it is planned 
to produce from 50,000 to 60,000 feet of lum- 
The exact date of beginning opera- 


ber daily. 


tions has not been announced, but this will be 
done just as soon as necessary repairs are com- 


The Pascagoula Hardwood Co. was owned 
by the Eastman-Gardiner interests. 
This is the second important hardwood lum- 
ber operation taken over recently by the Mengel 
Co., the first being the holdings of the Lamar 
Lumber Co, at Bogalusa, La. 


Stole a Sawmill—But Why? 


Union, S. C., Dec. 16.—“Believe it or not,” 
J. Watt Henderson has reported to the sheriff 
the theft of his sawmill. 
he set up the mill, left it unused for a month, 
and returned to find that a 15 h. p. engine, boiler 
and part of the sawing machinery had dis- 
appeared. 





Mr. Henderson said 
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Red Cedar Log Provides 
31-Inch Clear Board 


RuwceErieLp, Wasu., Dec. 14.—H. J. Bratlie, 
Bratlie Bros. Mill Co. here, is displaying a sam- 
ple of a rare achievement in the manufacture 
of western red cedar. 


This is a 100 percent 


vertical grain, absolutely clear board 1 inch 


thick by 31 inches wide. 
it was cut was 8 feet in diameter at the small 
end, and 24 feet long. The ring-count shows 
the age of the tree to be 750 years. Western 
red cedar commonly grows to a much larger 
size than the log from which this board was 
cut, but large cedar trees are almost always 
defective in the heart, and to find a tree sound 
enough to yield a vertical grain clear piece 31 


The log from which 


inches wide is practically unknown. 











Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 











BUILDING PAPER 


Ruberoid Co., The 
Sisalkraft Co., The 


CEDAR CLOSET LINING 


Bradley Lbr. Co. of Ark. 
Bruce Co., E. L. 
Frost Lumber Industries, Inc. 


CEMENT REINFORCING 
Pittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 


COLORS IN OIL 
National Lead Co. 


CORRUGATED SHEET 
METAL 
Milcor Steel Co. 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co, 


GATES—Steel 

American Steel Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 


APPRAISERS AND TIMBER 
ESTIMATORS 

Lacey & Co., James D. 
Sewall, James W. 

Spain & Co., H. M. 


FINANCIAL 

Builders Commercial Agency 

Lumbermen's Credit Associa- 
on 

FOREIGN BROKERS 

Richard Shipping Corp. 


TOOLS e 
American Logging Tool Co. 


BATTERIES 
Firestone Tire & Rubber Co. 
BELTS AND ACCESSORIES 


Manhattan Rubber Mfg. Div. 
¢ Raybestos-Manhattan, 
ne. 


BRAKE LINING AND 
ACCESSORIES 
Firestone Tire & Rubber Co. 


CUTTER HEADS 
Shimer & Sons, Inc., S. J. 


DOGS, BET WORKS, ETO. 
Kent Machine Co. 


BUILDERS’ SPECIALTIES, ETC, 


GLASS 

Dyke Bros. 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


GLUE—Waterproof 
Casein Mfg. Co., of America, 
Inc., The 


HARDWARE—Builders’ 
Frantz Mfg. Co. 
Stanley Works, The 


INSULATION 
eg Cork Products Co. 


lotex Co. 
Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 
Standard Lime & Stone Co. 
Wood Conversion Co, 


LADDERS 

Babcock Co., W. W. 

LINSEED OIL 

Archer-Daniels-Mid- 
land Co. 

National Lead Co. 

LOG CABIN SIDING 

Bratlie Bros. Mill Co. 


Frost Lumber Industries, Inc. 


Kinzua Pine Mills Co. 
Red River Lumber Co. 


METAL ACCESS DOORS 
Milcor Steel Co, 


METAL CEILINGS 
Milcor Steel Co. 


METAL CORNER BEAD 
Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 
Continental Steel Corp. 
Milcor Steel Co. 
Pittsburgh Steel Co. 


NAILS 

American Steel & Wire Co. 
Continental Steel Corp. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 
OVERHEAD DOOR 
EQUIPMENT 

Frantz Mfg. Co. 

Stanley Works, The 
PAINT, ENAMEL, 
VARNISH 

Glidden Company 

Lowe Brothers 

-— “om Paint & Color Co., 


e 
O’Brien Varnish Co., The 
PLASTER BOARD 
Certain-teed Products Corp. 
National Gypsum Co. 
LASTER LATH 
Johns-Manville 
Milcor Steel Co. 
Pittsburgh Steel Co. 
PLYWOOD AND VENEERS 
Hill-Behan Lbr. Co. 
Mauk Seattle Lbr. Co. 
Northwestern Cooperage & 
Lbr. The 


Red River Lbr. Co. 
Sawyer Goodman Co. 
Roddis Lumber & Veneer Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corp. 
Pittsburgh Steel Co. 


PRICE CARD MOULDING 
Zimmerman, F. M. 


ROOFING CLIPS 
Seal-All Clip Co. 


ROOF COATING—Cement 
Abesto Mfg. Co. 

Barber Asphalt Co., The 
Certain-teed Products Corp. 
Ruberoid Co., The 


ROOFING, SHINGLES 
SIDING—Asbestos, Asphalt 
Barber Asphalt Co., The 
Carey Co., The Philip 
Certain-teed Products Corp. 
Johns-Manville 

Ruberoid Co., The 


ROOFING—Slate 
North Bangor Slate Co. 


ROOFING—Steel 


Continental Steel Corp. 
Milcor Steel Co. 


MISCELLANEOUS SUPPLIES AND SERVICES 


HOTELS 


Benson 
Coronado 
Davenport Hotel Co. 
Hollenden 
Lennox 
McAIpin 
President 
Roosevelt 

St. Moritz 
Stevens 
Whitcomb 
William Taylor 


INSURANCE 

Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
aulty Co. 

os “aimee Underwriting 


OFFICE BUILDINGS 
Metropolitan Building Co. 
OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, S. E. 


SAP STAIN PREVENTIVES 
Chapman & Co., A. D. 


DuPont de Nemours Co., Inc., 


Grasselli Chemical Co. 


TIMBER SALES AND 
PURCHASES 

Suttles, N. D. 

TERMITE 
EXTERMINATORS 

Bruce Co., E. L. 

TREATED PRODUCTS— 
Poles, Piling 
Timber Products, Lumber, 


American Creosoting Co. 


MACHINERY AND EQUIPMENT 


DRY KILNS AND 
ORIES 


ACCESS 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 

Moore oe Kiln Co. 
National Dry Kiln Co. 
ELECTRIO MOTORS 
Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE 
& CABLE 


American Steel & Wire Co. 


FILES 
Nicholson File Co, 


FIRE EXTINGUISHING 
CHEMICALS 

Solvay Sales Corp. 
INJECTORS, VALVES 
STEAM PUMPS, PIPING 
Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOGGING EQUIPMENT 
American Logging Tool Co. 
Lindsey Wagon 3 
LUMBER LIFTS 
Moore Ly Kiln Co. 
National Dry Kiln Co. 


Ford Motor Co. 
International Harvester Co. 


PORTABLE SAWMILLS 
Kent Machine Co. 
Miner Saw Mfg. Co., J. H. 


POWER PLANT EQUIP- 
MENT 


Allis-Chalmers Mfg. Co. 
Enterprise Co., The. 
SAWMILL MACHINERY 
Allis-Chalmers Mfg. Co. 
Enterprise Co., The 

Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 
SAWS, KNIVES, TOOLS 
Atkins & Co., E. C. 

Disston & Sons, Inc., Henry 
Miner Saw Mfg. Co., J. H. 
Nicholson File Co, 

SPARK PLUGS 

Firestone Tire & Rubber Co. 


SASH CORD 

Samson Cordage Works 
SOUND-DEADENING 
MATERIAL 

Celotex Co. 

Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Wood Conversion Co. 
STAINED SHINGLES 


Weyerhaeuser Sales Co. 


WALL BOARD 
Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Wood Conversion Co. 


WALL PAPER 

Lennon Wall Paper Co. 

WALLSEALERS AND 

PRIMERS 

Coe n Mfg. Co. of America, 
ne., The 

National Lead Co. 


National Lead Co. 


Clay Equipment Corp. 


on Lumber & Treating 
Colfax Lumber & Creosoting 


Crosby Lbr. & Mfg. Co. 
Crossett-Western Co. 


Fordyce-Crossett Sales Co. 
Hill-Behan Lbr. Co. 


WOOD PRESERVATIVES 
Tennessee Eastman Corp. 


STEAM FEEDS 

Soule Steam Feed Works 
TIRES 

Firestone Tire & Rubber Co. 


TRACTORS 
Allis-Chalmers Mfg. Co. 
VENEER DRYING 
MACHINER 

Moore Dry Kiln Co. 
WAGON! 

ee ae oo. 
Love Wagon Co, 


G WIRE, 


FITTINGS. AND SLIN 
American Steel & re Co. 
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a How to Figure Costs for Advertising 
: In Classified Department 





Cue 1SUO cccccccccccccccese ..eeee-30 cents a line : 
Two consecutive issues...... ...-55 cents a line i 
Three consecutive issues..........75 cents a line 
Four consecutive issues........-.-. 90 cents a line 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 


Heading 


Extra white space figured at line 
rate. 
One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 





AMERICAN LUMBERMAN 




















—e 
RRL Pg geen EY. 
CLASSIFIED 
7 Sane te Dn Sole. Fe SS xo 
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December 21, 1935 











WANTED 











WANTED | 








THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 
AMBPRICAN LUMBERMAN. 
Read the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller. Best for selling lumber, shin- 
gles, retail] yards, business opportunity, 


timber and timberlands, machinery, 
locomotives, cars, rails and equip- 
ment used in logging operations. You 
can get employees, salesmen, employ- 


ment or anything used in lumber and 
allied industries by advertising in the 
Wanted and For Sale department of 
the American Lumberman, 

Send your advertisement to the 


AMERICAN LUMBERMAN. 
431 S. Dearborn St., Chicago, IIl. 





Too Late To Classify 


wrrrree— 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CoO. Inc. 
Minneapolis, Minn. 








WANTED 











Employees 





WANTED—RETAIL YARD MANAGER 


To manage smal! branch yard in large city located 
in Western Michigan. Must have experience and 


Employees 


WANT ASSISTANT MANAGER & SALESMAN 





Retail yard, strong competition. Give full par- 
ticulars. 
Address “P. 88,” care American Lumberman. 





WANTED ENERGETIC YOUNG MAN 
As Assistant Sales Manager. Selling experience in 


Hardwoods or Pine lumber would be valuable. 
ATLANTA OAK FLOORING CO., Atlanta, Ga. 





Salesmen 


WANTED—EXPERIENCED SALESMAN 


To travel Lower Florida East Coast for our whole- 
sale department selling stock millwork, hardware, 
paint and a complete line of building material. 
This position requires high class man who can 
produce results and is an opportunity for the right 
person. Also have opening for good man capable 
of handling stock of above items, invoicing, pric- 
ing, shipping, ete. State age, experience, salary 
expected, etc., in first letter. 

GATE CITY SASH & DOOR CO., Ft. Lauder- 
dale, Fla, 








ASSISTANT MANAGER AND SALESMAN WTD. 


For retail yard where competition is strong, 


who can draw floor plans, elevations and estimate 
residences 


Address COLORADO, care American Lumberman. 


WANTED—WHITE PINE SALESMAN 


By large established firm. Must have thoro knowl- 
edge Inland Empire and California woods. Loca- 








poe) gmienee. State age, experience, salary ex- 
pected. 

Address “P. 89,” care American Lumberman. 
COMMISSION MEN—SPECIALTY LINE NAILS 


having following among responsible jobbers. 
erences, replies confidential. 
Address “P. 74," care American Lumberman. 


Ref- 





SALESMEN CALLING ON DEALERS 


Rock wool manufacturer offers good opportunity 
to reliable salesmen well acquainted with lumber 
dealer trade. Make extra earninys or full time 
commission basis. Quality rock wool product meet- 
ing with excellent reception. 

Address “P. 78,” care American Lumberman. 


RETAIL LUMBER SALESMAN 


By Chicago yard doing large Industrial business. 
Must be capable and a hustler. A real opportunity 
for one experienced in selling Industries. State 
age, experience and salary expected. 

Address “P. 90,” care American Lumberman. 








TO COMMISSION MEN! 
NEW 72 COAST TERRITORY OPEN 


We now have open a number of territories and 
would like to make connections with reliable com- 
mission salesmen. 

Address: MORRILL-STURGEON LUMBER CO., 
Yeon Bldg., Portland, Ore. 


REPRESENTATIVE WANTED 
Small Oregon sawmill and cut-up plant cutting 
soft-textured Ponderosa pine, wants representation 
in the east and middle west. 
Address “P. 62,” care American Lumberman. 








SALESMEN NOW CALLING ON LUMBER TRADE 


To sell the hardware for overhead type garage 
door. In reply state territory covered, experience 
and references. 

F. BLOCKI CoO., Sheboygan, Wis. 





ENERGETIC LUMBER SALESMAN 


Acquainted with retail yard trade Chicago sub- 
urbs. Excellent opportunity for one who has thoro 
knowledge of Southern Pine, West Coast & Inland 





between 25 and 38 yrs. of age. Empire woods. State age, experience, references. 
Address ‘P. 79,” care American Lumberman. Address “P. 91,” care American Lumberman. 

OPPORTUNITY FOR AMBITIOUS YOUNG MAN WANTED SALESMAN 

Who wants to learn the retail lumber and build- Familiar with lumber business, capable of de- 


ing supply business. Small salary at start but won- 


derful opportunity. Progressive city yard in mid- 
west. Reply in detail giving age, education, experi- 
ence, salary expected and full particulars. 


Address “P. 80," care American Lumberman. 





WANTED—YARD MANAGER 


In New Mexico mining town of 8,000. Climate 


severe; competition keen. Home adjoining yard 
furnished. 
Address “P. 81," care American Lumberman, 





veloping prospects on commission. To party will- 
ing to get under proposition and invest two thou- 
sand dollars fully guaranteed will offer salary or 
commission. Position now open. Permanent to 
right party. Replies confidential. 

Address “P. 92” care American Lumberman, 


WANTED SALESMEN 


For Chicago district, preferably one who has some 
following, also one for Michigan and one for Iowa. 








Address “P.93", care American Lumberman. 


Employment 


POSITION WANTED BY RETAIL LUMBERMAN 


Of mature age, judgment and business ability, 
Have handled retail line yards as city manager, 
auditor, sales and general manager in the south. 
west territory where I have a wide acquaintance. 
Now available at salary or commission in line with 
present conditions. If you ean use a man that 
really will put the job over, address “P. 76,” care 
American Lumberman. 








HARDWOOD LUMBER SALESMAN 
MICIITIIGAN and OHIO territories; also competent 
as sales manager or buyer; desires change of ccn- 
nections. Write for details. 

Address “P. 77," care American Lumberman, 





CREDITS AND COLLECTIONS 


Over twenty-five years’ experience in Lumber 
Credits and Collections with clear and successful 
record. 

Have ability to handle large volume and separate 
wheat from chaff. Further understand how to de- 
velop business by mail and through personal con- 
tact. Open to any reasonable offer anywhere and 
can more than pay my way by curtailing losses 
and increasing sales. Well known in the trade, 
especially in Chicago and Pacific Northwest. 

Address “P. 83,” care American Lumberman. 





OFFICE MAN WANTS POSITION 


11 yrs. experience general office manager including 
buying, selling and credits—wholesale and retail. 
Thorough knowledge and experience in bookkeep- 


ng. 
Address “P. 84,” care American Lumberman. 





BY A YELLOW PINE SALES-MANAGER 


With mill, or wholesaler with mill out-put. Knows 


selling, accounting, office detail. Several years in 
retail. Exceptional record of satisfactory service. 
Address “P. 26,” care American Lumberman. 





LUMBER & MILLWORK M’F’R’S—ATTENTION! 


An industrious young man wants mill connections 
to sell lumber and millwork to retail trade in New 
England. I am only interested in protected ter- 
ritory. Excellent references can be furnished. What 
have you to offer. 


Address “P. 86,’ care American Lumberman. 





MANAGER-SUPERINTENDENT 


Age 36. Go anywhere. Good experience in both 
large and small yards. Employed on same job 
number of years. Desire better connection. Have 
some hardware experience. Can handle large yard 
or superintend string of yards. Protestant. Good 
education. —p ¢9." 


Address care American Lumberman. 





WANTED—POSITION AS MANAGER 


Furniture factory; thoroughly competent and ex- 
perienced. 
> 


Address care American Lumberman. 





EMPLOYED MANAGER DESIRES CHANGE 


Proven record in both sales and profits. 12 years 
one point Al ref. 


Address “P72,"" care American Lumberman. 





THOROUGHLY EXPERIENCED YARD MANAGER 


wishes change; successful record; middle west pre- 
ferred. a 


Address care American Lumberman, 





POSITION WANTED 


Retail manager and sales representative. 20 yrs. 

experience. Proficient in all departments. Execu- 

tive and creative sales ability A-1 references. 
Address “P. 55,” care American Lumberman. 


LUMBER-PLANING MILLWORK SUP’T 


Nine years full charge plant doing high-class mill- 
work. Can estimate; take work from plans, detail 
bill into mill. Might invest some. 

Address “P. 31,” care American Lumberman. 


SALESMAN—SALES MANAGER—OR BUYER 


26 yrs. experience mill, wholesale, retail, all woods, 
principally Pacific Coast export and domestic yard 
stocks, car material, factory, industrial. Unusually 
large acquaintance Pacific W. mills. Have 
bought and sold lumber all over U. S. and foreign 
countries. Single—now located Pacific Coast but 
will go anywhere. Fully capable; finest references. 
Address “‘N. 46," care American Lumberman. 











DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 
reaches the people. We can help you, AMERICAN 
Chicago, Ill. 


LUMBERMAN, 431 8S. Dearborn S8t., 








meee 
POSITION W 


expe 
detaili 

Avail 
“—?. 


of wide 
billing, 
curate. 
Address 


BANL 
Mill or factor, 


ds. A-1 F 
wo C. BRIG! 





Lumb: 





Cedar ties s 
5 in. to 8 in. 
Address “F 


——_—_———————— 


Odd lots sur} 
work, paints 
c. H. DES 


—_—_—_———— 


4,000 ft. 1 i 
5,000 ft. 1 i 
WAYNE 
Brooklyn, N 


Ret 











383 ACRE 


Well water 
and meado 
safe invest! 
or for yard 
bear closes 
Address 





Busi 


WA 

In So. Atl: 
must be a’ 
tral New 
small mill 
Address 


\ 


s6ryryr*r—~—~— 


WANT 


And com} 
Address 











One S. A. 
chine pr. 
and low ] 
i REG’D, | 





= 


One eacl 
single s 
sander; : 
mortiser 
shaper; 
machine 


Alabam: 





36” ga’ 











1935 


JAC 


MAN 
ility, 
ager, 
uth. 
1nce, 
with 
that 
care 


‘tent 
ccn- 


nber 
ssful 


rate 


con- 

and 
sses 
ade, 


ling 
tail. 
eep- 


Ows 
3 in 
‘ice, 


ON! 


ions 
New 
ter- 
‘hat 


oth 
job 
ave 
ard 
ood 


ex- 


ire- 


Ts. 
cu- 


ill- 
ail 


pecember 21, 1935 





















Ca 


SHO SAY SAE SOPRA CES 
j 
As 










< 
3a 


: SUF SER re aN Se 
DUERTISING | 


RNB pre 








AMERICAN LUMBERMAN 








73 










A 
S55 
CLASSIF7EL 
He faseg AWA pa < 


















WANTED 











FOR SALE 








FOR SALE 




















Employment 


weer eee ree eee 
POSITION WTD. BY MILLWORK EXECUTIVE 


Of wide experience. Listing, selling, estimating, 
billing, detailing. Road or office. Fast and ac- 
curate. Available Jan. Ist, 1936. References. 
Address “P. 61,” care American Lumberman, 


BAND SAW FILER WANTS JOB 


Mill or factory. 20 yrs. exp. in both hard and soft 
woods. A-l ref. Go anywhere. 
J. C. BRIGHT, Beverly, W. Va. 








Lumber and Dimension 


WANTED 
Cedar ties sawed on two sides, 
5 in. to 8 in. faces, 
7. 





6 in. 


American Lumberman. 


WANTED TO BUY 


Odd lots surplus stock of any kind of lumber, mill- 
work, paints, etc., for cash. 
C. H. DESCH, 121 So. Main Ave., Albany, N. Y. 


LUMBER WANTED 
4,000 ft. 1 in. Birdseye Maple 1 and 2. 
a * ai Maple, 1 and 2, 
TAYNE LU) SR CO., 308 Greenpoi ye. 
Brooklyn, N. Y. ee ae 


Retail Lumber Yards 


383 ACRE RANCH IN RIPLEY CO., MISSOURI 
Well watered—unencumbered—largely in pasture 
and meadow—healthy location—independent life— 
safe investment. Will exchange for lumber yard 
or for yard lumber on standard grades. This will 
bear closest investigation. 

Address “P, 27," care American I.umberman. 


thick with 


Address care 

















Business Opportunities 


WANTED—BOX PLANT LOCATION 
In So. Atlantic or East So. Central states. Timber 
must be available and good shipping point to Cen- 
tral New York. Would consider associating with 
small mill or taking over mill that is for sale. 
Address “P. 75,’ care American Lumberman. 


Used Machinery 


WANTED: GOOD USED SAWDUST SIFTER 
And compound mixer. 
Address ‘‘P. 68," care American Lumberman. 











WANTED 


One S. A. WOODS No. 501 Hardwood Flooring ma- 
chine pr. complete Unit. Must be in A-1 condition 
and low price. Write SOUTH SHORE COAL YARD 
REG’D, Longueuil, Que., Canada. 





Electric Machinery 


WANTED 


One each fast feed ripsaw; 12” jointer; 6” jointer; 
Single surfacer; sticker; oscillating endless bed 
sander; single and tenoning machine; hollow chisel 
mortiser; chain mortiser; 30” band saw; single 
shaper; variety saw; dado machine; window frame 
machine; belt sander; door clamp machine; routing 
machine; 2 to 3 ton freight elevator; emory grinder; 
turning lathe; and 2 cut-off saws. 
oottll above machines to be direct motor driven, 
“20 volt, 3 phase, 60 cycles, AC current. All must 
be modern machines and in good mechanical con- 
rion, 
GRAYSON LUMBER COMPANY, Birmingham, 
Alabama. 








Locomotives and Cars 


WANTED 
12-ton Gasoline or Deisel Locomotive. 





36” gauge, 


Retail Lumber Yards 


FOR SALE—OLD ESTABLISHED YARD 


In Indiana to settle estate. 
Address ‘‘M. 82,” care American Lumberman. 


MEDIUM SIZE—LOCATED METROPOLITAN 
District St. Louis—City of 70,000—Best Located in 
City—Coal Could Be Added. 

Address “N. 88” care American Lumberman. 











FOR SALE A LUMBER YARD 


In an Illinois city of sixty thousand. This yard is 
showing a profit, and will continue to do so. 
Address “P. 40’° care American Lumberman. 


WOULD YOU BE INTERESTED 


In purchasing a live & paying Lbr., Fuel & Farm 
Implement business? Good cash volume, large ter- 
ritory. Northern Wisconsin. 

Address “P. 41” care American Lumberman. 








FOR SALE: AN OLD ESTABLISHED 


Lumber yard, mill and all conveniences, doing a 
good business, well located in a growing suburb of 
Chicago. Reason for selling; getting along in years 
and would like to take it easy. Full particulars 
to bona fide buyers. Principals only. 

Address “P. 58,” care American Lumberman. 


A LUMBER YARD IN CLARKE Co., IOWA 


Good buildings; large trading territory. 
Address “P. 70,” care American Lumberman. 








Business Opportunities 


FOR SALE—WELL LOCATED, CENTRAL MISS. 


Pine operation. Equipment consists of saw mill, 
planing mill, two dry kilns and remanufacturing 
Plant. All modern equipment in good condition. 
Stumpage under contract, additional stumpage 
available for long time operation. Would consider 
sale of lumber inventory. Operation showing good 
profit. Good reason for selling. Details on request. 
Address “P, 57," care American Lumberman. 


FOR SALE: SAWMILL AND GROUNDS 


Composed of well equipped mill, buildings, and 
twelve acres of real estate located at New Wash- 
ington, Ohio. 

THE FARMERS STATE BANK, New Washing- 
ton, Ohio. 








PARTNER WANTED 
To right party with some money will make known 
very unusual opportunity in middle west, to make 
big money in the lumber business. 





Address “P. 53’ care American Lumberman. 
BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 
By using the classified section of the 


American Lumberman,. The classified ads 
are read by both the buyers and sellers. 
A quick way to dispose of anything you 
want to sell. 
Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, 


FOR SALE: WOODWORKING PLANT 


Fixtures & Manufacturing Business in Spokane, 
Wash. Established 22 years, good going business. 
Owner retiring; $2,000.00 cash, balance terms. 

Address “P. 43” care of American Lumberman. 


FOR SALE—CABINET FACTORY 
One of the most up to date cabinet shops in Wis- 


Ill. 








consin. Floor space approximately 5000 sq. ft. 
with two modern apartments above. Including 
machinery, tools, and stock. In full operation, 


will stand rigid investigation. Have other interest. 
BLACKHAWK CABINET WORKS, Prairie du 
Chien, Wis. 





FOR RENT 


Splendid lumber business location; 500x100; front 
Madison Street at 23rd Avenue, Maywood; Indiana 
Harbor and Great Western railroad connections. 
Apply MADISON FUEL AND SUPPLY CO., 2010 
Madison St., Maywood, Illinois. 


BUSINESS OPPORTUNITY 


Partner wanted in a _ well established Chicago 
Wholesale and Retail Lumber Company to take 
interest of party retiring on account of failing 
health. Established Chicago Retail Dealer pre- 
ferred. Bank will finance small investment, 








Lumber and Dimension 


FOR SALE—NORWAY PILING 


About 200 pes. 30 to 50’—250 pcs. 50 to 60’—260 
pes. 60 to 70’—all cut from live timber. 
BRESNAHAN LUMBER CO., Menominee, Mich. 


WANTED TO GET IN TOUCH 


With some Hardwood flooring factories. 
MOLLENHOUR TIE COMPANY, Rensselaer, Ind. 
R.R. No. 2 


TWO CARS MAPLE HEARTS, 3x4, 8 FT. 
9,000 ft. 3x6, 8 ft.; 10,000 ft. 2x6 hearts, 8 to 16 ft.; 











10,000 ¢t. 4x4, 8 to 16 ft. One car 4/4 hard 
maple No. 3. 

CROSBY HARDWOOD LUMBER CO., Rhine- 
lander, Wis. 





GRAND RAPIDS, CHICAGO, TOLEDO, DETROIT 


Consumers only—8/4 Dry Walnut, Elm. HILL, 
Adrian, Mich. 


Timber and Timber Lands 


CHOICE WHITE SPRUCE TIMBER LIMITS 


In Provinces Manitoba and Saskatchewan, modern 
sawmill, planing mill and other equipment aasces- 
sary for operating. Low Government dues, low 
operating costs and favorable freight rates assure 
profitable operations. Principals only. 

Address “‘N. 72,” care American Lumberman. 


E. ORE. BAND & RESAW PINE MILL 
And log R.R. equipt’d in pay as cut timber on R.R. 
& Hy., 50 mi. to W. end Owyhee, $22,000,000 U. S. 
Agri. project, 350,000 acres local mkt. U. P. R.R. 
Chi, rate 68%c. $15 per M. margin on today’s mkt. 
Address “N. 100," care American Lumberman. 


225 MILLION FT. VIRGIN TIMBER 


88% Long Leaf Yellow Pine. Railroad bisects tract. 
Adapted colonization purposes. $8.50 per acre. 
STRODE FARM AGENCY, Palatka, Florida. 

















IF YOU WANT TO BUY OR SELL TIMBER 


Call, Phone, Write or Wire 
N. D. SUTTLES, Jacksonville, Fla. 


CANADIAN WHITE SPRUCE 
350,000,000 feet Virgin Alberta—snap price—inspec- 
tion invited—freight rate same as Spokane—Will 
take stock in operating company. 

TIMBER OWNER, 210 McLeod Building, Ed- 
monton, Alberta. 








Logs 


FOR SALE—SPRUCE & BALSAM CABIN LOGS 


Rough and peeled—sizes and lengths as wanted, 
car lots. 
H. G. RATH, Sault Ste. Marie, Mich. 








Trucks and Tractors 


TRACTORS 


Just purchased from U. 8S. Government, another lot 
fine crawler type caterpillar tractors, five ton or 356 
size. Machines in perfect condition, only slight 
useage, cost government over $7,000 each. Are 
very adaptable to lumber, contracting, oil, coal and 
other businesses. Will give thorough demonstration 
at Tobyhanna, Pa., Fort Bragg, N. C., or Mt. Ster- 
ling, Ky. Price $350.00 each. Also have ten ton 
size. For further particulars address O. C. EVANS, 
Mt. Sterling, Ky. 








Electric Machinery 


FOR SALE 





MTC 5322, 30 HP, 900 RPM, 220 volt, 3 phase, 
60 cycle motor $358.16 
controller 529579 $ 71.00 
CR 3244 resistor boxes, each $ 37.00 
Oil Circuit Breaker, 200 A&P, 2500 volts, 


Cat. No. 167388 75.00 
Type KT, Form B, 75 HP, 690 RPM, 220 volt, 
3 phase, 60 cycle motor $535.00 
CR 1034 Starting Compensator $ 75.00 
ILLINOIS LUMBER CoO., INC., Edwardsville, Ill. 


_ me roe _ 








Box 329, Asheville, N. C. 


Address “P. 85," care American Lumberman. 
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Used Machinery 


FOR SALE 
No. 281 Berlin 4” bank rip saws, 7 blades. 
Yates C 4 Sticker 8”, also extra heads. 
Whitney 24”x8” Cabinet Planer square head 


model 32. 
Hawker Dowel machine % to 1”, ball bearing. 
Buffalo forge 50” single blower fan. 

1 Cincinnati Metal Planer carriage 28”x8’. 

All belt driven. subject to prior sale and soliciting 
your best offer. 

VULCAN CORPORATION, Portsmouth, Ohio. 


WOODWORKING MACHINERY BARGAINS 
All kinds in stock. Quick shipment. 
PETER K. BOSHCO, West Medford, Mass. 


FOR SALE—STEARNS #” EDGER, LEFT HAND 
Hill Curtis double cylinder steam nigger; set of 





“hs pete 








nine live rolls 10x24 in. Filing Room uipment. 
200 dry kiln truc 
HERMANCH MACHINED COMPANY 
Williamsport, Pa. 





COMPLETE SAWMILL & POWER HOUSE 


2 McGifford loaders, logging equipment. 
WEST LUMBER COMPANY, Lugerville, Wis. 


PARSONS STEAM TURBINE WITH CONDENSOR 


Connected to a 480 Volt—750 Amp.—3 Phase—60 

Cycle, Allis AC Generator, with connected exciter; 

has been used very little; in good condition. 
Address “N. 49,” care American Lumberman. 


WOOD-WORKING MACHINERY BARGAINS 
Writ 
J. LBE HACKETT COMPANY, Detroit, Mich. 











FOR SALE—USED MACHINERY 
1 30-in. three drum American sander in good run- 
ning order complete with jack shaft. $250.00 cash. 
Also quantity of shafting, hangers, and pulleys. 
BLACKHAWK CABINET WORKS, Praire du 


Steel Rails 


RELAYING # LB. AND @ LB. RAILS 
Also 30s, 36s, 6568, 70s, 80s, 858. New rails, all 
My he Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 











Locomotives and Cars 


FOR SALE—S TON MOGUL LOCOMOTIVE 


Standard gauge; also one Cody Log Loader. Both 

cheap as we are closing out. You can afford these 

for extras if you have no immediate need. 
Address ‘“P. 87," care American Lumberman. 








HAVE YOU SOMETHING TO SELL 
Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn 8t., Chicago, Il. 





Miscellaneous 





FOR SALE—WOOD AND WIRE FENCING 
Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 

STANDARD NCE Co., Lufkin, Texas. 





GEO. DROLET, TUSCALOOSA, ALABAMA 
Timber and pulpwood estimates, appraisals, log- 
ging cost analysis and special depletion and taxa- 
tion reports on timber properties anywhere. 


SEAL-ALL CLIPS 
AS STANDARD AS NAILS 


Used by the millions to hold down Tabs on Dutch 
Lap, Hex and Strip Shingles. Copper $1.60 per 
1,000—Galvanized $1.25 per 1,000. F. O. B. Flint, 
Mich. Sample Free on Request. 

SEAL-ALL CLIP CO. 100 Smith St., Flint, Mich. 








ALL KINDS OF 


DRYING 
APPARATUS 


INCLUDING 


The Famous MOISTAT 
Heat - Cooling Process 








Send for our new bulletin 


The NATIONAL DRY KILN Co. 


427 West Georgia Street 
INDIANAPOLIS, IND. 








December 21, 1985 











Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 


Pat Sep /a 1900 : 
gy 181302 | 
7a Position 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





WAGON CO. 
LAUREL, MISS. 


LINDSEY 


Sole Manufacturers 





Surface Measure 


ESTIMATOR 


—— By J. M. LEAVER 


This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
rs, sash, blinds, r and win- 
dow frames, etc., etc. Send for 
circular containing sample pages. 
Pocket Size (41/2"x612”) 
Postpaid $5.00 — 














American Lumberman 
431 S. Dearborn St.. CHICAGO, ILL. 











FLOORING 


Specialists For 30 
Years ... Mgfd 








in End-Matched 
and Plain End 











CHOICE ALABAMA 
YELLOW PINE 


Soda-Dipped, Air Dried Lumber 
Kiln Dried Finish and Mouldings 








KNIGHT SAW MILLS 


All Iron and Steel Construction 
DOGS, SET WORKS, EDGERS 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls, Ohio 














Sawmill 








JACKSON LUMBER CO. acasama 


GATES 


A CROSSET WATZEK 


LOCKHART 
American 





INDUSTRY 


Operators e 
Books That'll Increase Your Profits 


Write Now for Complete Catalog 


BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail- 
able from our complete line. 
Learn More About These 


431 S. Dearborn Street 


Lumberman CHICAGO, ILL. 
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Perfect Balance is 
essential to expert 
Ski-ing. 





“al 
~, 
~ 








balance 


LUMBER 


Lumber, too, must be “balanced” —i.e., 
the moisture in lumber must be in bal- 
ance with the moisture in the atmos- 
phere. Otherwise, shrinking or swell- 
ing will develop after the lumber enters 
into construction. 


DIERKS LUMBER IS BALANCED 
LUMBER—pre-shrunk to the require- 
ments of satisfactory use in Dierks sci- 
entifically operated modern dry kilns. 








Foremost producers of Genuine Arkan- 
sas Soft Pine and Ozark Mountain 
Hardwoods, DIERKS manufacture a 
complete line of quality lumber prod- 
ucts. A feature of its service is its 
ability to ship pine and hardwoods in 
the same car. 


DIERKS LUMBER & COAL CO. 
DIERKS BUILDING KANSAS CITY, MO. 


Herbert Dierks and Walter A. Graff, Trustees 


























SYMBOL OF 
GENUINE ARK- 


Kiln Dried LUMBER 28 


AMERICAN LUMBERMAN 





75 
A CORDIAL INVITATION 


LUMBERMEN 


TO YOUR 


CONVENTION 
KANSAS CITY 


aH ad by 


o ocr a = iat 











January 
29 to 31 
1-9-3-6 














We'll treat you like a 
King at Hotel Presi- 
dent—we'll guarantee 
that every minute of 
your stay will be filled 
with pleasure. Every 
convenience — every 
luxury — at how rates. 


450 ROOMS 


WITH BATH 


ream $ D 
HOTEL 


PRESIDENT © 


PERCY TYRRELL 
Managing Director 





BALTIMORE AT @ “sorse Zone® 
14TH STREET NOISE ZONE 




















RU-BER-OID’S 
FINANCE PLAN 
AT GOVERNMENT RATES 


STEPS UP MODERNIZING 
SALES AND PROFITS 


NO RISK TO YOU 


Send for this non-recourse plan 
also samples of the following 
RU-BER-OID 
Products: 





THE RUBEROID CoO., 
500 Fifth Ave., New York, N. Y. 


Please supply me with a copy of the Ruberoid Non-Kecourse 


A.L.—12-21-35 


Finance Plan, 
low: 


Asbestos-Cement 


I am interested in the products checked be- 


“Newtile” for bath Roof Coatings 
and Plastic J 


Shingles and kitchen walls 
Asbestos-Cement Asphalt Shingles CJ Safe-n-Dry 
Sidings and Roofings Sheathing Paper LJ 
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ADMIRED THIS 
BEAUTIFUL 


If you want to know what people actually 
think of Bruce Finished Block Floors, just visit 
a modernized or model home where they have 
been used. Listen to the comments of Mr. and 
Mrs. Prospect as they admire this modern type 
of hardwood flooring. 

Here’s what you'll learn: That no feature of 
a new or remodeled home will bring greater 
beauty, comfort and satisfaction than a Bruce 
Finished Block Floor. That no matter how beau- 
tiful the furniture and furnishings, or how expen- 
sive the equipment in a home, it’s these distinc- 
tive hardwood floors that are most talked about. 

Every day, throughout the country, thousands 
of property owners are learning the story of 





5 7 
“WHEN IT'S LAID- 





INSPIRATION 
HOUSE 


The Inspiration House, Mem- 
phis, Tennessee, is one of the 
many model homes in which 
Bruce Finished Blocks have 
been used. Already more than 
90,000 people have visited 
this home and placed their 
stamp of approval on Bruce 
Finished Block Floors. 


Bruce Finished Block Floors—their beauty, 
durability and ease of installation. Every 
day, sales are being closed and jobs started. 

The trend to patterned hardwood floor- 
ing has definitely been gaining momentum, 
month by month. It promises to be one of 
the highlights of 1936 building. In justice 
to your business and your customers, you 
should investigate the merits of Bruce 


Finished Block Flooring. 
READ THIS OFFER 


Because we so strongly believe you'll be inter- 
ested and enthusiastic, we want you to let us send 
you an actual sample block, together with descrip- 
tive literature and simple laying instructions—with- 
out cost or obligation. Use the coupon below to 
order these. 


MAIL COUPON .FOR SAMPLE 
- 


E. L. BRUCE CO., Memphis, Tenn. 


Please send an actual sample of Bruce 
Finished Block, together with illustrated 
literature and Installation Manual. AL-11 








December 21, 7 








